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@ A look at tomorrow in luminaires: our NEW HORIZON. A slimmed- 


down silhouette that blends naturally and easily into smart 


architectural trends 


. But—above all—this latest of LEADERS 


has these definite operational advantages: / 
The beautiful NEW HORIZON (nesting instant-start 
Slimline lamps) is easy to install. 


.. easy to service.. 


more light with less surface glare. 


releases 


And it gives its abundance of 


light longer ...at lower maintenance costs. 


For full information on the carefully-conceived advantages of 


the New Horizon series, write today. 


The NEW HORIZON Incandescent Spotlight. 
Excellent for highlighting displays. Available 


for corner installations (Cat. No. LS-40) or 
between fixtures 


No. LS-70). 


in continuous runs (Cat. 
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ELECTRICAL WHOLESALERS 702000 vcivcice ona keer 


“de-lays” in deliveries—and keep 

























customers satisfied—when you carry a complete “stock of ECONOMY “De-Lay” Renewable Fuses 


and Renewal Links, which are continually kept before Fuse Buyers through our advertisements. 


Unnecessary Work Stoppages PREVENTED 
ON MODERN MACHINES 


The New Norton Type CTU cylindrical grinders 
feature high production, simplicity of controls 
and adjustments, accuracy of sizing, and acces- 


sibility of mechanisms for maintenance service. 


by modern 
zconoMY “de-lay” fuses 


Interruptions to the operation of this 
high-production—capacity Norton 
Grinder are costly. Hence the need for prevent- 
ing unnecessary interruptions to the electrical 
current which operates it. 

ECONOMY “De-Lay” Fuses, which protect 
against unnecessary “blows” in the 135 to 200% 
range, handle this situation to perfection. While 
always protecting against excess current, they 
do not “blow” and cause shutdowns when sub- 
jected to momentary current surges that will not 
cause damage to electrical equipment. 

Ask your Electrical Wholesaler to supply you 
with ECONOMY “De-Lay” Renewable Fuses and 
Renewal Links. 

You are invited to write for the New Economy 





Se 


ECONOMY FUSE & MFG. CO., 2717 GREENVIEW AVE, CHICAGO 14, ILL. Acc Principat cies 
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For the first time ever! 






NOW YOU CAN GET 


ALL THE G-E FLUORESCENT 
LAMPS YOU WANT! 


G-E LAMPS 
GENERAL @@) ELECTRIC 


ELECTRICAL WHOLESALING 


O need to wait any longer! Now 
you can get all the G-E fluorescent 
lamps that customers everywhere want! 


NOW'S THE TIME for your customers to fill 
those empty sockets, replace blackened, 
burned-out tubes, and go ahead with plans 
for lighting modernization. 


FOR THE FIRST TIME since General Electric in 
troduced this sensational new light source 
ten years ago, production has at last 
caught up with the tremendous demand. 


NEW FACTORIES now in Operation are turn- 
ing out G-E fluorescent lamps by the 
millions —all manufactured to those high 
standards of quality that have made G.E. 
the first choice of buyers everywhere. 


IT PAYS TO SELL THE LAMPS 
that most people want— 
the lamps that bear this 
mark of quality . 
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How Rome Type RH 


BUILDING WIRE 
can save you 
more money 

on feeder circuits 


WHERE VOLTAGE DROP IS NOT A PROBLEM 


you can realize actual dollar savings by using “Rome” Type 
RH (Heat Resistant) Building Wire for industrial feeder 
circuits. Here’s how. 

As compared to all other types of Building Wires, National 
Electrical Code current carrying capacities for Type RH, 
permit, for equal amperages, the use of smaller conductor 
sizes in nearly every instance. Here is a first and real saving 
in cable cost. Further, smaller conductors mean smaller 
conduit and fittings, or more circuits per conduit... both ways, 
an additional saving. 

This is to say nothing of the ease of handling and depend- 
able quality which always mean low cost installation when 
you specify “Rome” Type RH Building Wire. 


FIGURE IT FOR YOURSELF: 
1947 N.E.C. Allowable Current Carrying Capacities in 
Amperes Based on Room Temperature of 30° C (86° F). 














Siz Not more than 3 Condu Size Not more than 3 Conduc 
AWG tors in raceway or cable AWG tors in raceway or cable 
or Types R, RW, or Types R. RW 
MCM or TW (3-40 Type RH MCM or TW (3-40 Type RH 
3 80 100 300 240 285 
2 95 1] 350 260 310 
110 130 400 280 335 
0 125 150 500 290 380 
00 145 175 ) = . 
000 165 200 600 355 420 
0000 195 230 700 385 460 
250 215 255 750 406 475 
EXAMPLE: 
Required Permissible Size Approx. Percent. Saving 
Amperes Type R Type RH in Cable Cost 
130 Amp. 2/0 AWG 1AWG 26% 
200 Amp. 250,000 CM 3/0 AWG 24% 
300 Amp. 500,000 CM 350,000 CM 18% 
To Save Feeder Circuit C . ts... Specify ‘““Rome’’ Type RH 
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ComBINATION STARTERS 
are increasing in popularity be- 
cause they are safe, easy to install, 
take less space and have good 


appearance. 
In addition to these advantages, 


——-.— 
with either front-opera 
a ceed or Thermal-Magnetic (Coilless) cir- 
cuit breakers, feature magnetic 
starters that are accessible. 


at a glance. 






Even the BEST Motor Starters 
Need Inspection and Maintenance 


ALL starters require periodic contact replacement under condi- 
tions of heavy load or frequent operation. Some may require 


magnet coil exchange to match voltage and frequency of power 
, a entire armature and movable 
supply. That's why Square D has always stressed accessibility — contact assembly co” be lifted 
simplifying installation, inspection and normal maintenance. off. Disconnect two wires from 
screw-type terminals and slip off 


magnet coil. 






New “off- the-Shelf’’ Parts Kits make 
normal maintenance easier than ever! 


Now, replacement parts for Square D starters 
are packaged in easy-to-stock kits. Each kit 


contains parts necessary to replace all load contacts on two or 


three-pole starters. Parts are individually packaged in clearly 


labeled envelopes. Illustrated service bulletin is enclosed for 


fication and complete installation instructions. 





quick parts identi 


Contacts oF 


Milwaukee 12, Wisconsin. 








square D Combination Starters, Loosen two screws and the arc 
ted switches chamber cover comes off. Every 
contact surface can be inspected 


Remove two more screws ond 


e attached with 
separate screws — ©" be 


Write for Combination Starter Bulletin 8538 and Parts Kit Bulletin ry 
9998. Square D Company, 4041 N. Richards St., ae oe ail 


is only tool needed. 






























































a a - 3 % ai ea 
’ “ae e 
SQUARE D COMPANY CANADA LTO., TORONTO » SQUARE D de MEXICO, S- A+ MEXICO city, © 
. *¥ bs ae | 
: BB: ? rE be 
i =o + 
os: See 

















O. FRED. ROST 
Editor and Publisher 


a W. C. PIRIE 
| Managing Editor 
“ A. XIQUES 
= Associate Editor 


ry A. W. HOOPER 


Associate Editor 
G. GANZENMULLER 
News Editor 
J H. J. EMERSON 
Pacific Northwestern Edito 
1 H. W. YOUNG 
4 Pacific Southwestern Editor 
H. PHILLIPS 
{rt Director 
< 
World News Offices: 
London, Paris, Berlin, 


Voscow, Prague, Shanghai, 
Bombay, Mexico City 


oe 
DISTRICT 
REPRESENTATIVES 


A. B. Conklin 
S. A. Jones 
New York 


le Charles F. Minor, Jr. 
od Chicago 


of E. R. Bollinger 
Cleveland 


John W. Otterson 
San Francisco 
Carl W. Dysinger 
Los Angeles 


Ralph C. Maulltsby 
Atlanta, Ga. 


ELEGTRICAL 


WalQLesALh TG 


WITH VIHOLESALERS SALESMAN 


CONTENTS 


TO SURVIVE America Must Have Better Tools 


Times and Trends 


NOVEMBER, 


Editorial By James H. McGraw, Jr. 


Business Index—Sales and Inventories 


Business Index—Regional Analysis 


The Expanding Rural Market 1949-52 Model 
Preaching Adequate Wiring Gospel! Builds More Sales To Contractors 
When Sound Insulation Is Planned, The Must Is: Rewiring-Relighting 

Sell Hotels In Your District This Type of Modern Lighting 
THE OUTLOOK FOR FUTURE SALES IS OUR NEW AMERICAN MARKET 


PATTERN 


The New American Market Pattern 
The Outlook For The Textile Industries 


Trends in Food Industries 


Today's Electrical Appliance Market 


The Business Outlook 


O. Fred. Rost 


Arthur W. Hooper 


Kenneth Kramer 
C. W. Bendigo 
Frank K. Lawler 
Lawrence Wray 
Dexter M. Keezer 


Modern Lighting Is a Must To Meet Modern Competition 
The Camera Clicks at the New Wesco at Fresno 


News Notes From N.E.W.A. 
Electrical Wholesaling News 


Alfred Byers 


63 and 





1948 


43 
51 
55 
58 
73 
85 
90 
92 


95 


104 
106 
108 
110 








~ A meCRAW HILL 4 PUBLICATION _ 





















McGRAW-HILL PUBLISHING COMPANY, INC. 
PUBLICATION OFFICE, 520 NO. MICHIGAN AVE., CHICAGO 11, ILL. 
EDITORIAL AND EXECUTIVE OFFICES, 330 WEST 42nd St., 

NEW YORK 18, N. Y. 





| ES I] \icGRaw 1860-1948), Foundse 

I Il. McGraw. Ir t; Curtis W. McGraw, J ice-President and 

ow EUGENE DUFFIELI é t {ssistant for Publications NELSO? 

ND t f Advertisu \. Gerarpt, Secretary; and J. E. Brack 
RN IR 

ELECTRICAL WHOLESALING (with W s Salesman) November, 1948. (Vol. 29, Ne 

Published monthly at ¢ I rice 25¢ a copy Return postage guaranteed. 

at least ten days for change of a t Subscription rate United States and I Ss 

ior $2.00 for one ear e300 f » vears; $4.00 for three years Canada, $3.01 

me year; $5.00 for two vear $6.0 for three years Pan American Countries, $5.00 

me year; $8.( r two yeal $ " r three years. All other foreign countries, $15.00 

one year 25.00 for two year . for three years Please indicate position and 

pany connectior n al | Entered as second class matter August 31 

+S, at the Px ftice at ¢ a I nder the Act of March 3, 1879 Cable address 

McGraw-Hill, New York M A.B.I Member of A.B.C Copyright 1948, by 


Ir All rights reserved 


\icGraw-Hill Publishing Co 330 West 42nd Street, New York 18 
Y BRANCH OFFICES 20 N Mict n Ave Chicago 11; Post Street, San Fran 
0 4; Pacific Finance Bldg t s Hope St Los Angeles 14, Calif.; Aldwych House 
iwych, I ion W. ¢ Washir l7th & Sansom St., Philadelphia 3; 708-9 Oliver 


Pittsburgh: Cleveland lL Det ‘ St. Louis 8&8; Boston 16; Atlanta 3, Ga 


November, 1948—ELECTRICAL WHOLESALING 





CHANGE OF ADDRESS 


Director of Circulation, Electrical Wholesaling 
330 West 42nd Street, New York 18, N. ¥ 


Please change the address of my 


subscription 


Vame 


Old Address 


New Address.. 


New Company Connection 


New Title or Position 


Electrical 


Wholesaling 



































Removable cover for 


extension of top hor 
ronta cable trough 
schist L CENTER 
tions are added. These 


covers are on both 
sides of sections 


veer lhawe ALL these features 
eel 


Removable cover over Me 
Main Bus and top hor 
zontal cable trough 


Removable cover over —_ 
master terminal boots 
compartment F ei 


when additiona! sec- 
tions are added. These 
are on both sides of 


Because Federal NOARK Control Centers 

are COMPLETE... they're easier to buy, 
genet a is install, extend, rearrange, relocate, and 
a1 Age BRA, Secssomadete siete “28 service! 


multiples of a fixed to 24 starters 
dimension to provide 


@arzimum flexibility 


For details... 
contact the Federal NOARK District Office. 


Same vertical section used for front mounting or back-toe 
back arrangements 


Bottom cable troughs P > ee ’ 
with cover removed Size +! to 244 starter. Line plug eliminates necessity of 
shutdowns or working "‘hot'' connections to remove starters, 


Space for future starter —pam 


Plug-in line contacts 
which engage vertical 


section buses 
Guide rai i 


Removable cover over 
bottom able trough, 


“ 


Upper horizontal cable 
trough with Pavone 


Vertical section buses 
removed 


(silver-plated 


~ 


Master terminal board 


(available at ——s 
top or bdéttom) 





Individual starter ter Opening for individual 
minal boards. Starters View showing removable terminal boards 
Sate chinook wasted ca starter unit partially 
adjacent starters, re removed and being Rear-view of removable 
moving rear plates, or supported by its chan- combination line-starter 
Fx having loose wires in nel guides unit 
Guide rails for remov section 


Gare Herters Motor and control 
cables isolated from 
each other and from 
vertical buses 








Contro 
center 


a eder al NOARK 


VM AES 


Vertical wiring troughs 


with 
removed 








Executive Offices: 50 Paris St.. Newark. N. J. 
Plants: Hartford, Conn.; Newark, N. J.; St. Louis, Mo.; Long Island City, N. Y. 


Sales Offices in Principal Cities 


Federal Electric Products Company, Manufacturers of a Complete Line of Electrical Products, including Motor Controls * Safety 
Switches * Service Equipment * Circuit Breakers * Panelboards * Switchboards * Bus Duct 
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ARE SOMETHING 
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People forget easily. Remembering 
a place...aname... or a product 
takes effort. That’s why, even when 
no “sell” is required, we continue to 
remind buyers about Central Rigid 
Steel Conduit and you, Central © 


Conduit distributors. 





Every month a similar message 


reaches a great, great many of your 
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NEEPS JOBS on THE MOVE! 


Many contractors w 
Conduit becouse 
and efficiency on 


ill tell you thot the 
't possesses features 


the job. 


Cimiaco 
* Met dipped 


7 it's @ety to « 

vt, bend 
wretch bes er thread 
Accurate machine threaded ends | 
end Couplings Otsure fos moke-up -| 








Gon 
*tistence to Mechanical injury 7 
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4 meooth inside surface prevents dem ~~ 
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Call your Central Conduit 
everything Possible to make 
ly os today's vunPprecedente 


Distributor He will do nana 
your delivery as Quick. 


d demands will permit. 


Sega 
enomeieg iewtae 


COMTRAL BLace 


e+ + ae 





present and future customers. Each 
one reminds them of the fine quali- 
ties of Central Conduit and to place 


their orders as early as they can. 


But not all our efforts are of an 
advertising nature nor are they 
all directed to the future. Every 
day new steps are being taken 
to insure greater production of 
Central Conduit. In that way we 
hope to help you supply your customs 


ers more quickly and adequately. 
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This is one of a series of Spang ads which 
are appearing regularly in: ELECTRICAL 
CONSTRUCTION AND MAINTENANCE, 
ELECTRICAL WEST and ELECTRICAL WORLD. 





General Sales Office: Grant Bidg., Pittburgh 30, Pa. 


District Offices and Sales 


Representatives in Principal 
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“A BOX FOR EVERY NEED” 
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There’s a steady market for General Elec- 
tric’s M & D dry-type transformers for 
power and lighting circuits 600 volts and 
below. They’re easy to install—quiet in 
operation—and completely dependable. 
Plan now to stock these reliable self-sell- 
ers. They’re available for quick delivery to 
any recognized electrical wholesaler—many 
ratings from stock. Apparatus Dept., Gen- 
eral Electric Company, Schenectady 5, N.Y. 










...for ratings of 15 kva and up. Type D's will give long- 
lived indoor service for phase changing and all genera! 
power and lighting applications. 





...for requirements calling for 0.25 to 10 kva ratings. 
Versatile Type M units perform equally well indoors or out 
—for lighting, phase changing or general power needs— 
or for 32-volt lighting circuits in standard ratings. 


GENERAL @@ ELECTRIC 
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PIE ITS 


vestinghouse 
THE NAME YOU KNOW IN Lamps 


Your customers naturally want the best fluorescent lamps available 
to keep their lighting systems operating at peak efficiency. That's 
why more and more people are using Westinghouse fluorescent 
lamps. Westinghouse lamps are a quality product, subjected to 
186 tests and inspections from raw material to finished product. 
When you recommend Westinghouse fluorescent lamps, you can 
be sure of their uniformity, long life and high efficiency— the three 
important advantages needed to get the most out of any fluorescent 


lighting system. So next time recommend Westinghouse and be sure. 


Send for free booklet A-4759 “A Practical Guide 


to Westinghouse Fluorescent Lamps and Equipment.” 


Vovember, 1948 
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When you plan adequate wiring for industrial plants, the wiring methods you 
use must be versatile to meet present requirements of light and power . . . flexible 
enough to answer the needs of future expansion. 

Good reasons why my choice is always WIREMOLD NO. 3000. . . the surface 
raceway system that is particularly suited to industrial applications with nine 
cover fittings available for all standard devices including switches, duplex 
receptacles, single receptacles rated up to 20 amperes, 250 volts, 4 wire. 








No matter how complex the layout, the large capacity and well-designed fittings 
‘of NO. 3000 assure minimum installation time, real efficiency on the job. 


Here is a typical application. 








THE WIREMOLD COMPANY ¢ HARTFORD 10, CONNECTICUT 
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W th N JOS6 A table O et € t At ceiling ne, the N 3017 Internal Elbow 
No. 3 Wiremold starts from par x— completes the right angle turn. No. 3015 Tee 
two runs at top as branch feeders and t at isa e method of branching off to provide 
bottom to provide outlets at work bench level. feeder runs for fluorescent units. 





SAFETY a 
SERVILE , 
APPEARAWLE / 


Approved by Underwriters’ L 





Write today for f the WIRE 
( tu i ror i; le N ] 







MOLD 











RESISTS ... ozone, wear, sunlight, Wire and cable insulation made from Geon 
polyvinyl resins is suitable for industrial, 


water, chemicals and most other nor- manufacturing and utilities wiring. Where 


mally destructive factors. the best wire and cable insulation is re- 

7 required, specify Geon by name. For infor- 
GIVES YOU... 14 colors including mation regarding special applications, 
write B. F. Goodrich Chemical Company, 

NEMA standards. Department K-11, Rose Building, Cleveland 


15, Ohio. In Canada, Kitchener, Ont. 


PROVIDES... more conductors for a 


given space. 
HAS... excellent electrical properties. 


IS .. . easy to draw, easy to strip. And 
is light in weight. 





B. F. Goodrich Chemical Company .... -:.:.:..... 


GEON polyvinyl! materials * HYCAR American rubber + KRISTON thermosetting resins « GOOD-RITE chemicals 
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INDUSTRIAL UNITS 


End view of industrial type 
unit showing flat top. These 
units are designed for general 
industrial use under normal 
atmospheric conditions. 





TEXTILE UNITS 


End view of textile mill unit 
showing peaked top especially 
designed to eliminate frequent 
cleanings and to offer outstand- 
ing protection against humidity. 











hess. 
MADE BY SPECIALISTS IN LIGHTIN 


THIS SMART-LOOKING SLIMLINE 


fixture offers you more than just 
sleek beauty .. . it also offers a 
genuine “Skilled Lighting” unit for 
use with the new high efficiency 
SLIMLINE Lamps. Assures extra 
long service life with minimum 
maintenance. 

Typical of Wheeler engineering 
thoroughness is the exclusive aux- 
iliary lamp support at center of the 
fixture to prevent vibration of the 
8 foot lamps. Fixture channel is in 
one piece available in either 
baked enamel or Wheeler triple- 
guarded vitreous porcelain enamel 
finish. Reflectors are furnished in 
vitreous porcelain enamel finish only. 

TWO TYPES: 
INDUSTRIAL-TEXTILE 
The new Wheeler SLIMLINE is 


made for regular industrial applica- 
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tion or for textile mill application. 
Textile mill units have peaked 
channels to prevent accumulation 
of fly. lint, dust and moisture. 


HIGHEST EFFICIENCY 
SLIMLINE lamps operate at the 
highest efficiency of any lamps. 
They start instantly no special 
ballasts needed. Hf increased inten- 
sity is desired. 300 MA ballast is 
available to replace 200 MA ballast 
using same lamps. - 


EASIEST TO HANDLE 
SLIMLINE fixtures have only 2 
sockets . lamps have only | ter- 
minal pin in each end. Only two 8 
foot lamps for a double-length fix- 
ture. Get all the facts on the extra 
value of these new SLIMLINE 
Units. Write to Wheeler Reflector 
Company, 275 Congress St., Boston 
10, Massachusetts. 


Distributed Exclusively Through 
Electrical Wholesalers 
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Cable protection — plus Maximum Strength — with 


Penn-Union MULTIFIT Connectors 












The design of Penn-Union Multifit Connectors retains 
the full strength and rigidity of the Everdur bolt. The 


The Penn-Union line also 
includes numerous other types 


saddle which provides a wide surface to grip and protect of Tees, Lugs and Straight 
the cable is permanently fastened to the U-bolt; one Connectors, as well as Service 
piece. The strongest and most satisfactory fitting of this Connectors, Bus Supports, 


Grounding Clamps, Cable 
Taps, ete., ete. Experiencee 
users have found that the 
Penn-lnion mark on a fitting 


type. High copper content alloy; Everdur Nuts and 
lLockwashers as well as Bolts. 





Each Multifit Connector takes a wide range of conduc- is their best guarantee of sat- 
tor sizes; only a small stock will provide for many needs. isfactory performance. | 


Made in a complete range for cable up to 2,000,000 cm. 


old by Leading Wholesalers 


PENN-UNION ELECTRIC CORPORATION 


Erie, Pa. 


Canada: Dominion Cutout Co., Ltd., 50 Richmond St. West., Toronto, Ontario 





4 ‘= sy 
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THE GENUINE 


ICE CREAM FREEZER 








Here it is—the freezer all your best customers want—back in 
production again, after years off the market due to material 
shortages. It’s the popular, time-saving, labor-saving electric- 
powered Dolly Madison—the finest electric home freezer ever 


woreernenntentne 


made. But you must act quickly to insure early delivery! Every- ELECTRIC MODEL i No. 404 « 4 QT. SIZE 
body will want to sell Dolly Madison in 1949—and factory orders 


Only the genuine electric D0 : 
HUS KY hand freezer have all these Excuse Fate ature 


SUPER-SMOOTH OPERATION E} “THORO-MIX’’ DASHER 


No other freezer turns easier : Both Husky and Dolly Madison 
a have dashers of exclusive “Thoro- 
i Mix’ design—plus Porter easy-motion 


than the famous Husky—thanks to 
precision manufacture and the use 


of modern die-cast Zamak gears, with action that makes creamy fine-tex- 


a permanent-mould aluminum main tured ice cream—and makes it easier 


frame for accurate mechanical align- i —and faster! 
ment. Dolly Madison, of course, is 
powered with a 110-120 v. 50-60 c. 
AC electric motor 


ICE-SAVING TUB 2 | 
Unlike big 


old-fashioned ice 


LEAK-PROOF CREAM CAN 


Formed of superior quality 
coke tin-plate, both Dolly Madison 


cream freezer tubs, Husky and Dol!y and Husky have double-seam cream 
Madison have compact, streamlined cans—reinforced at top with double- 


tubs—to save on ice—yet to freeze thickness flange and rolled bead for 


delicious ice cream faster! extra sturdiness! 





HAND MODEL « No. 104 « 4 QT. SIZE 


WORLD’S LARGEST MANUFACTURERS OF HOME ICE CREAM FREEZERS 


OP L577, mee 


Manufacturers of America’s Favorite Ice Cream Freezers... YEARS OLD 





HOME OFFICE: OTTAWA, ILLINOIS — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINOIS 
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What's my Name: 


in our big family of wiring materials.) ANSWERS 
I never make a bit of noise, yet 1 


~ a smooth, = aes . it’s General Electric's silent . 

ong service life at is something to s ut . . Nd 

> me SOF mt CTEInS sa mercury switch, the specifica ee & . 
oul 
~~ 









\ Slectrical ¢ ‘actors like e : ; ; 
ibout. Electrical contractors like to put m tion-grade switch that helps to re} 


improve the quality of any wiring job. We'd like to 
remind you, too, that it is now T-rated 10 amperes 
at 125 volts to meet today’s heavy loads. 


in bedrooms, theaters, offices, and many 
other places where silence and top 
performance are especially 

desirable. What’s my name? 


Cost conscious electrical m a —— 


My name is either G-E RW —for rubber-insulated 
moisture-resistant wire—or G-E TW, for thermoplastic- 
insulated wire of the same type. We suggest you 
recommend RW or TW for economy in raceway 

stallations in any of the following: (1) underground 
2) in permanently moist locations; (3) in concrete 
slabs or masonry in direct contact with the earth 


contractors have found that it 
is often advisable to use me in place 

of lead-covered cable for installations in race 
ways in wet locations. They find that I am 
easy to install and can use smaller conduit 

I really have two names 

What are they 





Sometimes I wear asbestos, 





sometimes glass, and sometimes silicone 





with either glass or asbestos. My core can be 3 

round, square, or rectangular. Users can bend The name is one thing upon which good electrical 
me easily, but I will not crack or rupture performance depends—Deltabeston* magnet wire. It 
A great many electric products work interchangeable with double-cotton-insulated magnet 
better and last longer than ever wire, and smart electrical contractors everywhere 
because they have me know that using it is one of the best ways to insure 
Guess who? reliable motor service under all conditions. 





Iam coated inside and out 

It’s difficult to hurt me with even 

the toughest treatment. My color is 

white when I fight atmospheric corrosion, black 











: . | 4 >ye Cc > i 5 
when I fight chemical action. Many types ot If you’ve ever stocked conduit you've probab ) 
boxes and fittings have been designed guessed that these names are G-E White and G- 
to go with me perfectly. My name j = Black rigid conduit. They are bywords for quality 


wherever conduit is used. The rest of the G-E line cf 
raceways includes boxes, hangers, fittings, ‘‘flex 
and EMT—all made to work to the best advantage 
with one another. 


is so well known that it should 
be easy to guess 
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The answer should be easy—General Electric's fu 





I have thousands of parts, of many ie line of wiring materials. Whatever you need—wire 
sizes, types, and capacities. I am readily ae cable, raceways, wiring devices, fluorescent acces 
ivailable in any quantity. My parent has the : sories, of every variety—your best single source of 
best-known name in electricity. Se supply for dependable quality is always Genera 
Know what it is? Electric. We'll be glad to give you full information 


on any products in this full line. Just write to Section 
K11-1126, General Electric Company, Bridgeport 2 
Connecticut. 


/ 


GENERAL &) ELECTRIC 


* TRADE-MARK REG. U.S. PAT. OFF 
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Light, installed in the 
ceiling pattern desired 
. +» CEILINGS UNLIMITED* 
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Miller Ceiling Furring Hanger (pat 
e J) Sim Tie tallation. Cor 
tinu wireway cut ring or 
ial +c ~ 
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Lighting Sy ’ 
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Miller Lighting Service is all-inclu- 
sive. It covers the neéds of Planned 
Commercial and Industrial Lighting. 
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BT COMPANY 


SION, MERIDEN, CONNECTICUT 


HEATING PROD DIVISION Domestic 
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ad ‘ 
Form MA has reset but- & 
toti on cover for ex- 
ternally resetiing the 
overload relay. A sepa- Form MA 
rate push button or other Starter 
pilot device is required 
for starting. poo 
SAR : 
Form MB provides a 
“Hand-Off" Automatic 
selector switch and ex- é 
ternal reset button. It is 
used with separate 2- \eeeemeramapenee 
wire pilot devices such Form ME 
as float switches, ther- Starter 
mostats, etc. i 
tm * 
= 
Form MC provides ex- 
ternal’’Start’‘and‘’Stop” 
Bulletin 6013 buttons, the “Stop” but- & 
Basic Unit ton is also the “Reset” 
button for external re- al 
s@tiing. Separate push Form MC 
buffons are not required Starter 
] for statiing, but may be 
used if desired. - , 
oe @ o/) 
© 9 





NEMA Type 7 En- 
closures for Class 
1, Group D Hazard- 
ous locations are 
av@ilable for loca- 
tionswhere atmos- 
phere contains 
gasoline, petro- 
leum, Baphtha, 
benzine, elcohol, 
acetone, l@cquer, 
solvent vapor or 


AND ENCLOSURE 





Shown above is the basic unit of CLARK Bulletin 6013 AC 
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Magnetic, non-reversing, Across-the-line Starters. It provides 
full voltage starting and overload protection for squirrel cage 
motors and can be used as a primary switch for wound 
rotor induction motors. 


This starter consists of a CLARK Bulletin 7707 Contactor with 
double-break silver-to-silver contacts and CLARK Bulletin 
7323 Overload Relays which open the contactor coil circuit 
when an unsafe overload occurs. Contactor and Overload 
Relays are mounted on a steel mounting plate which is 
easily removed for service. 


Enclosures to meet Every Operating Condition 


Form MA, MB and MC starters have heavy steel enclosures, 
with provisions for locking. 


other gases from 
volatile liquids. 


NEMA Type 4 
Water-Tight, and 
NEMA Type 5 Dust- 
Tight Enclosures 
have gaskets 
which seal them 
effectively againsi 
moisture or non- 
explosive dust 
conditions. 


The CLARK line is the ideal line for Distributors. 


Oo : &- wes 23 * if + 


&p , 
YTHING UNDER CONTROL 
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NEMA Type 7 — for 
Class 1, Group D 
Hazardous Locations 





NEMA Type 5 Dusi- 
Tight and NEMA 
Type 4 Water-Tight 


1146 EAST 152nd STREET, CLEVELAND 10, OHIO 


November. 194 
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_8 sizes for cables 


from #10 to 4/0 


—6 sizes for cables 
from 2/0 to 1000 Mcm. 


N H “Vernon: 11 ‘California e CANA ye ph ee 
| FOREIGN: Philips Export Corp., New York es Raney Ltd., Toronte 13 
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Foyers, display rooms and offices are taking on new life and clowing beauty with the 
application of Federal Cell-Ceil, the most modern lighting treatment. And, these 
installations are pushing lighting sales higher every day. 

This beautiful overall ceiling louvering is easy to install. The light-weight sturdy hang- 
ing mechanism developed for Cell-Ceil not only speeds up application but provides such 
easy access for relamping and cleaning that continued customer satisfaction is assured. 

Your customers are being told about Federal Cell-Ceil through full page advertis- 
ments every month in Architectural Forum, Architectural Record, Progressive Archi- 
tecture and Interiors. 

Increase your lighting sales—be ready to deliver Federal Cell-Ceil now! The Federal 
engineering staff will gladly advise on any installation problem, Our technical bulletin 


on installation techniques is also available, address Dept. CC-5 


*Trade Mark ‘Cell-Ceil’’ applied for. 


FEDERAL ENTERPRISES, 


Formerly: FEDERAL ELECTRIC COMPANY, INC. 
8700 S. STATE STREET ° CHICAGO 19, 


ELECTRICAL WHOLESALING 


sales GOING UP with 


Installations 


O'Connor & Goldberg Co. 
205 S. State Street 
Chicago, Illinois 








ILLINOIS 
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New, Improved Ground Rod! 


. Peta 
4 G; Y7pez Clad 


GROUND ROD 


Completely Covered - - 
Molecularly Bonded - - 
for Lasting Ground 
System Protection! 







8 1. A stronger, more rigid rod for better driving. 
Made with stronger, stiffer steel core, having 
a higher carbon content than any other rod. 


\€ 2. Completely covered, including top and bot- 

tom, to fully protect steel core. Has a heavy, 
non-porous and uniform covering of pure cop- 
per, which is thoroughly bonded to the steel 
core, and will not peel off when driven. 


3. Rolled finish produces hard, scar-resistant 
surface. 





Note uniform copper 


covering, molecularly 4. Fully approved by REA. 


bonded to steel. Cross 5. Now available for prompt delivery. Made in 


section of copper is sizes Y2 x 8, % x10, % x8, %x 10, % x 10. 


greater than No. 4 wire. e 6. Backed by Blackburn's reputation for quality. 


Mail Coupon Now for Sample Section 


JASPER BLACKBURN PRODUCTS CORP., 
First, Madison & Clinton Sts. « St. Louis 6, Mo. 


Send me, without obligation, a sample section of your Blackburn 
Copper-Clad Ground Rod, prices, and name of nearest jobber. 


JASPER BLACKBURN PRODUCTS CORP. 10 es vorer 
. ILDERS OF QUALITY PRODUCTS FOR 15 YEARS. 
Finér, MADISON AND CLINTON STS., ST. LOUIS 6, MO. 


Sieg ae _.-. Phone: CEntra! 3007 ae -—_ ee ele. 


os 
obs 
stand iota ediatasta enininamne seminal amin dctebiaieediaDnmediaiieaeeamnami ial 


Firm Name 


Address 
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@ Troublesome “heat” 1s foiled in the new 
C-H line of safety switches. They are 
designed to withstand safely any degree 
of heat that can be expected from = cor- 


rectly selected fuses 


Moreover, these same safety switches 
are engineered to provide easier instal- 
lation, greater convenience, better 
appearance. Users everywhere are insist- 
ing on Cutler-Hammer “Beat -the-Heat” 
Safety Switches. carried by Cutler-Hammer 
wholesalers and featured by electrical 
contractors from coast to coast. 
CUTLER-HAMMER, Inc., 1327 St. Paul 
Ave., Milwaukee 1, Wisconsin. 
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No. 1045 — 4-It 40 watt (1040 Basic+Kit No. 5) 


No. 1025—2-lt 40 watt 


rest addition 


Fctro engineel 
wn the latest developm 


of at 

apertures, I’ x 1%’, 
“warping, durable polystyrene, 
crosswise and 30° lengthwise 

“met , basket-like, hinged frame that 
lly low cost maintenance. Readily 

k, easy cleaning. Crescent shaped side 


ae 


o? c 
Sitiar 


ovable for quic 





Se panels are available in ribbed plastic or metal 


@ Available in 4-lamp 40 watt and 2-lamp 140 watt, 
Surface or Pendant mounted 


@ All models are used for Individual or Continuous row 
installation without the addition of extra parts 


BE “BASIC” IN 748 
“SK YLOUVER”—Another Electro BASIC UNIT ADAPTATION 


Sold by leading electrical wholesalers everywhere 


i@S” ELECTRO’S LIGHTING ENGINEERS ARE ALWAYS AT YOUR SERVICE 


ELECTRO MANUFACTURING CORPORATION 


- 


29 


2000 W. Fulton St. ° Chicago 12 
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There's Strength 


In Numbers 


PIPE COUPLINGS > 


RUNNING THREAD - 
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PIPE NIPPLES + 


GOOSENECKS - 
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Pilgrims or pipe products... it’s better to have 
too many than too few. That's why Conduit 
dealers everywhere agree that it’s smart to carry 
the entire Conduit line. For Conduit quality is 
well known throughout the trade, and the satis- 
factory performance of one product helps sell 
the others. Be sure your stock of the complete 


line is adequate at all times. 


" Representatives in Principal Cities 


CONDUIT PIPE PRODUCTS CO. 


COLUMBUS, OHIO 


ELBOWS, 90° AND 45° 


EMT FITTINGS 
25 


WALLPLATES 








Meet Your 
New SALESMAN 


this tag 
will help you sell 
fluorescent fixtures 


Use these attractive new identification tags with your fluorescent It’s a fact -ballasts are about the most im- 
portant component of a fluorescent fixture— 
from the standpoint of assuring your customers 
able to all manufacturers of fluorescent fixtures who use General | rated lamp life and light output, quietness in 
operation, and maximum operating efficiency. 
When you have G-E ballasts built into your 
fixtures, you’re getting the industry’s finest 
G-E ballasts are designed, built, and tested for 
importance of good ballasts in fluorescent lighting. Beyond this, permanent lamp-matched cheracteristics 


; ; i ; better performance. Tell your customers. Use 
the prominent G-E monogram will register as a symbol of quality the tag. Put the G-E monogram on your sales 


fixtures —and see if your sales don’t come easier. They are avail- 


Electric ballasts. 


Printed in red and blue, these tags explain in simple terms the 


with your customers. It will help sell fixtures! Apparatus Dept., _—, — 
; To obtain your supply of tags, simply contact 
General Electric Company, Schenectady $. N. A your nearest G-E Sales representative. 





GENERAL ELECTRIC 


412-65 
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Questions and answers 
regarding the backbone of 
an electrical wiring installation 


. Whe were NE Y fir made 


Answer. In 1906 Crouse-Hinds Company introduced CONDULETS to the 
electrical wiring industry. CONDULETS represented an entirely new 
idea in conduit outlets, totally unlike the outlet boxes and fittings previ- 
ously made. CONDULETS were destined to revolutionize electrical 
conduit installation practice. 


o air 
a L ¥i 


Crouse-Hinds new conduit outlets needed a name so the word ‘‘CONDULET"” 
was coined, a contraction of ‘‘conduit” and ‘‘outlet."’ It is registered in 
the U. S. Patent Office and designates a product made only by the 
Crouse-Hinds Company. 


a cry 
VV Ww ¢ a . We t [ ev ¢ € 


The older outlets were both unhandy and unsightly, while the new cast 
CONDULETS were streamlined, compact outlets that were handy to 
install and produced a neat appearing job. The oblong body with round 
ends suggested the name “Obround”, which was applied to the first 
series of CONDULETS. 


Were the ke the ese N 


} 


There have been important refinements, but the basic design remains 
the same. The most notable improvement was the Crouse-Hinds 
Wedgenut fastener which provides a handy way to firmly attach the covers. 


How many ype re “ 


Forty-nine types. Sizes to fit !," to 6" conduits, with a wide selection of 
interchangeable covers and wiring devices. 


Wha er ( N 


Obround CONDULETS were so well received by the electrical trade that 
a variety of other types followed in rapid succession. In fact, the 
CONDULET line has grown far beyond the original concept and now 
includes, besides the items needed for the usual conduit installations, 
a complete line of explosion-proof and dust-tight CONDULETS for use in 
industries where explosive gases or dust require special electrical 
safeguards, 





' 

Because all conduit threads are tapered and it makes an imperfect job 
if a tapered thread is screwed into a straight threaded hole. When using 
CONDULETS, the threads on the conduit firmly engage every thread in 
the hub, because both are tapered. This makes a rigid joint which will 
not loosen under vibration and also assures permanent ground continuity. 
Taper tapping is an important Crouse-Hinds feature. 

















st im- Fa ' ail " rbo NDULET qua 

ture— ti q : : . CONDULETS have always been noted for the highest quality. They are 
-omers A scientifically designed in Crouse-Hinds Engineering Department and 
ean i carefully manufactured in a modern factory by skilled craftsmen from 


the finest material obtainable. Crouse-Hinds operates four separate 
laboratories where trained technicians assist in the development of new 
O your J products and maintain a constant control over the quality of CONDULETS. 


1ency. 


finest 4 T Cc How manv COND ETS are sare 

ted for a, ype . More than 15,000 items constitute the present CONDULET line. Conduit 

cs ol late Mm @Celileltl(-34 installations in all parts of the world are equipped with CONDULETS. 

™ a ven-away view 2. WHERE CAN | BUY CONDULETS? 

aie 4 ing (1) tapered . From the beginning it has been the Crouse-Hinds policy to have ....A 
of ads, and (2) the Nationwide Distribution through Electrical Wholesalers. There is 

ontact | ie dgenut fastener one near you. 


CROUSE-HINDS COMPANY Nationwide 
IDULETS Syracuse 1, N.Y. Distribution 


8 3) LIGHTS Offices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit 


Houston — Indianapolis — Kansas City —Los Angeles — Milwaukee — Minneapolis — New York 


wale SIGNALS Philadelphia — Pittsburgh — Portland. Ore. — San Francisco — Seattle — St. Louis — Washington 


Resident Representatives: Albany — Atlanta — Baltimore — Charlotte — New Orleans — Richmond. Va. 


ic ORT LIGHTING ’ CROUSE-HINDS COMPANY OF CANADA, LTD. Main Office and Plant: TORONTO. ONT 
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Paranite wire or cable is made under 
the watchful eye of SQC-—Statistical 
Quality Control! Nothing is left to 
chance. Scores of graphs, tests, mea- 
surements — figures and figures — 
by columns and rows of columns 
—are drilled and marshalled, com- 
piled and analyzed with individual 
Operations stil in progress. With 
SQC standing guard you can confi- 
dently recommend and use Paranite 


for lasting satistaction. 


foun  PARANITE WIRE AND CABLE 


THROUGH 


WHOLESALERS Division of ESSEX WIRE CORPORATION 


w 
“ 
peve™ 


CLEVELAND 





- 


o- 


2 = - - 


-_ _ — " 





—s = . Ses P 

° ° . & 
in Paranite Service: 

Don’t overlook this man if you have a 
knotty problem involving wire or cable. He’s 
é'a the Paranite representative from any of the 
“y strategically located points shown above. As a 
specialist in applying the correct solution to wiring problems 
from Paranite’s diversified line, he has helped smooth wrinkles 
from many brows. Or, if it is something special, he'll work 
with you and Paranite engineers and production men in com- 


ing up with the right answer. 


If he can be of help to you, just contact through your local 


wholesaler, the nearest Paranite office, or Fort Wayne. 


IF IT’S PARANITE IT’S RIGHT! 





FORT WAYNE 6, INDIANA 





ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 


28 
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ViZ-AID* 


} 


_. THE male FIXTURE FOR EVERY ‘08! 


The vIZ-AID, the DAY-LINE an 
e name synonymous with all that’s 


dde the Day-Brit 
ore worthy additions to this 


TROFFERS have ma 
best in lighting- The hew LENOX “twins” 
<amit}—opticelly-engineere® with ali the traditional 
m Day-Brite- 


thoroughbred 


cision-built quality, ys count on fro 


you can alwa 
_Brite line to solve 


pre 
plete Day 


e send you ou 


e data? 


xture in the com 
oblem. May W 


nd performane 


"1 find the right 
r bulletins 


planning pr 


You 


every light- 
installation a 


with detailed 


Pat. Of. 
Pending 


a eT, M. Rea: U. S 
> 
Patented and Patents 
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St. Lovis 7, Mo. 


DAY-BRITE LIGHTING, IWC., 5405 Bulwer Ave-, 
\ Nationally distributed through leading electrical supply houses- 
Nove 
vember. 1948—ELECTRIC In Canada: address all inquiries 1o Amalgamated Electric CrP, utd., 
ECTRICAL WHOLESALING Toronto 6, Ontorie 
29 





















There are “dark spots” showing up in some of 
those magnificent lighting installations made dur- 
ing war time shortages, when it was impossible to 
supply even a small percentage of Acme Electric 
Ballasts in demand. Many fluorescent fixture man- 
ufacturers were forced to use substandard ballasts 
which are burning out. 


Provide full rated watt output. 4. Rated light output. 


2. Uniform current output—no undesirable 5. 
peak currents. 


Longer lamp life. 


2. No noticeable stroboscopic effect. 


ACME ELECTRIC CORPORATION 
6711 Water Street Cuba, N. Y. 


e Oe ee. SC OS Ree. a 





6. Hum-free — decibel rating below 9. 
threshold of hearing. 


Any good fluorescent fixture can be made to pro- 
vide better than ever illumination, by replacing 
the burned out ballast with an Acme Electric en- 
gineered ballast of the capacity required. Acme 
Electric engineering and construction features are 


positive assurance of long, trouble-free service. 


7. Cores of annealed silicon steel. 
8. Hand finished coils thoroly impregnated. 


Each ballast is completely sealed in 
heat dissipating compound. 


Acme Electric manufacturers Luminous Tube Transformers— 
Fluorescent Lamp Ballasts—Cold Cathode Lighting Transformers 
and Ballasts—Mercury Vapor Lighting Transformers—Radio and 
Television Transformers — Electronic Transformers — Door Be 
Chime and Signalling Transformers—Safety Transformer-—V >It 
age Regulating Transformers—Step Down Transformers—Contro 
Transformers — Warp-stop Transformers — Air Cooled Power 
Transformers—Rectifiers. 


IN CANADA: ACME ELECTRIC (CANADA) LTD. 
824 Notre Dame St., West Montreal, Que 
November, 1948 


ELECTRICAL WHOLESALING 























CRESCENT 






























IMPERVEX TRENGHWIRE 


For Lowest ro Underground Use 


’ CRESCENT IMPERVEX TRENCHWIRE provides the LOWEST COST, PERMANENT underground installation 
for services from power line to meter, for connecting several buildings from the same service, as on FARMS, 
ESTATES and INSTITUTIONS and for STREET, AIRPORT, BALL PARK, DRIVE-IN THEATRES, and other out- 
door lighting and power circuits. Also extensively used by INDUSTRY in ducts for underground power circuits. 


" CONSTRUCTION—The single copper conductor is insulated with IMPERVEX special moisture and heat- 
resisting rubber insulation. A tough NEOPRENE armor sheath is vulcanized over the insulation, protecting it 
from injury during and atter installation. The cable is flame-retard- 
ing and practically UNAFFECTED by water, oil, acid, alkali, sunlight 
and exposure to the earth or weather:—nothing to rot, rust or corrode. 


* 

EASY INSTALLATION—Two or more IMPERVEX TRENCHWIRES 
are laid together in a narrow trench to form the cable with no addi- 
tional protection normally required. 


° 

APPROVED—Carries Underwriters’ Laboratories’ Labels as TYPE 
USE—Underground Service Entrance Cable, and conforms to the 
National Electrical Code. 





\\ 


+ CRESCENT PROVEN—Tens of millions of feet of CRESCENT IMPERVEX 
TRENCHWIRE have been installed over the last seven years under 
IMPERVEX all types of installation conditions, with not one case of failure re- 


TRENCHWIRE —- perted— a unique record of dependability! 


* AVAILABLE FROM STOCK —Electrical wholesalers 
have CRESCENT IMPERVEX TRENCHWIRE in sizes No. 

| 12 to 4 AWG in stock. Larger sizes available from ware- 
house stocks or the factcry. 
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CRESCENT IMPERVEX TRENCHWIRE 


For Branch Circuits 























Use CRESFLEX 
6 fr * giving technical information 
bere i _- on selection of proper size of 
ae Switch —~ conductor, etc., will be fur- 
7 or Circuit Breaker nished on request. 
eo ee i ‘ .* Ground to 
. . in Water Pipe 
Fre a "s or Ground 
Rods 











oar Sana 
@-c-0 Lari °- 9g Ld 
Pe Po ade is 65 aS Sgt a 


CRESCENT — 
WIRE & CABLE 
__GRESOENT INSULATED WIRE & GABLE CO. 


TRENTON, N. J. 
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A WIRE 


IS ONLY AS GOOD AS 


Wires made by U. S. Rubber are Laytex Insulated 


This quality branch circuit wire is called Neolay* 
(Type RU). It is the finest wire ever made. 

Why? First it has a nylon covering, for smooth, 
easy pulling. Moreover, nylon is tough and resists 
the deteriorating action of oil and gasoline. The 
insulation of Neolay RU is a combination of 
Laytex* (90° pure rubber) and Neoprene. That 
is why it has such a small diameter and light 
weight, and such superior electrical and physical 
properties. For example, a chain of 20 gas sta- 
tions formerly had to change wiring systems 
every Spring, because of severe damage caused 
by moisture. After switching to Neolay, these 
changes were eliminated. 

For free sample and additional information 
write to Wire and Cable Department, United 
States Rubber Company, 1230 Avenue of the 
Americas, New York 20, N. Y. 






"NITED STATES 
oBER COMr5* 


IFS: INSULATION 
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No. VF-8840P shielded 4-40 
watt in continuous row. Also 
available for close ceiling 
mounting. 





COMMERCIAL FLUORESCENT 















for Continuous Lines of Light 


you'll like this fluorescent unit by Virden. Smart style. 
Crisp, clean lines. Pleasing use of modern plastics. 
Outstanding performance. High efficiency. Easy to 
install. Priced for extra value ... thanks to Virden skill 
in mass production. Supplied exclusively through 


your Virden jobber. Let his friendly service help you. 





Smooth soft light well distributed 
for planned lighting ... by Virden. 


See how long lines of fluorescent by 


Virden can provide a ceiling of light 





John C. Virden Company - Cleveland, Ohio 
Wember pemerican Home Lighting Tustitute 
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petty, chance to bind abaslins 

parts. 


Hand Trip-Lever at top of switch, away 
from terminals. 


Standard Models equipped with two 
tripper dial {one ON and one OFF.) 


Four tripper dial can be furnished when 
specified at no extra cost. 


Positive Toggle Switch Action. Roller 


bearing against trippers — longer 
life and trouble-free movement. 


Matra oes. holes in back. Top has 
key-hole for easy mounting. 


Terminals marked for easy wiring. 
Combination n" and ¥," knockouts, one 
in each side, and bottom conven- 
iently located. 


screw holds cover rigidly in 
primi capes nidinrme Sy xtetie ny 33 
off cover. 


Large 3" dial with numerals easy to read 
and set. 


Vine Soltieg Steer te he eer 


size terminal 
—_ prt we pense. pontine aie 
polarized. 
All terminals below plete for greater 
safety. 


Plenty of room for all wiring. 


in TIME SWI 


ALL AUSTIN PRODUCTS 
SOLD EXCLUSIVELY THROUGH 
ELECTRICAL WHOLESALERS 


Slow speed, self-storting, solt-ibeldillags oye: 
heavy-duty moter. : 


chronous 


Heavy Torque Motor, will operate switch in 
any position. 


Motor window for checking operation. 


Heavi hor bronze spring-blade provides 


Heavy gauge brass terminal. 
Large electrical clearances. 


Gear box riveted to top plate to prevent tam- 
pering. 


All enclosed in dust-tight gear box, 
ssaplihe Wit hditioation 6h tune of acceellle 
Large silver-faced contacts assures long life. 


Top contact has convex face, giving positive 
contact for wiping action at all times, 





THE M.B. AUSTIN COMPANY 


APPROVED BY UNDERWRITERS LABORATOR 5, 
Witt n taa ILLINOIS 


a toate? 


Bie, 





FOUR-TONE 


Kel cvims 


sensibly priced 
for volume sales 


Simple, trouble-free, sealed mechanism plays 
friendly four-note Westminster 
Chime melody for front door... 


a single note for the back door. 





Smartly designed case finished in rich ivory 
with polished brass trim. Four 1-inch special 
alloy brass tubes produce warm, deep tones. 


Adjustable volume control. 


ORDER Model E-4 
Size: 51” long, 7!/2"” wide, 37/g” deep. 





Packed one to the carton. 
Shipping weight—10 Ibs. 


List Price 
$79 


Complete with Transformer 
- MANUFACTURING COMPANY 


SINCE 192 


MINERVA, OHIO 
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FOR SAFETY...GROUND IT! 


 — | 
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WITH THIS NEW 3-WIRE DUPLEX POLARIZED OUTLET " 
rated 15 amperes 125 volts 





Now, Bryant makes it easy to ground exposed metal parts of 
portable appliances and equipment. The new Bryant 5262 

3-wire duplex polarized outlet has two current-carrying contacts 

and a grounding contact. It is designed for either metallic or 
non-metallic systems. In metallic systems, grounding is made through 
the yoke. For non-metallic systems, grounding is completed 

through the third wire which connects to a separate grounding 
terminal on the side of the outlet. 


Three-blade bakelite and armored caps are available for use with 
this outlet. The grounding blade of these caps is of special 
design and cannot engage the current carrying con- a” 
tacts and, being longer, completes grounding be- 
fore the current carrying blades make contact. 


Standard, parallel or tandem two-blade caps 
can be used with this outlet where 


a ©. 6 oe 











grounding is not desired. 


Listed as Standard by Underwriters’ Laboratories, Inc. 





THE BRYANT ELECTRIC COMPANY 


Bridgeport 2, Connecticut O0OU 


CHICAGO e LOS ANGELES CUNNWOSOY 


SPECIFY BRYANT DEVICES FROM YOUR ISS8-1948 
ELECTRICAL WHOLESALER J-99819 
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Scientifically Engineered 
for Efficient Classroom Lighting 
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For individual or continuous row mount, surface or suspension 


Lowest Cost! Better Light! Less Maintenance! 


hangers at the flick of a finger. Makes Here is the Fluorescent Luminaire that brings truly economical and super-etticient lighting 
relamping and cleaning quick, simple and 


louver drops smoothly on two slotted 


to classrooms, libraries, public buildings and institutions. MITCHELL Model No. 3031 
safe. Louver cannot drop out accidentally. : f 
is scientifically designed to provide high light output with low brightness contrast, free of 
eye-tiring variations in light intensity. Features efficiently designed louver and indirectly 


illuminated sides which eliminate dark areas. 


The Model No. 3031 unit is constructed entirely of metal—has no glass shielding or 
panels to break or clean. Smooth design of all vertical surfaces on louver, sides and ends 
eliminates dirt accumulation; there are no horizontal glass surfaces to gather dust and 
dirt. An exclusive feature of the gracefully contoured louver is its special locking and 
hanging principle that greatly simplifies maintenance. Just the flick of a fnger releases the 


lock, allowing the louver to slide down into an open position on two slotted hangers. This 





feature prevents accidental dropping of the louver, and permits quick, simple relamping 
Louver may be removed instantly, by and cleaning. When desired, the louver may be completely removed simply by pressing 
simply pressing slotted hangers. Easily the slowed hangers. Top reflector rails are easily removable for immersion washing 
snaps back into position in a jiffy. An 


Model No. 3031 may be flush or suspension mounted, individually or in continuous 
exclusive MITCHELL feature. : i 


rows. Finished in Baked White Enamel, with Satin Aluminum decorative metal end pieces 
Uses latest E.T.L. Approved Brick Type Ballasts (High Power Factor). Dimensions 
i814” long, 1159” wide, 534” deep (see detailed dimensional drawing on other side of this 
sheet). Completely wired, ready to hang. Knockouts and holes are provided for easy 
mounting. For individual suspension mounting, use Double Stem Set 032ST. For con 
tinuous row suspension mounting specify Single Stem Set O31ST (number required: one 
more than total number of units in row ). Individually packed. Operates on 110-125 volts, 


60 cycle Alternating Current. Approved by Underwriters’ Laboratory 


First Choice in Lighting 





Ideal illumination for the modern class- 


room. Provides abundant, glare-free light, Mitchell Manufacturing Company 
uniformly distributed. Prevents eye-strain 2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
and fatigue, steps up school efficiency. In Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 


Far West: Complete Modern Plant and Sales Office at Los Angeles 
‘ Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 











































We are thankful for the widely recognized “‘firstness” of t 
Ak Complete Revere Line. First in design, First in feature 
First in Sales! That's why the Revere line is the natur 
choice for dealers who demand top-flight lighting equipme 
for Service Station, Sports, Industrial and Marine lighting; 
We are thankful to wholesalers who recognize the custon 








appeal of the Revere line, the ease of wiring and maintair: 
ing. Your efforts to stimulate customer desire and accey 
means Sales for You and Leadershin for us 


WHEN YOU SELL 





PYLON LITES 
ONE SALE MAKES ANOTHER 


designed to create an atmosphere 
usually starts a ‘“‘chain reactior 


he line of Service Station Lighting 


You'll find the sale f the Revere P 


of refinement at the Service Stati 





of Sales. It may take your customer 1 dov 
Equipment. The Pylon Lite is “clicking” with 













h service stations Everywhere! The 
glass column, fluorescent lighted, gives the Sales and Service area the inviting 
illumination of a well-lighted display 1 Area and top floodlights may be ha 
n colors to match station color scheme 


3800 Series—Revere Eliptor 
300-500 Watt 750-1,500 
watt ingeniously designed 
All aluminum or porcelain 
enameled colors 
















































Cluster light adapter fitting 
permits a number of attractive 
combinations Available in 
aluminum or porcelain enam 
eled colors to match station 


Open and Enclose 
color scheme 


Floods A supreme ¢ 
in 150 to 1,000 Watt 
sizes for any type 1 
mounting Also portabl 
models 








4 Ss 9452 L 
ALT..-4, 300-500 
Watt Enclosed 





(Navy type 
Flood Concus 
; sion vibration No. 3018—Convert 
| and exposure re ible—Weatherproof 














sistant —Accommodates ex- 4 . | 
y tra floods (see 
cluster light on 
- left ; 
: ’ — 


The Revere 3080 Series— 5 id 
i inged F lood- pisces or - re i "Re 4 
ight Pole. Elim close 00d ; 4 
inates hazardous light For q=5 


lighting large 
area Alzak 
aluminum re 
flector 300 to 
00 watt PS 


climbing to clean 
or service flood- 
lights. 20. 24 and 
30 foot 
mounting 





heights — 00 to No 4200 — _ Enclosed ey < 
te - we tt & Flood. 750—1,000—1,500 ge 
'pos amp Watt. Weatherproof, easy / 


to service unit, has rota 
tion feature with degree 
markings 


6011 BROADWAY ° CHICAGO 40, ILLINOIS 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT TO SERVE EVERY NEED 
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Fleur-O-Lier fixtures are made by 26* leading manufacturers. 
They are built to detailed and rigid specifications. 

They are examined by Electrical Testing Laboratories, Inc., 

and Certified as to compliance with specifications. 
Adequate samples constantly are reexamined to be 
certain that high quality is maintained. 

That’s why we say, “The Fleur-O-Lier label on a lighting 

fixture is your protection... your assurance 


of customer satisfaction.” 


Participation in Fleur-O-Lier is open to any manufac- 
turer wishing to qualify. Consequently, the number 
of Fleur-O-Lier manufacturers is increasing constantly. 


CERTIFIED 
tr im accordance 


with Test 
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Requirements of 


ew ° & i ie 
ba 3 - . _ Specifications of 
Fleur-O-Lier Manufacturers 
Manufacturers 
ELECTRICAL TESTING 
- _ LABORATORIES, INC 
2116 Keith Building ¢* Cleveland 15, Ohio NEW YORK, N.Y 


Fleur-O-Lier is not the name of an individual manufacturer, but of a group of 
fixtures made by leading manufacturers. Participation in the Fleur-O-Lier program 
is open to any manufacturer who complies with Fleur-O-Lier requirements. 
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“NO MORE COSTLY OVERTIME ON CUSTOMER ACCOUNTS 
-— thanks to this Simplified System’ 


reports CHARLES S. MARTIN 
Distributing Co. Inc. of Atlanta, Ga. 


distributor of Bendix Automatic Home Laundry Equip 


ment, Youngstown Kitchens by Mullins, and other 
nationally known leaders in the major electrical and 
ga IPE ince field with a yearly volume in mill 


When the Charles S. Martin Co. of Atlanta switched 
to SULAP ledgerless accounts receivable operation, 
officials found that one clerk could handle work that 
formerly required three—and_profit-killing over- 
time costs were eliminated 

With their SULAP visible system, accounts are 


alwavs up-to-date, resulting in faster and more 





Official of Charles S. Martin Distributing Co. Inc. checks an invoice 


with operator of the SLIAP accounts receivable system. This one 


clerk replaces three needed for former system 


accurate credit authorization—a welcome change | 
from the old plan under which posting clerks were 
as much as two weeks behind. With SULIAP, posting 
is just a matter of dropping the invoice in the con- 
venient visible account pocket. And collections are 
more easily handled, too: the signal on the margin 
shows what accounts need collection activity — 
positive control of accounts receivable is achieved, 
with much less clerical work. 

Naturally Charles S. Martin wanted protection 
for these vital records. Their accounts receivable 
svstem is housed in the Remington Rand Safe- 
Desk laboratory-tested, certified security against 
fire. Its “Protection-at-the-point-of-use.” 

Whatever the size or kind of vour business, there € 
are big savings waiting for you in SUIAP. Get 
details without delav: Call our office near vou. 
or send for FREE booklet KD 253. Kolect-A-Matic 
Simplified Unit Invoice Accounting Plan—Systems 
Division, 315 Fourth Avenue, New York 10. 
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THE FIRST NAME IN BUSINESS SYSTEMS 
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Easy installation and easy maintenance, correct light cut-off, controlled brightness, and LPI’s 
exclusive ‘“‘Klasium” white finish are just a few of the special features of every LPI Luminaire. 

This is leadership based on excellence of design —combining beauty with maximum efficiency. 
Finest materials, superior workmanship, and loyalty to the best engineering principles enable LPI 
designers to produce fluorescent fixtures of truly outstanding quality. 

With a variety of styles and sizes from which to choose, any LPI 
lighting expert can suggest an underwriters approved, union made fixture 
to serve almost any fluorescent lighting need. Sold nationally through 
leading electrical wholesalers. 


LIGHTING PRODUCTS, INC. 


HIGHLAND PARK, ILLINOIS 
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with a RADI AN personality! 


GUTHLITE, the Radiant Glow Fluorescent, is a beautiful luminaire 
to see — and to see by! When illuminated, it has a soft luminous 
appearance that is most appealing. This glowing effect is produced 
with a low surface brightness that is eye-pleasing! 


The GUTHLITE provides efficient downlight plus a component of 
indirect light. This combination creates ideal sight conditions. The 
light is uniformly distributed; ceiling areas are comfortable to the eye; 
ample levels of shadowless illumination are supplied at seeing levels! 


The high quality, eye-easy illumination of the GUTHLITE is accom- 
plished without glass or plastic panels. The GUTHLITE is all-metal 
construction, so there is no danger of warping or breakage. The lumi- 
nous glow of the GUTHLITE is produced by side and spill-lighting. 


In addition to beautiful, efficient illumination, GUTHLITES offer 
many exclusive features that cut maintenance and installation. You 


should know the many ways in which these features can benefit you. 
Write for Bulletin 8845F. 


The light charts illustrate 
graphically the unusually fine 
lighting qualities of GUTHLITE. 


THE EDWIN F. GUTH CO...ST. LOUIS 3 


LEADERS IN LIGHTING SINCE 1902 


*Trade Mark. U. S. & Can. Pats. Applied For 
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“Give us the tools...” 


TO SURVIVE 


America Must Have Better Tools 


has failed to provide its workers with 


| THE past twenty years the United States 
enough new tools and equipment. 


To most Americans this statement will come 
as a shock — or will be doubted. We are quite com- 
placent about our industrial equipment, for easily 
understood reasons. 

Throughout the ’30s we heard continuously the 
propaganda line that the United States had be- 
come a “mature economy.” The job of equipping 
America with industrial plants and tools was said 
to be largely done. 

Now, knowing that industry is spending bil- 
lions to expand and rebuild its plants, many 
people assume that the result must be a first-class 
industrial system. 

A further powerful inducement to compla- 
cency is the vastly worse industrial condition of 
most of the rest of the world. When Americans 
look abroad in almost any direction they see 
shattered plants and equipment. A natural reac- 
tion is that we are sitting pretty. 

That is a dangerous reaction. Between depres- 
sion and war, we have failed to build the tools 
and equipment we need. This condition is danger- 
ous for three reasons: 

1. From bitter experience we know that 
national security depends first and foremost on 
the capacity and readiness of our industrial 
equipment. 

All of our plans for stabilizing prosperity as- 
sume a world at peace. The greatest menace to 
peace would be an unarmed America, unable or 
unwilling to keep herself strong and ready for 
defense — strong in spirit, in resources and in the 
all-important industrial plant and equipment. 
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2. Whether Americans live well—or badly — 
depends directly on the kind and quality of tools 
used by American workmen. 

This is true for all workers, and for every 
worker—from a garage mechanic and his 
wrenches to a steel mill gang and its rolling equip- 
ment. In a monumental study of “America’s 
Needs and Resources” the Twentieth Century 
Fund found this fact: The improvement in the 
real income of the American people has more 
consistently followed the amount of power used 
in industry than anything else. What the work- 
man worked with determined, more than any 
other factor, the size of his pay envelope, and 
what it would buy. 

3. Our success in stabilizing prosperity will 
depend largely on what we do about building new 
tools and equipment. 

About 30°% of our industrial workers are em- 
ployed in producing tools and equipment. Steady 
employment for them is essential to our over-all 
prosperity. 


How far have we fallen behind in providing 
new plants and equipment? 


Estimates vary. Here is one rough estimate: 
If we had built new industrial facilities during 
1930-48 at the rate we did in the prosperous ‘20s, 
we would have spent at least $100 billion more 
than actually we did. 

To get a better and more complete measure of 
this deficit, McGraw-Hill is undertaking a survey 
of American Business’ Needs for New Plant and 
Equipment. 

Businessmen all over the nation are being 
asked to answer questions like this: How much 
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€A) SHUTLBRAK 


ENCLOSED SAFETY 


SWITCH 


YOU'LL FIND ALL THE REQUIREMENTS for safety Embodying the latest ia design and construction, the 
and dependability in the improved @ Shutlbrak Switch. @ Shutlbrak Switch gives long-lasting, economical 
It’s a high quality, heavy duty industrial switch that is service ... principally because of its split-second speed 
ideal for motor control, service entrance or for any job of operation; its new shuttle mechanism that gives 
requiring an operating switch that is safe and sound. quick make and break connections; heavily silvered 





» 
> 


This safety type ® Shutlbrak Enclosed Switch has the 
popular safety feature of interlocking fuse doors. The 
fuse compartment doors automatically lock when the 
current is “on”... fuses being accessible only when the 
switch is “off.” (An intermediate position of the oper- 


copper contacts that roll under pressure and actually 
improve with use; and new clamp-type fuseholders and 
solderless pressure connectors that assure years of 
trouble-free service. 


Add up all of these features and it’s easy to see why the 





ating handle permits access by an authorized person. ) Shutlbrak Switch is dubbed safe and sound. 
g . 


Capacities: 30 to 1200 amps., 250 volts AC or DC; and 
575 volts AC in 2, 3 and 4 poles. See your Represent- 
ative for more details or write for Bulletin No. 501. 


Frank otdam Glectric Co. 


. LOUIS 13, MISSOURI 


prere BUSDUCT * PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS * QUIKHETER 
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money would you need to put your plant in first 
class condition? How much are you planning to 
spend for new plant and equipment? Where do 
you expect to raise the money? The results will 
be reported later in this editorial series. Already 
the survey shows we have fallen many billions of 
dollars behind. 

Some shortcomings are apparent to everyone. 
They are revealed in a lot of rickety transporta- 
tion facilities and in rundown buildings. 

Many other deficiencies do not come into gen- 
eral view. They are, for example, the antiquated 
machines in our plants. Of the privately-owned 
machine tools in use in 1945 — when the last cen- 
sus of metalworking equipment was made by 
AMERICAN MACHINIST — 54% were more than 10 
years old. Their average age is higher today. 

It is true that in recent years we have hit new 
highs in total national production. But we have 
done so by putting far more people to work than 
ever worked before . . . and by driving equip- 
ment to the limit of its waning endurance, some- 
times beyond. It has not been done primarily in 
what is by all odds the best way to increase pro- 
duction—to use more and better and more modern 
tools and equipment. 


Haven’t we overcome much of this twenty- 
year deficit by rushing to build new plants since 
the end of the war? 


No. For two clear-cut reasons: 

1. The accumulated shortage is tremendous. 
The total of about $40 billion, which has been 
spent for industrial plant and equipment since 
VJ-Day, has not wiped it out. 

2. Some key industries have had difficulty in 
getting the facilities they need. Take steel, for 
example —the industry that turns out our most 
basic industrial material. Its needs for new equip- 
ment are measured in billions of dollars. To pay 
for that equipment, it should have risk capital — 
money which people are willing to invest with a 
risk of losing for the sake of gain. For steel is an 
ip-and-down industry. Earnings on its common 

tocks inevitably share both ways in those ups- 
and-downs. 


Since the war, steel, in common with most of 
industry, has been unable to market new common 
stock successfully. Its outstanding stock is now 
selling for only about one-half the current net 
worth of the industry’s present assets. With in- 
vestors willing to pay only 50 cents on the dollar 
for its facilities, the industry can not readily sell 
stock to pay for new plant and equipment — at 
higher prices even than the old. 

Why can’t steel —and other industries — attract 
people who are willing to risk their money retool- 
ing America? 

The full answer to that serious question must 
be left to future editorials in this series, for it 
involves many things .. . tax reform. . . mo- 
bilization of small savings . . . anew respect for 
corporate profits. 

This first editorial seeks simply to emphasize 
two fundamentals: 

First, our standard of living improves with the 
quality of our industrial equipment. 

Second, American industry and American 
workmen badly need billions of dollars worth 
of better equipment now. 

The American people must understand that not 
only our continued prosperity but also our secu- 
rity as a nation depends upon giving American 
industry more and better equipment. 

“Give us thetools.” This was Winston 
Churchill’s cry for help to win the war. Only if 
we give American industry new and better tools 
will we have a ehance to win abiding prosperity 
at home and good order abroad. 





President, McGraw-Hill Publishing Company, Inc. 





% THIS EDITORIAL, and a series to follow, will be 
devoted to a single problem — how to provide Ameri- 
can industry with the equipment needed to improve 
that envy of the world, the American standard of 
living. No more important problem confronts us to- 
day. Upon our wisdom in handling it depends not 
only the degree of our prosperity, but also our 
security as a nation. 











THIS IS THE 69TH OF A SERIES 
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Regardless of the type of ceiling involved, Smithcraft 
Troffers are unsurpassed for speed of installation, This speed 
has resulted in one electrician cutting his estimated charge 
of installation in half after actually putting up a few sections 
of Smithcraft Troffers. This time and money saving installa- 
tion is made possible by the patented Aligner Hanger and 
other exclusive Smithcraft developments. 


For use with louvered troffer, Smithcraft has developed 
the exclusive Duo-Cam Hanger which hinges or releases 
louvers by simple finger tip pressure. 


The Smithcraft Hinged Envelope Frame for use with 
glass troffer locks glass securely in a metal envelope with- 
out clips, permits access to troffer interior without remov- 
ing glass. 


The Smithcraft Plaster Frames for use in new plaster 
ceilings assures completely accurate rows or geometric 
patterns of troffers. 


The Smithcraft Trim Flange, which snaps on reflectors, 
covers all ceiling irregularities simply and easily. 


For troffers that ‘go up faster" see your Smithcraft 
Representative. 


TROFFERS 4 







ALIGNER HANGER 


Can be installed in any 
type of ceiling without ex- 
act positioning. Allows lat- 
eral and longitudinal ad- 
justment of troffer to fit 
ceiling requirements and 
permits up and down eleva- 
tion of troffer BEFORE or 
AFTER installation has been 
completed. 














CHELSEA 50. 


LIGHTING DIVISION 


MASSACHUSETTS 
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Aligner Hanger can 
be installed in any 


ceiling without ex- 
act positioning. 


Longitudinal ad- 
justment — simply 
slide unit on Align- 
er Hanger arms 
until it is in de- 
sired position. 


Vertical adjustment 
can be made be- 
fore or AFTER in- 
stallation has been 
completed. 


Duo-Cam Hanger 
hinges or releases 
louver by simple 
finger tip pressure. 


Hinged Envelope 
Frame locks glass 
securely in metal 
envelope. permits 
access to troffer in- 
terior without re- 
moving glass. 
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SINGLE POLE 
SINGLE THROW 
Rated 15 Amp. 






he Sangamo /ype § 


TIME SWITCH 


You can build added sales with these fast-moving, 





precision-built time switches! Some enterprising whole- 
salers have used the Sangamo Type S Time Switch as 


a counter item, with profitable results. The high 


Sangamo can furnish an attrac- 





quality, small size and low cost of the Type S permit 
tive counter display to help . 


ee a the convenience of automatic control in many new 


We will gladly tell you how to time switch applications. Hardware stores, Appliance 





obtain these point-of-sale stores, Electrical Repair shops and other outlets prove 
helps. Write today. ‘ > : ’ : , 
, a ready point of sale for these attractive time switches 


they sell on sight! 





Make more money —make extra sales—by stocking 


re—-LIST PRICE and pushing Sangamo Type S Time Switches. They 
$12 45 are available for‘right now” delivery. Bulletin 1050C 
° (Trade Discounts Apply) 


, yiIves C ate ° 

sic gives complete information. 
Type S has one “on” and one 
‘off’ operation; Type SR has two 
**on’’ and two “‘off"’ operations. 


Ivory case and Type SR are priced 
—— slightly ane. Tie iii aia a S )) -_— = oe < cil iinet 


ELECTRIC COMPANY 


SPRINGFIELD, ILLINOIS 


$14818 
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SUV AACED 


a cable to meet special service re- 
quirements — that’s usually a pretty safe 
rule to follow. But every good rule has an 
exception sometimes and, such an exception 
is Hazasheath. 

Tinned copper conductors are first 
protected with a strong, resilient wall 
of moisture-resistant Submarine insulation. 
Over this conductor insulation goes tightly 
wound protective tapes. And then to give 
this cable its installation versatility, the 
outer sheath is a thick jacket of Hazaprene, 





compounded with neoprene, and mold 
cured under heavy pressure. This 
Hazasheath jacket resists oil, sunlight, 
acids, moisture, chemicals and mechanical 
damage. It has all the necessary protection 
for aerial, underground or conduit service 
built in . . . makes cable installation 
simple, fast and economical. For complete 
details, see your Hazard representative 
or write for Hazasheath Bulletin 322. 
Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 


insulated wires and cables for every electrical use 





i 
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No. KG-104-40 
UNIVERSAL MOUNTING 


Thanks to constant, ceaseless research in modern 
laboratories, this “direct-indirect’ Globe unit 
spreads light more evenly, more efficiently. How 
do we know? Careful testing proves it! The lumin- 
aire looks and lasts as well as it lights. Chrome- 
plated precision castings hold Albalite Glass 
panels on all four sides. Scientific lamp spacing, 
the exceptionally wide hinged louvre, plus faultless 
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a ee design throughout. . . spell perfection in perform- 
— Globe Suspension Mounted-Type - g — P P f _ aa _— 


Semi-Indirect Four 40-Watt ance and style. No wonder leading architects and 


Fluorescent Luminaire 


lighting engineers everywhere specify this unit! 


RESIDENTIAL 


T6A43 6 LIGHT 


The last word in modern lighting! The smart, clean 
lines of this large glass form “go” with home 
furnishings today and tomorrow. Provides sight- 
right light for all home purposes. This beautiful six 
light unit measures nineteen inches square with 
a five inch depth. The glass is “Glare X” white 
and pastel grey. 





WRITE TODAY for GLOBE'S NEW COMMERCIAL Catalog CO-49 showing the latest in 
commercial illumination, also the profusely colored RESIDENTIAL Lighting Catolog R-48. 


G L & B E: LIGHTI NG P RODUCT Ss UNC. 


BROOKLYN, NEW -YORK * LOS ANGELES, CALIF. 
Aly NEW YORK SHOWROOMS - 16 EAST 40TH STREET 
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The Wetter 








THESE DEVWICHS dety the weather at outside 
entrances, ifi patos, on pore hes or factory plattorms. 
Immune to exposure, they’re everywhere used for 


outdoor operating of lights and appliances. 


The Switch (No. 7981) has a rugged, time-tested mech- 
anism. Its cadmium finished brass plate fits over a rubber 
mat, weather-tight. Operated by a handy indicating lever. Fits 
any standard wall box; comes in single- pole, double- pole, 
4-way and 4-way types and in 2 or 3 gangs Also in Switch 


and-Receptacle Combination ( No. 7886) above- illustrated 


The Receptacle (No. 7792) has cadmium-finished brass 
plate, fitting on rubber mat, with metal cap to screw over 
receptacle Opening when not in use. When connected, the 
regular plug cap may be covered with a metal screw cap (No 
7793 Supplied for 2-wire and 3-wire connections, and in 


Duplex Type (No. 7890). Available with male contacts for 





use as in auto trailers, where connections may be made in 
parking areas. Can be had with rounded-edge plates for “FS” 


*y ‘eo j* OF | 
BN HAKT & HEGEMAN DIVISION # ft 


an NP THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD. CONN 
> : =" * 
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The Expanding Rural Market — \\hen w 
lecided to put that phrase on the cover of this issue, 
we knew that the feature material on this subject as 
presented on following pages would more than justify 
use of the term 
Here can be no question about expansion. What 
vith more acreage, more mechanization, more inten 
sive tilling, more use of fertilizers, all resulting in big 
ger and better crops. What with higher prices putting 
ore money into the farmers’ pockets. What with 
electrification multiplying by hundreds of thousands 
e potential buyers of electrical products for farm use 
However for dramatic proof of just how much and 
ow rapidly that farm market has grown, we wish to 
quote from an item that appeared just seven vears ago 
this column to be exact in our ‘ ctober 104] Issue 
“Farmer's Feast” was the title and we told whole 
salers whose operating territory included rural areas 
hat in 1941 farmers were enjoving a “total cash in 


~ 
1 


ome of approximately $10,600,000,000—the largest 
ince 1929 (12 vears earlier) when farm income topped 
the $11 billion mark.” 

Now—seven vears later—in 1948 farmers will e1 
joy approximately $30,000,000,000 cash income—al 

ost three times as much, and that, not after a 12 veat 
vait but right on top of a similar huge cash take just 
he previous vear—1947. If that isn’t real expansion 
f just one segment of the electrical wholesalers’ mat 
ket—-show me one that’s bette 

We close with the same par: 


igo: “The Tipotf is: Cultivate all 


used seven vears 
your rural con 
tractors and retail outlets to the utmost. That’s going 


to pay big dividends.” 


New Postal Rates are going in effect Januar 


] ( 1 " q 
Ist, 1949, and every business concern should have its 
staff fully informed so as to avoid annovance to cus 


tomers. 
\ir mail letters will cost 6 cents, air mail postcards 


+ cents, special delivery stamps go to 15 cents \l] 
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registry, insurance and C.C).D. charges will be Inighet 


Parcel post rates have been raised approximately 28 
per cent and money order rates are upped 

Two types ol matl keep the same rate first class 
letters will remain at 3 cents per ounce and cong 


men’s, senators’, and all official goverment mail wall 


continue to go tree, which latter, if paid at regular 
rates would raise the revenue ol thre depart lent by 
nearly SlOO-miullion Lnele Sam does not believe in 


taking money out of one pocket and putting it im. the 


othe 


* 


Appliance Sales Figures just released by the 


| S Department of Commerce on the current trend 
1 consumer buying, permit) some rather interesting 


COMMPATISONS 


Phe searcity of consumer durable goods such 


as 
automobiles, building materials, home furnishings and 
appliances is reflected in the fact that these accounted 
for only 27.4 percent of all retail sales in the first halt 
of 1948, compared to 29.3 percent during 1929—th« 
so-called “boom” year, and only 2.1 percent of dispos 
able income was spent on household appliances and 
radios. 

It should be noted that the figures clearly indicate 
that there has not been a real “boom” in appliance sales 

they represented 1.9 percent of the total retail sales 
in 1929, they dropped to 1.3 percent during the 1933 
1939 period, started to recover in the last half of 1946 


to 1.9 percent, then hit 2.1 percent in the first half ot 


1947 and have staved at 2.1 percent ever since No 

other group of durable goods has shown so great a 

stability through a period of 18 post-war months 
\While sales of some specifi products have already, 


or are slackening, others are still in short supply but 


7 
with national income, employment and payrolls show 
mg no signs of slipping, the combined sale Ss ol ra los, 
television sets and appliances should hold overall vol 


ume at the 18 months-plateau level for many months 


to come. 
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FOR POWER DISTRIBUTION, you can use a single type and size of g ~ 
Durasheath cable—whether it’s small or large—one, two or three i 
sonductors —in runs that are in the air, in conduit or directly in the * > 7 
' 2 ie 
ground. oe 
ADVANTAGES IN DURASHEATH: 











High tensile strength and strong resistance to flame and abrasion. 
Extreme flexibility that makes handling easy. 
Resistance to moisture, acids and alkalies generally found in the soil. 


No problems of electrolysis, corrosion and extremes in temperature. 


Write for Bulletin DM 4820, “Durasheath, the All-Purpose Cable.” 


ANACONDA WIRE & CABLE COMPANY 
25 Broadway, New York 4, N. Y. 





insulated with a moisture-resisting 


thetic rubber con pound, bound witl 


r-coded rubber-filled tape and enalosed 
| 








ANACONDA 
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Pre- and Post-War Profit Picture General 
Electric management reported today that sales were 
$365,173,260 for the third quarter of the year; that 


xpenses were $328,617,140, including wages and “job 


ividends” of $166,500,000; that Federal income taxes 
were $15,000,000; that 


1 
} 
I 


iccrued during the quartet 
Jusiness: and that 
$14,200,000 was paid to stockholders. 

In today’s confused atmosphere, 


$15,100,000 Was reinvested 11 the 


at least two of the 
tems above are likely to be of interest. 


One is the prices at which these millions of dollars 
f sales were made. So, it is significant that GE prices 
vere an average of only 38 percent above 1940, where 

wages are up SS percent and prices of all manufac 


red articles—including the materi: 


ils and parts they 
are up 102 percent 


Phe other item of natural interest 1s profits hey 
vere S& cents out of eac! oO] received during the 
uarter—as compared with 7 cents last quarter and 
last year, and all the way up to 17 cents in prewat 
ears 

Putting It al othe Wav: oul I each dollar received 

General Electric in the period of July, August, 
September, (51 cm] lovees’ pav and benefits took 45 
CTIES. . materials and oth such charges used up 
> cents taxes consumed 4 cents and out of the 
Xc of profit, new tools and other such needs of the 
usiness took 4 cents while Gilé stockholders got the 

st 4 cents for taking the risk and letting them use 


CIT MMMeY 
Wonder how those figures would compare with the 
rforman e of the AVeTALY el trical wholesaler dur 


1 


& the same period Anvbody want to volunteer and 


Lamp **Rackets”’ Small lamp manufacturers 
nce more are on the increase and in the last 6 or & 
onths we have had numerous inquiries, asking who 
akes this or that strange brand of lamps. None of 
e brands could be identifi nd since every salesman 

on lamp 


s likely to catch up nd competitio 


les. we are re-printing herewith an item recently 
eleased under the b the Elects il Testing 
tboratories, Inc 

()n ire ( sli e encountered unscri 
ulous practices in thi ( electric lamps of un 
nown oF Opscl ( } | lly hese Cases 
ere S nisrep senta thi cha icteristics ( 

e lamps a. ct ( S are rked 100 ¢ 
40 watts, witl cla cing much more he 
an thi lamps of these s . isually marketed 

‘In everv case where such lat ps have been investi 
ited thev were found te sume ver 200 watts and 
have verv short. life 

Unscrupulous | s these ( hie 
Mculit to combat | ( Llicie Toor. Noweve 
it the safest course irchase la ps ( vel] 
stablished, reputable makes \lost su unps have 
he benefit of ETT. testn 
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Adequate Wiring In the current issue of the 
Adequate Wiring Reporter the president of the Na- 
tional Electrical Manufacturers Association, W. 
Johnson, urges that every individual employed in the 
electrical manufacturing industry should make it his or 
her particular job to help the industry in its efforts to 
develop new markets for electrical products. 


Since every executive, salesman 


rr other employ ec 


of an electrical wholesaling concern should be equally 


interested in promoting the wider use of electrical 
products, we urge careful study of and day-after-day 
action upon the following two paragraphs which we 
quote : 

“The employees, dealers, or wholesalers as consun 
rs buy apphances, want automatic conveniences and 
hetter lighting just as other people do. Therefore, 


NY 


they should be sold on the importance of installing 


adequate wiring in their own homes for efficient opera 
I] 


tion and convenient use of all electrical equipment 


lhe employees, dealers, or wholesalers all are also 


7 
} / »fry 


CHEE Sa 


wesmen. They are ina position to influence 
their customers, friends and relatives because they are 
wked upon as ‘electrical experts... When fully in 
formed ot the benefits, to home owners and the indus 
try, from the promotion of adequate wiring, they will 
become a tremendous sales force for the industry's 
products and SCTVICeS Pherefore they should be sold 
on what adequate wiring means to the home owner, 
the industry generally, their own businesses or jobs, 


and their future securit\ 


Television Krom an official of RCA comes the 
statement that by the end of this vear half the popula 
tion of the United States will be living in areas served 
ry television, and 


the radio industry blasted all previous records sky-high 


during the one month, September, 


by producing well over 80,000 television sets 

\lso—television sales already account for thirty 
percent of all the dollar sales volume of the radio in 
dustry, according to Business Week and it’s gaining 
nore every day 


i“ 
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ss Index 
August 1948 


Busine 
For the Month of 


Returns from the electrical goods wholesalers 


reporting imdicated that sales for the month ot .\ugust 
vere up 2 percent over the month of July 1948 and 
were up 19 pereent over the month of \ugust 1947 
lhese percentages were based on a_ reporting panel 
vhich included 392 fu ne houses, 124 wiring supplies 

ns ruction material tors and 102 appliances 

C4 Cs Wesalers O1ls mis Witl ota \ugust 
sales of SIT19.582.000 

( S1deres class s ine Wholesalers 


reported no change Wl sales rates as between July and 


\ugust. (mn the same basis, wiring supplies-consti 

tion materials and appliances-specialties wholesalers im 
licated advances of 6 and 7 percent r¢ spectively Con 
ired with \ugust 1947. the three classes of houses re 


ted sales as up 20, 14 and 10 percent respes tively 


‘ ‘ 1 
OCcKS measured at cost as reported 


unchanged from July 31. It 1s interest 


ing to note that trade inventones have been holding lo 


proximately the same level since March of this vea 
Compared by class of house, August against July, 
l-line wholesalers were off 2 percent, wiring supplie 


onstruction materials distributors were up 2 percent 
and apphances-specialties wholesalers reported no 


»? 


hange \ugust inventories were at a level 23 percent 


1g g 
above August 1947, | 


lend-of-August stocks represented about 7 weeks ot 


kowever 


business at the current sales rate and on this compara 


‘ ' 

ive basis were aq proximately at the same level as for 

‘ , - , > , 

\ugust 104, he pre-war .\ugust 1939 index stood 
(5 eeks 


Due to the curtailments ot the current 


statistical reports of the Bureau of the Census, an 


inced by e Secretary of Commerce on July 1, the 
redits and collection portion of the Dusiness Index ts 
1 


uw 
wl 
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THROUGH YOU and other wholesalers is sold 
the bulk of the huge volume of Roebling elec- 
trical wire and cable. Roebling advertising brings 
business to you before it brings business to 
Roebling . . . it is thus essentially your advertising 


BEAMED TO YOUR 








each step in the manufacture of its wire and cable. 
From copper conductors drawn in the Roebling 
mill to their tough, dependable jackets, they're 
efficient, trustworthy, long-lived... tested by 


scientific methods . . . giving top performance and 











... reaches engineers, contractors, industrial and economy on the job. 
commercial users in your market . . . helps create 


orders and profit for you! 
JOHN A. ROEBLING’S SONS COMPANY 
TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities 


) But all successful selling must be backed by 
; quality products, and Roebling carefully guards 
A 


* 
es Ce See eee ee ee ee ee ee ee ee, ee ee ee ee ee ee ee ee ee ee ees ee ee lle | 


Add up the advantages of selling the Roebling line and you've a 
sum total that goes to town: 


Complete lines of wire and cable... over 60 types for every purpose. 


Sales and service assistance from Roebling Field Men... 


technical cooperation that spells customer satisfaction. 


Branch warehouses... . close at your hand, fully stocked, backing you with 


fast efficient service. 


* WIRE ROPE AND STRAND *® FITTINGS *® SLINGS 
*® SUSPENSION BRIDGES AND CABLES * AIRCORD, 
AIRCORD TERMINALS AND AIR CONTROLS *® AERIAL WIRE 
ROPE SYSTEMS *® ELECTRICAL WIRE AND CABLE 
* SKI LIFTS * HARD ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
FLAT WIRE, COLD ROLLED STRIP AND 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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REGIONAL ANALYSIS AUGUST 1948 


it 
REGIONALLY, all clas of houses combined, 


July to -\ugust trend was mixed wit! 


Figures in this table apply to the geographic divisions 


ange , “ae as outlined and numbered in color on map above. 
regions reporting shght dechn and + indicating 1 


creases ranging trom 3 pet it in the New [:ngland 





region up to 9 percent im th ast South Central states 
Wholesalers on the Paciic Const reported no change, SALES INVENTORIES 
\ugust sales compared to July August 1948 August 1948 
\t the end of the third quarter of 1948 sales of al Compared in °/, with Compared in °/, with 
classes of houses combined showed an increase of 16 Trading 
percent over the same period in 1947 Aug. Region July Aug. 
By regions, inventories followed closely the national 1947 (See Map) 1948 1947 


average with modest gains reported by the New Eng 
+24 





CORRECTION 


In the July listing (last month) of regional sales and inventory percentages 
figures based on incomplete returns were published through error. Percent- 
ages should have been as follows 
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SALES INVENTORIES 
July 1948 July 1948 
Compared in % with Compared in % 
Trading 
June July Region June July p : : : 
1948 1947 (See Map) 1948 1947 land and West South Central regions and small de- 


with 


creases reported by all others. 


~~ 
> 


26 - - 
0 In terms of weeks supply of inventory at current rate 
?? 





of sales, reports ranged from a high of 8.1 weeks in 
New England to a low of 6.3 weeks in the East South 


rT | 
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Central division \ll others hovered around the na- 
tional average of 6.9 weeks 
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The fixture that points the way in explo- 
sion-proof fluorescent lighting —the 
Appleton Type “EFU.” First of its kind 
ever to be developed, its combined 
safety and service features are foremost 
in the design and development of 
fluorescent lighting for hazardous 
locations. 

Easily installed and conveniently 
maintained, the Appleton Explosion- 
Proof Fluorescent Lighting Fixture typ1- 
hes the advanced engineering found in 
the entire line of Appleton Explosion- 
Proof Lighting Equipment. Type “EFU”’ 
complies with the requirements of Class 
|,Groups C and D; and Class II, Groups 
E, F and G, hazardous locations. It may 


be hung straight, in the conventional 
manner, or at an angle of 45 degrees. 
Sell Appleton Lighting Equipment 
and provide customers with maximum 
operating efficiency at minimum instal- 
lation and operating expense. What- 
ever the lighting requirement, you can 
fill the bill from the Appleton Line —a 
unified source of supply for virtually 
every industrial lighting need. 
RECOMMEND the Big 
Appleton Catalog. Be sure your 
customers have and use this 
convenient Purchasing Guide 
for all buyers of electrical wir- 
ing equipment. Mailed free 
immediately upon request. 


MOUNTED AT 45 DEGREES 


Appleton Explosion- Proof Fluorescent 
Lighting Fixtures may be hung at an angle 
of 45 degrees, adapting them especially for 
lighting panel boards, meters and gauges, 
and for use adjoining paint or lacquer 
spray booths. 


ee PD 
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"ESD" 


"Ess? 


COMPLETE FLEXIBILITY 


All Appleton Explosion - Proof Fixtures 

may be mounted more than 12 inches be- 

low the conduit line, in conformance with 

the 1947 National Electrical Code, Article 
500, with the Appleton Type “ESS” and 
Type “ESD” Swivels. 

——— . — 


————— 


SOLD THROUGH ELECTRICAL WHOLESALERS 


APPLETON 
ELECTRIC 
COMPANY 


1734 WELLINGTON AVE. «+ CHICAGO 13, ILLINOIS 
Branch Offices: NEW YORK, 50 Church Street ¢ DETROIT, 
3049 East Grand Bivd. e CLEVELAND, 1836 Euclid Avenue 
e SAN FRANCISCO, 655 Minna Street e ST. LOUIS, 420 
Frisco Bldg. © LOS ANGELES, 100 North Santa Fe Avenue 
e ATLANTA, 724 Boulevard, N.—. ¢ BIRMINGHAM, 429 
Brown-Marx Bldg. « MINNEAPOLIS, 305 Fifth 
St.. S. © PITTSBURGH, 414 Bessemer Bldg. @ 
BALTIMORE, 100 E. Pleasant St. e BOSTON, 
10 High Street « DENVER, 1509 Seventeenth 
Street e PHILADELPHIA, 1017 Cherry Street. 
Resident Representatives: 
Cincinnati, Dallas, Houston, Kansas City, 
Milwaukee, Indianapolis, Seattle. 
Export Representatives: 
International Standard Electric Corp., 
67 Broad Street, New York 4, N. Y. 





CONDUIT FITTINGS + LIGHTING EQUIPMENT - OUTLET AND SWITCH BOXES « EXPLOSION-PROOF FITTINGS + REELITES 
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Published by IDEAL INDUSTRIES, Inc., Sycamore, Illinois 


NOVEMBER, 1948 





ONE YEAR 


° 


/G4L 





Selective Distribution 


IDEAL INDUSTRIES has franchised only a limited 
number of Distributors. However, wholesalers are 
in a position to buy from IDEAL Distributors and 
realize a nice profit on our lines of widely advertised 
produc ts. 


& 5 - Protective Pricing 


IDEAL products are sold to all IDEAL Distributors 
at identical prices, with price protection on all re- 
corded orders. Distributors operate under liberal 
profit margins in their sales to other wholesalers or 
to manufacturers and users 


€-- Sales Training 


Available to the sales force of every IDEAL Dis- 
tributor. IDEAL Representatives have been trained 
to hold effective sales training meetings, so that 
Distributors’ representatives are better equipped to 
sell IDEAL products. 


o- Advertising 


Continuous, demand-creating national advertising in 
leading publications reaches hundreds of thousands 
of prospects in every major market, every month... 
Wholesaler distribution is prominently featured in 
every ad. 


€s — Sales Promotion 


FREE direct mail color folders, broadsides, envelope 
stuffers, blotters and other sales builders are con- 
tinually prepared and supplied to every IDEAL Dis- 
tributor... with his name imprinted on reply cards. 


O-— New Catalogs 


Loaded with easy-to-use data, IDEAL’S new catalog 
packs real selling impact... makes it easy to find 
and order any product. Plenty of selling information 
on every product —and lots of room for Distribu- 
tors imprint. 


@ - New Products 


60 


IIDEAL manufacturers practically everything it sells. 
Several new and profitable items have been added to 
the IDEAL line during this past year, and more are 
being engineered for the future. 


This, then, is the report of a promise and how it 
has been kept. IDEAL is sincerely proud of the 
relationship established with its Distributor 
“partners” all over the country — and grateful 
for the acclaim they have given IDEAL’S Selec- 





AGO WE PROMISED... 







Lill major industrial publications, a new policy of Selective 
Wholesale Distribution. At that time IDEAL went from an open 

Ma Jobber Policy to Selective Distribution ... Every IDEAL Distributor hence- 
forth received a protective sales agreement. We also promised a complete program 

of protection, cooperation and sales help that would make the IDEAL FRAN. 


CHISE one of the most valuable that any Distributor could have. Here is how 
that promise has been kept: 


IDEAL INDUSTRIES, Inc. announced, through 





o- Displays 


Sales-building counter and floor displays are avail- 
able on all of the major IDEAL products. These dis- 
plays are furnished free or at small cost to IDEAL 
Distributors. 


o- Standardization of Products 


IDEAL’S line is now streamlined to give every Dis- 
tributor greater turn-over and profits with mini- 
mum stocking investment. Odd sizes and slow-mov- 
ing items have been discontinued. 


oO— Long Discounts 


All products carry a very liberal discount so that 
Distributors can earn extra profits on their invest- 
ment. Full 2% discount is allowed on all billings 
paid by the 10th of the month following the month 
of shipment. 


@ — New Package 


All IDEAL shelf products have been, or soon will 
be, packaged in metal-edged cartons that lend them- 
selves to efficient shelf utilization. All cartons are 
identified by easy-to-read labels, complete with 
name, catalog number and description. 


12 eo Easy-to-Use Price Sheets 
Products are arranged numerically according to cata- 
log number and cross-indexed by catalog section. All 
price sheets and catalogs conform to wholesaler asso- 
ciation recommendations, 


Sales Representative Help 


IDEAL Sales Representatives are available at all 
times to work with Distributors and Distributor 
salesmen on sales and product problems. Engineer- 
ing counsel on the use and application of any IDEAL 
product is also available. 


©— All Inquiries Referred to Distributors 


All inquiries resulting from IDEAL’S steady adver- 
tising and sales promotion program are referred im- 
mediately to Distributors. All orders sent to IDEAL 
are similarly referred to a Distributor for handling. 


tive Distribution Policy. We pledge ourselves to 
continuing efforts to provide every help and 
support that will enable our Distributors to 
enjoy greater profits and ever increasing sales 
volume. 


IDEAL INDUSTRIES, Inc. 
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DURABLE+* DEPENDABLE | 


Heavy Duty Plugs ana 
Receptacles 














FOR PORTABLE ELECTRICAL EQUIPMENT 


Pyle-National plugs and receptacles are built to withstand the most 
severe operating conditions, as proven by years of remarkably depend- 
able service in a wide variety of industrial applications. The many sub- 
stantial construction features of this extensive line of plugs and re- 
ceptacles and the high quality of materials and workmanship insure 


safe operation, uninterrupted service and long life. 





QuelArc * Circuit Breaking Series Unique partitioned in- 


sulation provides long insulated paths through air and across surfaces 
for exceptional protection in these current rupturing devices. Galvan- 
ized cast metal housings, bakelite insulation and individually renewable 
contacts insure long service life. Ratings 20, 30, 60, 100 and 200 amperes, 
250 volts DC, 600 volts AC—2, 3, and 4 pole—grounded through shell or 
extra pole. Threaded cap, plain and hinged spring door housing styles 


are available. 





1, 2. 3. 4.6.8 pole interchangeable contact units 
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Triploc and Multiple-Circuit Series 


A line of exceptional versatility, unequalled 
in the heavy duty field, with a virtually 
unlimited number of assembly combina- 
tions for varied applications. Offers a selec- 
tion of 1, 2, 3, 4, 6 and 8 pole contact units 
which are interchangeable and reversible in 
any single set of housings. Many types of 
single housings available of pressed steel 
with automatic lock and of cast metal 
threaded for watertight gasket seal. Multi- 
Circuit housings—2,. 3 and 4 gang—available 
for combinations up to 32 poles. Ratings 15 
and 20 amperes, 250 volts DC, 460 volts AC 
—cireuit’ breaking. Pressed steel fusible 
and fuseless plugs measure 1'" outside 
diameter. 


Midget Triploc series same con- 


struction features as Triploe except for 
much smaller outside diameter of plug 
shell—only 1'4". Interchangeable and re- 
versible contact units—2, 3 and 4 pole —are 
of the flat blade type. Rated 10 amperes, 


250 volts; 15 amperes, 125 volts. 








Fuseless Plug 





2-Gang Recaptacle 


General Purpose Series s.aitante 


with cast metal housings in many types for 
circuit breaking and disconnect service. 30 
amperes, 125 volts DC, 250 volt AC —I, 2. 3, 
4, 5 and 6 pole. 60 amperes, 250 and 600 
volts—3. 4 and 5 pole. 100 ampere, 250 and 
600 volts—2. 3 and 4 pole. Also many special 
types. fusible and fuseless, for varied ap- 
plications. 





THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 
Offices: New York « Baltimore ¢ Pittsburgh « St. Louis « St. Paul e San Francisco « Cleveland 
Export Department: International Railway Supply Co., New York e Canadian Agent: The Holden Co., Ltd., Montreal 





CONDUIT FITTINGS + FLOODLIGHTS «+ TURBO-GENERATORS e¢ LOCOMOTIVE HEADLIGHTS «+ MULTI-VENT AIR DISTRIBUTION 
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The slot’s the thing! The bottom 
of the durable steel duct casing ' 4 

is designed with a _ continuous 

slotted opening for convenient “— 
outlet availability. — 


Pictorial evidence of how easy it is to move or add lights by plug- 
ging into BullDog Universal Trol-E-Duct. BullDog manufactures Vacu- 
Break Safety Switches * SafToFuse Panelboards * Superba and 
Rocker Type Lighting Panels * Switchboards * Circuit Master Breakers 
* “Lo-X"’ Feeder BUStribution DUCT * ‘‘Plug-In’’ Type BUStribution 

| DUCT © Universal Trol-E-Duct for flexible lighting * Industrial Trol- 
E-Duct for portable tools, cranes, hoists. 





































Keeps selling for wholesalers years after installation 


jensen your customer needs in a lighting from messenger cables. When installed, the du.t 
system today ... whatever changes he must be itself is support for lights. 
ready for tomorrow ... you can fill both bills with 


Your nearby BullDog Field Engineer is rea 
with more information about this modern, efficient 
This modern electrical distribution system makes system. Call him anytime. 
it easy to move lights, to keep abreast of plant 
changes. Universal Trol-E-Duct saves time, elim- 


BullDog Universal Trol-E-Duct. 


inates the expense of scrapped material, and always BullDog’s Field Engineers welcome the chance to sit in 
gives light exactly where it’s wanted. These and on planning stages of a building project. Their knowl- 
other advantages keep selling for you, the whole- os afi oon play va Setters ae ee ~gett 
saler, years after installation. highe sitchen Cy ar 1 rel ib lity “w acl l il crcl Hs 

All units prefabricated Why not take advantage of this pre-building service? 


Every inch of BullDog Universal Trol-E-Duct 
potential outlet. At any point along its continuously 
slotted duct, twist-out plugs or trolleys can tap off BULLDOG ELECTRIC PRODUCTS COMPANY 
power from the enclosed bus bars. It’s quick DETROIT 32, MICHIGAN—FIELD OFFICES IN ALL PRINCIPAL CITIES 
easy .. . economical! ee ee ee ee ee 
Because Universal Trol-E-Duct is prefabricated 

in standard units, it can be dismantled and re 
sembled into a new layout without loss of parts 
And the move is quickly done. 


In addition to the manv user benefits. Univers: 
Trol-E-Duct is right for electrical contractors. In- 
stallation is fast and easy, because all connections 





1 


are standard. Duct sections enclosing copper bus 
bars are mounted against tl 


ie ceiling or supported HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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Pacific NEWA Convention 
Features Panel Discussions 


Simplifying wholesalers’ lines; where to use specialty 


salesmen; other timely wholesalers’ problems covered in 


Convention 


VORONADO, 








NEW CHAIRMAN of the Pacific Zone of N.E.W.A., William 
right, of Wesco, Seattle, receives the gavel from retiring chairman, E. 
Karsten, Gough Industries, Los Angeles, following Zone elections at Fall 
Convention in Coronado, Calif. 
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YNITZD STATZS RYB3BE 


S2RYING FHRIOVUGH SolZN GZ 


That’s Security Friction Tape! 


Security's high tensile strength comes in handy on the 
tougher jobs. This electrical and general purpose tape has 
no pin holes—does not ravel when unwound from the roll 
—tears straight. Highly di-electric, Security Friction Tape has 
a strong, rubbery adhesive that sticks and holds. In factory, 


office or home, Security can help you in dozens of ways. 


Play Safe-Use Security 


UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas, New York 20, N. Y. 


i. 
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change is being done elsewhere in the 
country through the eastern headquarters 
of NEWA. 
comment from the wholesalers present, 
and NEWA decided to look further into 
R. A. 


The idea received favorable 


this idea through its secretary, 


Salzari. 
More Specialized Selling 

That there are certain conditions under 
which it is advisable for the wholesaler 
to employ specialty salesmen was brought 
out in a talk by J. J. Moffatt, Westing 
house Electric Corp., and in the discus- 
sion session which he led. 


Wholesalers of electrical supplies are 





J. J. Moffatt of Westinghouse 


finding themselves with more and more 
lines of specialty electrical goods, such as 
motor controls, electrical control instru 
which are best put 
into the hands of specialty men who have 


he engineering and sales knowledge, it 


ments, lighting, etc. 


+ 


was said. 
Wholesalers 


ances, 1t was brought out, face conditions 


handling major appli 


today which require the specialized tal 


ents of salesmen who can concentrate o1 


the appliance selling problems at retail 
level. The great need for long range 


guidance of dealers toward more effective 
advertising, 
floor and 


display, promotions, inven 


tory control, on the outside 
selling was emphasized 


1 


However, such emphasis on_ specialty 


salesmen for wholesalers was acknowl 
edged to be practical only in large cities; 


| 


he : 1 m 
iat in the small town and rural areas 


the industry must rely on the experi 


enced all-around salesmat 


Wholesalers’ Rural Markets 
Full development of the rural market 
for electrical supplies is being held up by 


i lack of 


-ulhcient 


good retailers and a lack of 


number of electrical contrac 


according to infor 


} 


tors in these areas, 
ination brought out in a talk by Stanley 
Y. Lakin, United Electric Co., Salt Lake 
City, and the lengthy discussion that 
followed. 

The long distances between rural cus 


tomers has made it difficult for contrac- 


tors to work profitably in making elec- 
trical installations, thus leaving the work 
to the farmer himself to wire his home 
and farm. 

As a result, the latest in farm equip- 
ment is not finding the market that could 
await it under different conditions. There 
is definitely a need, the meeting disclosed, 
for more use of farm electrical experts 


by the wholesalers serving those areas. 


Modern Warehousing 


What economies of time, money and 
better service can be expected from mod- 
ern warehousing facilities, was brought 
out in a talk by E. A. Phillips and the 
discussion which he led 
Points covered by Mr. Phillips in- 
cluded: 1. At the 


nothing radically new in materials han 


moment there was 


dling equipment, but that there had been 
many improvements in prewar equipment ; 


2. There is no question about the savings 


that can be made by using mechanical 


condi- 


he 


handling equipment under ideal 


tions; 3. Much of the equipment on t 
market does not lend itself to economical 
use by the small wholesaling houses. He 
when with 


pointed out that working 


small or broken lots, often it was 


cheaper to use manual labor. 
Servicing Television 


In a panel discussion on “How Can 
Television Sets Be Properly Serviced To 
Develop This Kind of Business on the 


Pacific Coast?” wholesale distributors 
from outside the Los Angeles metropoli- 
tan area received a cruel but necessary 
briefing on some of the major problems 
that would face them and their dealers 
when television reached their areas 

Led by Walter Stickel, RCA television 
manager for Leo J. Meyberg Co., Los 
(Angeles, the serious problem of television 
servicing was analyzed from all angles 


other than technical. 





S. Y. Lakin of United Electric Co. 


Said Mr. Stickel: “Television is an 
exact science, and proper service will be 
absolutely necessary for the full develop 


ment of the industry.” He pointed out 


that there are three ways in which T\ 
servicing should be handled; by the man 
} 


ufacturer, by a servicing contractor ar 


ranged through manufacturer, distributor 
by the 


All three types of set 


or dealer, and retailer’s Own ser 
vice organization 
vicing are practiced in the Los Angeles 
area, with varying degrees of success 
Mr. Stickel reported that, on an aver- 
age, television in Los Angeles required 


six service calls per receiver per yeat 
Wholesaling Home Freezers 


ff the wholesale dis 


The importance 
tributor in the promotion and market de 
velopment of a new appliance was Cov 
ered by Harry Shayne, vice-president of 


Gough Industries, Los Angeles, in a 


short talk and a panel discussion on stim 


ulatine the sales of home treezers 








VICTOR’S LAURELS—John Marge (right), General Electric Supply Corp. 
salesman in New York City, is presented with a new automobile—top prize 
in a recent General Electric national radio and television sales contest for 


distributor salesmen. 


Presentation was made at Electronics Park, Syracuse, 


N. Y., by D. E. Weston, Jr., of the G. E. sales staff, shown handing Mr. 


Marge the car keys. 


Looking on are L. G. Moore, Jr. (left), radio and 


television sales manager, and Paul L. Lewis, New York district appliance 


sales manager—both of G. E. Supply. 
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on the NEW 


Multi-Outlet Wired Strip 
that gives you a 


S-P-REA-D 


of outlets 


You'll find in this booklet: 


How PLUG-IN STRIP fits into archi- 
tectural design. 


(2.) How easily PLUG-IN STRIP is in- 
“ stalled. 


( 1.) 


ee” 


(3.) A complete illustrated catalog- 
“chart of all the parts and fittings 
required for any job. 


(4,) Instructions on the use of LOPO- 

~~ TRIM—the metal quarter-round for 

housing telephone and other low- 
potential wiring. 


And for: 
ARCHITECTS, CONTRACTORS 
WHOLESALERS 


A handy 162” x 10” Catalog 
Wall Chart 
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No soldered 


+ or screwed 
STEP 6 ~ STEP F connections 
Cut-in-the-field instructions The Coupling 
. » . . . « a 7 7 + eee t 2 * . o ° . * @ 
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Architectural Design Details 
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Hated Flectric 


Products Corporation 
Pittsburgh 39, Pa. 





PLUG-IN STRIP ond LOPO-TRIM 
ore listed by Underwriters’ Laboratories, Inc. 


Il|INE| 


Lal 






National Electric Products Corporation 
1310 Chamber of Commerce Building 






Pittsburgh 19, Pa. = 

[_] Please send me your new PLUG-IN STRIP 
Catalog No. CF-2 (A.1.A. File’ 31C71) 

() Also Illustrated Catalog Wall Chart : 

ai ti 
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through wholesale distribution channels 

Mr. Shayne put much emphasis on the 
recessity of having every wholesaler and 
vholesaler’s salesman own and use a 
rome freezer in his home. Only in that 
way can he learn how to sell them 
through the telling of a sincere story t 


his dealers. 


Cooperation Stressed 

Kach member of the electrical indus 
try must realize fully its own responsi 
ility in any type of cooperative prom 
tion plan,” said Mr. Halloway in an in 
troduction to a description of the Bureau 
of Radio & Electrical Appliances of San 
Diego County, its basis for organization 
and the results it had secured as an all- 
industry association. 

No industry promotion can be carried 
mt successfully at any one level, he said 
It requires national advertising by the 
manufacturers, regional advertising and 
promotion by the distributors, and local 
effort by the 


salesmen tie-in effort The utilities can 


dealers with store and 


best serve as regional coordinators ot 


1 


such industry promotions, he stated 


Cooperation within the industry and 
within individual companies is essential 
to the continued leadership of the elec 
trical industry, according to Milton G 
Sanders in his talk at the 


eral session for N.E.W.A 


guests. 


opening gen 


members and 


Three-Day Program 


The Pacific Zone N.E.W.A. mem- 
ers and their guests filled a three-day 


session in the luxurious atmosphere of 


Hotel del Coronado with a balanced pr 


O 
eram of business meetings, social events 
and golt. 

W edne sday atter- 


1 


ions, golf held the spotlight 


On Tuesday and 
with play 
Manu- 


facturers Cup, the Central Station Cup, 


tor the famous Copper Cup, the 


Trophy Play the 


Chula 


and the Clendenen 
rst day was at the course in 
Vista, on the second day the golfers trav- 
led up to Rancho Santa Fe for their 
uting 

At the reg elections of the Pacific 
Zone of N.E.W.A., William M 


WESCO, Seattle, was elected chairman 





le well, 
t the Zone for the coming vear, succeed 
ing E. E. 


Angeles, who has served for 1% years 


Karsten, Gough 


Salt Lake City in June of 1949 

Officiating at the fall Convention 
ilong with Chairman Karsten, were th 
general session chairmen, L. | Stark 


weather and W. M 


vention committee, Fred G. Goss 


a9 + 4] 
Jewe l, and ne cor 


Rohrbach and O. G. Thompson. The pro 
gram committee included L. G 
L. E. Starkweather and H. | 


S. B. Gregory and A. W 


Pearl 


Rockwell han 


dled arrangements for the social stag, 


while E, A. Phillips and Jack Bisset ar 
ranged for the golf program 
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CONFERENCE—Manufacturer's representatives and office per- 


sonnel of Lighting Products, Inc., are shown attending that firm’s recent 


three-day annual sales conference at Highland Park, III. 


The sessions, which 


were keynoted by President K. B. Lacy and conducted by General Sales 


Manager D. E. 


Dunne, presented a profile of the company's operations. 





he next meeting was scheduled for 


T'C-Industry Battle Looms 
On Freight Absorption Law 


FTC issues policy statement on delivered-price problem. Pre- 


liminary work by Capehart committee and industry advisory 


council indicates that they 


Ww THER or not you as a cus 
tomer continue to absorb freight 
charges on goods shipped from manu 


facturers may depend largely on the all 


out battle now taking place between the 


l‘ederal Trade Commission, backed by 


a Supreme Court decision, and America 


industry, backed by 
ommittee. 

Those opposing FTC’s rulings are hop 
ing that the present investigation will 
develop enough interest and subsequent 
pressure that a law will be passed by 
Congress next year—a law that will au- 
freight by a 


thorize the absorption of 


manufacturer who must meet the lowe 
prices of competitors located nearer thy 
customer. 

I-ecently the FTC issued a 5,000 word 
statement of its policy in regard to the 
entire price controvers Part of the 


1 


statement outlined FTC's position on the 


Federal Trade Commission Act (which 
makes 


the Clayton Act as 


Robinson-Patman Act 


unfair competition illegal) and 


amended bv the 
(which makes 


price discrimination illegal ) 
Some Cases Questionab!e 


FTC holds that certain types of cas 
are open to question under the provisions 
ot the Federal Trade Commission Act 
Cases cited included: Basing-point sys 


tems (single or multiple) when “used 


by competitors in such a way that de 


livered prices quoted by these competi 


tors are identical: systems of 


typically 
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will seek changes in the law 


freight equalization used by competitors 


similar 


in such a wav as to. produce 


price identities Zorn price svstems used 


by competitors which result in identical 


delivered prices, the features of which 


upon examinatiol lacts appear to 
he inconsistent with separate and inde 
pendent decision to adopt then 


] 
il 


KTC’s position in regard to price 
crimination under the Clayton Act is not 
so clear. However, FTC does say, “t.o.b 
pricing is safe; delivered-pricing met] 


ods are suspect ia 
Industries’ Stand 


Qn the other side of the question, steel, 
ment and other delivered price indus 
tries claim that legalizing freight absorp 
tion actually makes it possible for a sell 
er to compete with another seller who is 
closer, freight-wise, to the customer 
For instance, Pittsburg! steel pro 
ducers, as a result of the Supreme Court 
Institute case 


Toledo tee] 


decision in the Cement 


are now selling f.o.b. So a 


user now prefers to buy from a supplier 
in nearby Gary—all other things being 
equal —since he pays an t.o.b. price plus 
freight from the producing plant. Ob 
ect ty the proposed freight absorptior 


law would be to permit Pittsburgh steel 
producers to absorb freight charges on 


1 delivered to the Toledo customer 


Stee 
enabling them to meet the price the cus 
tomer pays for steel from the Gary mill 

Nearly 


including labor leaders, 


half a hundred industry leaders 


economists and 
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PITTSBURGH PERMAFLECTOR 
LIGHTING EQUIPMENT 


When good lighting is a prime consideration, 
Pittsburgh Permaflector Equipment will give 
you the illuminating effects and the design 
patterns you require to do an outstanding job. 


Low installation costs and ease of maintenance 
are other important features of Pittsburgh 
Permaflector Lighting Equipment. We would 
like to tell you more about these “standard” 
units which give you “custom” lighting results. 











._@ 
, 
“, 
_ 
A PERMAFLECTOR PORTRAIT : 
The Board Room a * 

Federal Reserve Bank 
Pittsburgh, Pennsylvania ¥ 


Pittsburgh Permaflector Universal Troffers are formed into a rectangular 
pattern in conjunction with the air conditioning units. The troffers are 
equipped with hinged Alba-lite glass-panel closures. Multiple switch control 
provides three levels of illumination. 

Electrical Contractor: The Howard P. Foley Company. 








WANT THE FULL STORY 
\ ABOUT OUR 
LIGHTING EQUIPMENT? 


Send for your copy of Catalog 
48-F. It contains complete infor- 


mation, specifications and other 
data on the troffers used above 
and other Pittsburgh Permaflector 


Fluorescent Units and Companion 


OLIVER BUILDING - PITTSBURGH 22, PENNSYLVANIA incandescent Equipment. 
MANUFACTURERS OF FLUORESCENT & INCANDESCENT LIGHTING EQUIPMENT 


Permaflector Lighting Engineers in all Principal Cities 











PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT IS DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 


farm spokesmen, met recently in Wash- 
ington and became an advisory council to 
Senator Capehart’s special Senate investi- 
gating subcommittee. The council mem- 
ers intend to swap their best individual 
deas and recommendations and then, by 
he first of the year, prepare a report to 
he Capehart committee recommending a 
ourse of action. 
K'TC, its economist, 
said: “In all the 


Speaking for the 
Corwin D. Edwards 
asing-point cases, the important target 
FTC hit 
se, but conspiracy 


vhich Was not basing points 


and collusien to 
x prices via basing-point systems. Such 
onspiracies were injurious in the same 
vay and to the same extent as any other 


onspiracy to fix prices.” 


Senator Capehart Speaks 


In Chicago, Senator Capehart said, 


“Businessmen are entitled to know what 
follow with 


they are legal.” It all 


pricing practices they 
that 


boils down to this question: “Are 


may 
assurance 
uni- 
form delivered prices and freight absorp- 
tion to meet competitors’ lower prices 
not practiced by conspiracy or agreement 
among sellers—to be lawfully _ per- 
mitted ?” 
William 


the committee, 


Simon, general counsel for 


said: “Since the Cape- 


hart committee got going, FTC has tried 


to change its tune. For 30 vears it has 


fighting the use of basing point 


Now 


ing the old demon conspiracy.” 


been 
it claims it was only fight- 
Mr. Si- 
mon pointed that, “FTC can’t now change 


pricing. 


the yardstick for measuring illegality be- 
ause the Supreme Court has backed up 
ts original position.” 


Business May Top Record 
Expansion Expenditures 


W ASHINGTON—A recent joint sur- 
vey by the Department of Commerce and 
the Securities Exchange Commission in 
dicated that American business is invest 

record-breaking $18,640,000,000 in 
plant 


ing a 


new construction, expansion and 
equipment this year. 

Covering all branches of American 
business except agriculture, the survey is 
based on the actual spending of $9,000,- 
000,000 during the first half of 1948 and 
$9,640,000,000 


for the last half of this year. 


estimated expenditures of 


1948 ex- 
$2,400,- 


estimates, 
1947 by 


According to the 


penditures will exceed 
000,000. 

In spending $4,800,000,000 during the 
this 
business exceeded its own estimates by 


$100,000,000 


second quarter of year, American 


and projected third-quarter 


spending is almost $400,000,000 more 


than was anticipated. Manufacturing 
industries will make up more than three 


quarters of this latter increase. 


I.A.E.L.’s 13th Meeting 
Convenes In Washington 
WASHINGTON 


Association of Electrical Leagues recently 
held its 13th conference at the 
Hotel Mayflower in this High 
lights of the four-day meeting included: 
outlook, 
television, appliances and home freez- 
ers; and the election of officers for 1949 

The conference 
Bartlett, 


The International 


annual 
city 


Speeches on the Congressional 


was opened by J. S 


commercial manager of _ the 


Potomac Electric Power Co., who wel- 
comed the delegates. The next speaker 
was S. E. 


ciation. 


Strunk, president of the asso 


Congress,” 
Donald A 
U.: § 


‘Business Looks at Was 


the subject of a speech by 
coordinator, 


Young told 


Young, legislative 


Chamber of Commerce. Mr 
his audience that he foresaw: The pos 
sibility of increased personal income tax 
rates next vear to meet increased out- 
in the cor 
that the 


may be given 


lay; little chance of a change 
rate; the possibility 
Board 
credit, but 
nothing of a major change will result in 
this [ 


flationary 


porate tax 
Federal Reserve 


more power ove! probably 


direction; the continuation of im 
and 


ERP 
| 


this de 


pressure because of 


our national defense program, 
fact that 


up with demand in many lines 


spite the supply is catching 


Television Sells Other Items 


Eugene S. Thomas, general 
of television station WOIC, Washington, 


Sale s 


manage! 
and president of the Excutives 
Club of New York, 


reasons why the 


presented several 
should 


television 


delegates join 
* , 
Sales ot 


dealers in promoting 


receivers. Television advertising not only 
said, 


video sets, he 


] 


sells load-building 


but also will result in the sales of other 


big load producers, such as_ retrigera 
tors, ranges, washers, et 

Another principal speaker, A. P. Me 
Namee, manager of the appliance depart 
ment, McCall’s Magazine, spoke on “Ap 
Three Years After the 


promotion of 


pliance Retailing 
War.” 


ome 


1 
Sales 


Research and 
Was discussed by Howard 


pave 110) 


freezers 


(Continued 





G.E. Lamp Dept. Creates 
Five New Sales Districts 


wt 


NELA PARK—The 


new sales districts in the nationwide 


—— Se 
creation of five 
sales 
rganization of General Electric’s Lamp 
Department 


M. L. 


manager of 


was announced recently by 
president and general 


These ad- 


number of 


Sloan, vice 
the department 


1 
Sales 


ditions bring to 26 the 


Harold A. Olson 


Everett G. Agee 


districts in the Lamp Department, it was 
learned. 

In announcing the establishment of the 
districts, Mr. Sloan 


that most types of lamps are in 


new sales said 


“Now 
full supply for the first time since before 
the war, we are expanding our sales or 
ganization in an effort to serve our lamp 
and customers efficiently.” 


agents more 


The new sales districts, their locations 


and the men appointed to head each dis 


Kenneth C. Larabee 
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Harry E. Huff 


trict, are as follows: 

New York 
City, Harold A 
\tlantic 
Everett G 


sales district, 


New 
Olson as 


York 
manager ; 
sales district, New York 
Agee as manager ; 
Newark, with 
manager; Niag 
with Harry F 
Mohawk = sale 

\\ arren as 


sales district, 
with 
a new 
Citv. with 
New 


Kenneth ¢ 


Jersey 
Larabee as 
ara sales district, Buffalo, 
Huff as 


district, 


mManhacer ; and 
with Dean M 


mManagel 


Dean M. Warren 
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Leading Fixture Manufacturers 
Use ADVANCE Ballasts 


in Their Fluorescent Fixtures 


ADVANCE TRANSFORMER CO. 


1100 W. CATALPA AVE. CABLE ADDRESS: ADTRANS CHICAGO 40, ILL., U.S. A. 
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Cross Section 
Showing 
indentations. 





All B-M Fittings Carry the 
Underwriters’ Seal of Approval 


For faster. neater and stronger thin wall conduit connections insist on METHOD 
either Briegel Indenter or Briegel Twiston Self-threading type all steel, 

one piece connectors and couplings. 

B-M Indenter fittings, the only approved couplings and connectors of TOOL 

this type, have long enjoyed wider use and application than any other 

method of installing E.M.T 

The new B-M Twiston Self-threading fittings now make it possible to C0) 

have threaded, raintight E.M.T. connections without the use of dies. . 


Two complete turns with a pair of pliers threads the tubing and screws 
the fittings into a locked position, which results in the strongest connec- 
tion possible and one that will withstand severe vibration. 

Whatever the thin wall job might be, you will find that you can do it 
neater, faster and better with Briegel UL Approved E.M.T. fittings. 


NEATER ¢ FASTER ¢ STRONGER © APPROVED 


GALVA, ILLINOIS 





DISTRIBUTED BY 
The M.B. Austin Co., Northbrook, Ill. Clifton Conduit Co., Jersey City, N.J. The Steelduct Co., Youngstown, Ohio Nat. Enameling & Mfg. Co., Pittsburgh 
Clayton Mark & Co., Evanston, Ill. Gen. Electric Co., Bridgeport, Conn. Enameled Metals, Pittsburgh, Penn. Kondu Mfg. Co., Ltd., Preston, Ontario 
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toh OVE WIRE ~~ 


engineered for 
DEPENDABILITY 


. pou a 












| merchandised for 


VOLUME SALES 


YOuU’RE INVITED TO WRITE FOR 
THR COMPLETE CATALOG OF 












ELECTRIC WIRES 
CORD SETS + TROUBLE-LITES 














or? 
FUSES * CHRISTMAS LIGHTING ee 
ROYAL ELECTRIC CO., INC. © PAWTUCKET, R. 1. cites 
MSH SS 
UCS 
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20% serven 
(XNJ 20% TO 40% 
40% TO 60% 
BRBSSI 60% To 80% 
EREEET cox To 90% 


GM OVER 90% SERVED, RURAL ELECTRIFICATION PRACTICALLY 


PERCENTAGE OF FARMS USING ELECTRICITY, DEC.30, 947 


COMPLETED 





Drews on USES Bow 














EDISON ELECTRIC INSTITUTE 


The Expanding Rural Market 





Snowballing into big figures on every product 
—from lamp bulbs and toasters to wire and 
cable and motors and controls—that's the pat- 
tern of today’s rural market! 

An avalanche of orders will crash through the 


1949-52 Model 





tors and dealers into the production schedules 
of manufacturers if the salesmen all along the 
line will rise to their opportunities and tend to 


their jobs. The following pages are designed to 


order books of electrical wholesalers, contrac- 


HE farm market is growing 

up! Born (as far as recogni- 

tion by the electrical industry 
s concerned ) in 1922 when the first 
national program was started to get 
\merican farms electrified, this new 
market has gradually grown into 
one offering some of the best sales 
opportunities of a decade. 

Since that eventful day in 1922 
the electrical industry led by its 
utility group has been energetically 
striving to equip all farms and rural 
areas with power lines. During 


By Arthur W. Hooper 


Assistant Editor 
ELECTRICAL WHOLESALING 


these vears of “growing,” the chief 
aim was to get the highline strung 
and essential wiring done for the 
farm family. 

Today much of that essential 
work has been completed and rural 
electrification experts are predicting 
that by 1951 all rural areas will have 
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help them do just that. 


The EDITOR 


electric service available to them. 
dealers and 
manufacturers whose interest thus 


The wholesalers, 


far has been in wiring, entrance 
equipment, fuse boxes, switches, 
lighting fixtures, etc. now must sell 
to American farmers the machinery, 
tools, appliances and other equip- 
ment necessary for the farmer to 
take full advantage of his new elec- 
tric power. They must help the 
farmer extend the lines around the 
farm in order that every building 
may have the more efficient and less 
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Progress Of Farm Electrification 





Statutory Allot 


Farms Farms Percentage ment for Loans 
With Without of Farms During Fiscal 
i lectricity Electricity Unelectrified 1949 





UNITED STATES 4,019,476 1,839,693 31.4 $200,000,000 


\labam: 135.782 87 587 39.2 9.521.920 
\rizon 10,577 2,565 19.5 278,860 
\rkansa 108,051 OO) 718 15.6 9 862,300 
California 131,602 7.315 5.35 795,240 
Colorado 38 OOD YQ O09 AQ) 2 1.044.640 
Connecticut 21,420 $21 Le 89,260 
Delaware ; 7874 1.422 15.3 ; 154,600 
Florida - 39,975 21.184 34.6 2,303,000 
(Georgia 153,813 72.084 31.9 7 830,520 
Idaho 39,296 2,202 5.3 239,380 
Hine 171.941 32,298 15.8 3.511.240 
Indiana aa 169,051 6,919 3.9 752.180 
lowa 167.356 $1,578 19.9 $520,100 
Nansas 71,161 70.031 19.6 7 613,340 
Kentuck 117.701 1 20,800 50.6 13.132.620 
louisiana 71,558 S/S ar $4.7 6),276.800 
Maine 32,573 961] 22.8 1.044.840 
Marvland 35,415 5,900 14.3 641.420 
\lassachusetts 35,520 1.487 1.0 161.660 
Michigan 7 169,427 5.841 3.3 635.000 
Minnesota 130.378 58,574 31.0 6.367.800 
Mississippi 99 120 164,408 62.4 17,873,420 
\Missourt 129.706 113,228 16.6 12.309.440 
Montana 18,837 18,910 50.1 2.055.780 
Nebraska 18 946 62.810 56.2 6.828.320 
Nevada 2.022 1.407 11.0 152,960 
New Hampshire 17.093 1.693 9.0 184.060 
vew Tersey 25,473 753 29 ; 81,860 
New Mexico 13.994 15.70] 529 1.706.920 
New York 140.279 9,211 6.2 1.001.360 
North Carolina 196.445 O0).967 x17 YQ R89. 360 
North Dakota 15.879 53.041 77.2 5.831.520 
Ohio .. 215,379 5.196 4 564.880) 
Oklahoma 72.069 92,121 55.9 10,014,820 
Oregon - 60.004 3.03] 1s $29,520 
Pennsvivani: 154.152 17.609 10.3 1.914.340 
Rhode Island 3.504 Q9 Bs 10.760 
South Carolina 96,818 50.927 34.5 5.536.400 
South Dakota 16.405 5? 300 76.1 5.085.749 
Tennessee 119,323 115.108 19] 12,513,820 
Texas 257.431 127.546 33.1 13,866,000 
Utal 21.151 5.171 19.6 962.160 
Vermont , 21.759 1731 17.9 514.320 
Virginia 126,727 16,324 26.8 5.036.060 
Washington 74.715 5.172 6.5 562,260 
West Virgini: 54.856 12.744 13.8 1 646.860 
Wisconsin 7 151.348 26,397 14.9 2 869,720 
\Vvoming 6.87 1 6.205 17.5 674.560 


Source: Rural Electrification Administration. 
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GROWTH OF RURAL ELECTRIFICATION 
IN THE UNITED STATES 


Farms not served Farms served 


1935 pitt... ft... | lea | 
1940____ fa. fh 
or ow OF oY OF 


4.8... 5 5 aT, & 


Each farm represents 10% of all farms 


lalate 
ie 











costly, labor saving electric power. 
\ well organized, thorough job by 
salesmen 


the electrical wholesalers’ 


in selling equipment to the newly 
electrified farms can mean a greatet 
harvest for everyone \ greatet 
harvest of foods, profits and com 
forts for the farm family. A greate1 
harvest of profits, sales volume and 
business security for the wholesaler 
and retailer. A greater harvest of 
comforts, income and job security 
for the salesmen. 


What Has Been Accomplished 
There appears to be little doubt 
that most, if not all, rural dwellings 
in the 
195] 


heing woven over rural 


U.S. will have electricity in 
The network of powell lines 
America by 
business-managed utility companies 


and government sponsored — co 


operative organizations is rapidly 


reaching all heretofore  unelectri 
fied areas. 
The fact 


electricity 


that a farm house has 


immediately creates a 
new outlet for the products dis 
tributed by the wholesaler but each 
building on 


and additional 


the farm to which electric lines are 


every 


run multiplies the sales potentiali 


ties Time switches, cooling and 


venulating equipment, drying units, 


cleaning machinery, heating and 
electric brooding equipment and 
countless other products can be 


utilized advantageously in the farm 


buildings. Since all farm buildings 
] 
i 


old sales possibilities for the my 


riad Ol electrical products sold 
through electrical wholesalers, the 
following figures are important 

\t the start of 1947 the Edison 
Iklectric Institute reported that 12, 


900,000 rural dwellings were being 
served by electric power lines and 
an additional 1.300.000 rural dwell 
ings were reached by power lines 
ilthough were not then taking ser\ 
ice Of the 12,900,000 


dwellings taking service at the 


rural 


end 


of 1947, 

compames 
about 82 percent ,; REA cooperatives 
served 2,030,000 or about 16 percent 
and 300,000 dwellings about 
cent, received service from munict 


business-managed_ electric 


served 10,600,000 or 


2 per 


pal and other government agencies, 
.E.T. said. 

The latest U.S. 
total of 5,859,169 


listed a 
the 
To the census taker 
land of 


more acres used mainly to 


Census 
farms in 
United States. 
a farm was “any tract of 
three or 
agricultural 


produce products, or 


any place of three acres or less, 
where the owner or tenant 


thereon 


devotes 


his entire time to agricul 


ture, or the annual value of agri 
cultural products exceeds $250.” 

\t the end of last year, 3,817,100 
of these 5,859,169 farms had electric 
power available to them. 


The most recent farm 


electrification has been made by the 


report on 


Rural Electrification Administra 
tion which is required to make an 
annual survey of unelectrified farms 
under the provisions of the REA 
\ct. The latest figures compiled to 
June 30, 1948 showed that 4,019, 


476 farms were electrified by that 


date. According to the RIeA sur 
vey only 1,839,693 farms in the 
(\Tnited States were without ele¢ 
tricity a few months ago 
What Remains to Be Done 
lhere are still over one muilhion 


farms awaiting electricity and al 
though the old adage about “‘the last 


few miles being the hardest” holds 





POWER LINE on Texas farm operating electric brooder is cutting down losses and 
making healthier chicks for this farmer at a cost of ¥; to 3 kwh, per chick raised. 
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true in the work of electrifying rural 
unelectrified 
farms will be equipped with power 
within the next few years. Many of 


areas, most of these 


the areas yet to be served are in 

terrain or in 

very sparsely settled regions. 
Some states especially in the Mid 


dle West are 


rocky, mountainous 


almost completely 


electrified according to REA 
figures. Ohio leads the nation with 
farm electrification 97.6 percent 


complete ; New Jersey 97.1 percent; 
Michigan 96.7 percent ; Connecticut 
Indiana 96.1 
California 94.7 percent complet 

On the other 


96.3 percent ; percent ; 


hand a number of 


states are still some distance away 
from complete electrification of 
farm areas North Dakota farms 


are 22.8 percent electrified; South 
Dakota 23.9 


— 
4 © 


percent; Mississippi 
Nebraska 43.8 pet 
cent ; Oklahoma 44.1 percent: Mon 
tana 49.9 percent 


percent ; 


The future plans of all groups in 


terested in seeing that America’s 
rural districts are served by elec 
tricity are, of course, to get the 


electricity to the farms as quickly as 
possible and then heavy-up the lines 
and expand the facilities in order to 
with the 


serve those farms utmost 


efficiency. 
What Utilities Will Do 


Commenting on the program of 
rural electrification earlier this year, 
Charles E. Oakes, then president of 
E.E.] “The 


said speed shown in 














FARM MARKET POTENTIALS 
SPOT SURVEY +1 

The following represents the results of a spot survey recently conducted by the 
Choptank Electric Cooperative, Denton, Maryland, at the suggestion of the Rural 
Electrification Administration. 

Product Installed Planning to Buy 
Brooder 102 46 
Electric Fence 288 75 
Electric Welder 48 20 
Farm Shop Equipment 225 4\ 

Feed Grinder 27 18 
Home Freezer itl it 
Iron 2,535 74 
Milk Cooler 368 44 
Milking Machine 280 57 
Motor, Fractional hp. 42\ 125 
Motor, over | hp. 60 20 
Poultry Lighting 460 68 
Radio 2,382 148 
Range 341 109 
Refrigerator 1,393 478 
Roaster 241 78 
Washing Machine 1,801 249 
Water Heater 317 145 
Water Pump 1,279 227 
Water Warmer 54 29 
the electrification of the nation’s power lines. sy 1951, except for 


rural areas is a striking example of 
In 1940 only 


65.5 percent of the occupied rural 


\merican progress 


dwellings were served or reached by 





OHIO farmer loads an electric milk cooler. Large savings which the farmer gains by 
using electric cooler will pay for the original cost of equipment in a year or less. 
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the most isolated dwellings, we 
should be comfortably close to 100 
percent. 
almost complete rural electrification, 
more than 452,000 miles of power 
lines will be constructed during the 
four enough to circle 
the globe about 18 times.” 


To achieve this goal of 


next years 

Central station companies believe 
that they will connect about 1,330, 
OOO more rural dwellings to power 
lines by the end of 1951. There 
will probably be a tapering off in 
the rapid expansion of lines next 
year. However, for the utilities, it 
will be merely a slow down in run- 
ning new lines and a go ahead sig 
nal for increased activity in another 
phase of the job—that of heavying- 
up the lines already 
Electric utility companies plan to 
increase by 35 percent their gener- 


In operation. 


ating facilities in the period from 
1948 to 1951. This program which 
got underway during the latter part 
of 1947 is reported to entail $6 bil 
lion and will result in an additional 
15 million kilowatts of generating 
capacity. 
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the Rural Electrification Administration. 





SPOT SURVEY 


The following represents the results of a spot survey recently conducted by the 
Howell-Oregon Electric Cooperative, West Plains, Missouri, at the suggestion of 


FARM MARKET POTENTIALS 


#2 








Product Installed Planning to Buy 
Brooder 91 117 
Cream Separator 62 69 
Dairy Water Heater a 38 
Electric Welder 20 48 
Fan 360 252 
Feed Grinder 7 84 
Food Mixer 70 112 
Hay Curing System | V1 
Home Freezer 23 95 
Hot Plate 379 271 
lron 1,120 73 
Milking Machine 80 107 
Motor, Fractional hp. 346 118 
Motor, over | hp. 27 69 
Poultry House Time Switch 91 192 
Poultry Water Warmer 34 77 
Radio 908 187 
Range 58 127 
Refrigerator 375 521 
Roaster 45 50 
Sewing Machine 67 104 
Vacuum Cleaner . 131 118 
Washing Machine 766 328 
Water Heater 36 161 
Water Pump 148 314 

This expansion program is im- other rural establishments _ still 


portant to electrical wholesalers, 
dealers and contractors. Many have 
been concerned over the installation 
of single-phase equipment 
large areas of rural districts. The 
argument is heard that farmers 
buying much heavy machinery will 
be unable to get the most out of it 
because the power supply is not 
adequate. The utilities believe that 
they can and will be able to cope 
with condition. Already 
studies are being undertaken to as- 
certain how much of a load will be 


over 


such a 


necessary now—five years from 
now and ten years frem now. A 
program of construction of feeder 


lines and substations to give the net- 
works greater capacity are even now 
being planned and built. 


What REA Will Do 


In his recent report on the prog- 
ress of farm electrification, Admin- 
istrator Claude Wickard said: 

“The progress of 1948 (fiscal 
vear) was most gratifying, but we 
cannot slacken our efforts with 1,- 
800,000 farms and perhaps as many 


without electricity. 


The 


problem 


of converting these farms to the 


highline is paralleled by the growing 


problem = of 


providing 


adequate 


power for those already served. A 
substantial part of our work in the 
must be in 


future therefore, 

heavying-up existing systems and 
otherwise improving facilities for 
greater capacity. Many REA 


financed systems are now engaged 


in this work. 
Farm Income 


ro almost 


Not SO cl} 


half of this nation’s farms were op 
In those 


many years 
erated by tenant farmers. 
days farming was not as a whole a 


Most ol 


highly profitable business. 


the tenant farmers could obtain 
only short-term leases. Lhere was 
little incentive to follow soil con 
servation practices and scientific 


crop raising. 
Over the past few years the num 
farms has 


ber of tenant-managed 


decreased considerably. ‘There are 
a number of reasons for this change 
in America’s agricultural industry 
but the chief reason is one that must 
the electrical in 
the 

income 1s at 


be considered by 
farm 

the 
the history 
of American agriculture. 10 
billion dollars annual income in 1938 
farm climbed to 
mately 30 billion dollars in 1947. 


dustry in surveying 


market. larm 
highest peak reached 1n 
‘rom 
income approxi 
stimates of crop production in 
1948 include figures such as these 
3.5 billion bushels of wheat, 1.3 bil 


) 


lion bushels of corn and 15.2 million 


bales of cotton. Despite somewhat 


lowered prices of crops the farm in 





ELECTRIC lines extended to rural districts permit country people to enjoy the same 
conveniences as city dwellers. Shown here is Cherry Point, N. C., commercial center. 
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come this vear 1s expected to ex 
ceed the record $30 billion in 1947 
The income from the sale of live 
stock is expected to offset the drop 
In crop prices 

Last month the U.S. Department 
reported that the 
record production of crops forecast 


of Agriculture 


this season is drawing close to. re 


alization \ harvest time report 


said that the total farm output is 8 

percent above the previous record 
The ligh profit margins enjoyed 

by tarmers in selling crops plus, to 


some extent, the introduction = of 


modern machinery and methods 
have enabled farmers to reduce 
mortgages or purchase farms form 


erly rented 


Today the farmer is in the best 
position of his life with the average 
earnings in 1947 reaching a new all 
time high 

Whether or not the 


tion of the farmer is going 


sound post 
to con 
tinue good depends greatly on how 
well the electrical utilities, whole 
salers and dealers cooperate to help 
them operate efficiently with electric 
power and tools 





Phe healthy condition of Amer- 
ica’s farms can be maintained if 
tarmers can continue to tind a low 


cost of production on which to build 


ELECTRIC jet pump does a better job 
and nets tremendous savings on Ohio farm. 


profits. To do this they must have 
electric power and the many labor 
saving machines which it makes pos 
sible. 

A survey made in 1944 to de- 
termine the potentialities of this 
new farm market showed that only 
12 percent of the farmers antici 
pated purchasing electrical products 
Some 46.8 
percent intended to use cash savings, 
24.4 percent would use War Bonds 


on an installment basis. 


and 39.1 percent would buy out ot 
current incomes. There has been 
no economic change which would 
result in a revision of those esti 
mates except perhaps to increase the 
amount of planned — to 
amount 


earnings 


goods 
purchase and also the 
purchased from current 
The farmers have continued to push 
their earnings up even higher than 
they were at the time of the survey 

The brightest spot in the picture 
is the fact that the purchases made 
by the electrified farms are reducing 
production costs, which if rising too 
fast would tend to cut down the 


amount spent on new electrical 


l'armers are gaining both 


ee eT xds 
~ 





These Products Increase Production on Electrified Farms 











Alarms (Burglar and Fire) 
Animal Clippers 

Apple Cold Storage 

Arc Welders 

Automatic Time Switch 


Cream Separators 
Curd Grinders 
Currying Machines 


Dairy Water Heaters 


se De-Beak 
Bactericidal Lamps Sihaian 
Bag Loaders Drills 


Barn Cleaners 

Barrel Saw 

Battery Chargers 

Bells 

Blasting Magneto 
Blowers 

Bone Grinders 

Boring Machines 

Bottle Washer 

Bottle Fillers and Cappers 
Branding Irons 

Brooders 

Butter Cutting Machines 
Butter Printing Machines 
Butter Tampers 

Butter Workers 


Casein Grinders 

Cider Presses 

Clover Cullers 

Clover Hullers 

Coddling Moth Bait Traps 

Compressors 

Concentrators for Making 
Oil out of By-Products 

Concrete Mixers 


Drop Hammers 


Egg Candling 
Egg Testing 
Electrified Fence 
Electro Culture 
Elevators 

Emery Wheels 
Ensilage Cutters 


Fanning Mills 
Fans 

Feed Grinders 
Feed Mixers 
Flood Lighting 
Food Warmers 
Forge Blowers 


Gasoline Pumps 

Grain Cleaning 

Grain Drying Machines 
Grain Elevators (Portable) 
Grain Graders 

Grain Moisture Testers 
Grinding Mills 


Condensing Unit Grindstone 
Conveyors 

Corn Crackers Hack Saws 
Corn Shellers Hammermills 
Corn Wood Saws Hay Balers 
Crate Stackers Hay Curing 
Cream Ripeners Hay Cutters 


Hay Hoists 

Hedge Clippers 

Horse Groomers 

Hot Plates 

Hovers 

Hullers 

Huskers and Shredders 


Immersion Heaters 
Incubators 

Insect Traps 
Inseeticide Sprayers 
Irrigation 

Irrigation Pumps 


Lamb Brooders 
Land Clearing 
Lathes 
Lighting 


Mash Warming 
Milk Clarifiers 
Milk Cooling 

Milk Mixers 

Milk Shakers 
Milking Machines 
Molasses Heater 
Motors (Portable) 
Mowers 


Oat Crushers 


Paint Sprayers 
Pasteurizers 

Pea and Bean Hullers 
Pig Brooders 

Planers 

Portable Motors 
Potato Cleaning 
Potato Graders 


Poultry Pickers 
Poultry Water Heaters 
Pumps, All Kinds 


Refrigeration 
Rice Threshers 
Root Cutters 


Saws, Large and Small 
Seed Cleaning 
Seed Dryers 

Sheep Shearing 
Shredders 

Signal Systems 

Silo Filling 

Soil Heating 

Soil Pasteurizing 
Soil Sterilizing 
Solder Pots 
Soldering Irons 
Sprayers 

Sterilizers 

Stock Tank De-icer 
Straw Cutters 
Sugar Beet Loaders 


Tank Heaters 
Time Switches 
Tools (Electric) 
Tool Grinding 


4 
Ultra-Violet Lamps 


Vacuum Cleaners 
Vegetable Shredders 
Ventilating Fans 


Water Heaters 
Water Systems 
Welding Machines 
Wood Splitters 
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ways. They are using their fgh 


incomes to purchase machinery 


will cut and are thus 


iaintaming 


which 


COSTS 


their relatively high 


earning power. 
Farm Needs 


\merican farmers want all the 


electrical and convent 
that 


had for 


appliances 


ences their city cousins have 


years. In addition, the 
want the 
make 


farmers equipment de- 


signed to their jobs easier. 
hey want pressure Water systems, 
milking machines, corn shellers, hay 
drying equipment and an almost in- 
exhaustible list of electrical items 
that can make their tasks easier and 
at the same time help them increase 
the farm’s productive capacity. 


last vear it is estimated that $1, 


250,000,000 was spent by farmers 
to expand mechanization and re 
place old machinery. The E.F.1. 


estimates that the farmer will spend 


$500 each for new equipment once 
REA believes the 


he has electricity. 
farmer will spend $145 for wiring 
and $400 for electrical equipment. 
\pply these estimated figures to the 


thousands of farms that have been 
electrified in the last two years alone 
and it to understand that a 


$3. billion 


Is Cas\ 


market for farm ma 


> 
ve 
me 





IOWA farm wife gains an hour of time a 


day with her new electric water heater. 


and apphances exists mm 


the United States 


chinery 


is doubt 
ful that more than 50 percent of the 


Judging from surveys it 


electrified farms have electric ap 


pliances such as washing machines, 


refrigerators, water heaters, ranges, 


vacuum cleaners, ete. 
Generally speaking if it 1s electri 


cal the farmer needs itt arm 


mechanization has meant increased 
production of food, greater produc 
tion per farm worker and a greatly 
increased efficiency in farm opera 


tion. last vear farmers spent about 
S8O0.000.000 tor machinery alone, 
and that figure does not include 


tractors. 
It is readily understood that the 
first larmers 


thing wanted by the 


once they have electricity and lehts 


is an automatic electric water svs 
tem. Without such equipment the 
better part of one month of the 
farmer's vear is spent hauling water 


obtained by a hand pump to the 
farm animals, to the milk processing 
rooms for cleaning purposes and to 
the farm house for the family’s use 
electrical 


Probably We) prece Oy] 





Air Conditioning 
Alarms (Burglar and Fire) 
Annunciators 


Bell Ringing Transformers 
Bells 

Beverage Coolers 
Broilers 


Buffing and Grinding 


Chafing Dishes 
Cigar Lighters 
Cistern Pumps 
Clocks 

Coffee Grinders 
Corn Poppers 
Curling Irons 


Dehydrators (Fruit and 
Vegetable) 

Dish Washing Machines 

Door Locks and Openers 

Dumbwaiters 


Egg Boilers 

Egg Coddlers 
Electric Blankets 
Electric Churns 
Electric Dryers 
Electric Roasters 


Fans, Cooling, Exhaust and 
Ventilating 

Feet Warmers 

Fireless Cookers 

Floor Polishers 

Floor Waxers 

Fly Catchers 





Electrified Farm Homes Need These Products 


Food and Meat Freezing 
Frozen Food Storage 
Frying Kettles 


Garbage Disposal 
Grills 


Hair Dryers 
Heating Pads 
Hot Plates 
House Numbers 
Humidifiers 


Ice Cream Freezers 
Immersion Heaters 
Infra-Red-Heat Lamps 
lrons 

Ironing Machines 


Kitchen Power Units 
Kitchens, Complete 


Lamps, Inc., Fluor. 
Lamps, Portable 
Lighting Fixtures 


Massage Machines 
Meat Grinders 
Milk Warmers 
Mixers 


Oil Burners 
Ovens 


Percolators—Coffee 
Makers 
Plate Warmers 


Phonographs 
Pumps 


Radiant Heaters 
Radiators, Various Types 
for General House 

Heating 
Radios 
Ranges 
Refrigerators 
Roasters 


Sewing Machines 
Sharp Freezing 
Shavers 

Shaving Mirrors 
Signal Systems 
Space Heaters 
Sterilizers 
Stokers 

Sun Lamps 


Table Stoves 

Tea Samovars 
Thermostats 
Toasters 

Toys, Various Kinds 


Vacuum Cleaners 
Vibrators 


Waffle Irons 

Warming Ovens 
Warming Pads 

Washing Machines 
Water Coolers 

Water Heaters 

Water Purification Filters 
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COMFORTS AND JOYS of modern “rumpus room” such as this one in a ranch house at Cuero, Texas, become available to 
inhabitants of outlying districts when electric power lines are brought into the area. 


equipment does away with as much 
painful inconvenience as does the 
installation of an 
system. 


electric water 
larmers are quick to see that a 
system brings in 
more comforts and 


pressure wate! 
creased profits, 
means less labor 


\ joint study made a few years 


ago by the Westinghouse Electric 
Corporation and the Ohio Public 
Service Co. showed that $121.82 


could be saved in milk production 
in the first season through the ad 
vantages of an electric pressure 
he in this 
instance, produced 216.1 pounds of 
milk per day when watered by hand. 
With continuous water before them 


water system. cows, 


after a pressure system and auto- 
matic waterers were installed, the 
cOWS produced 221.6 pounds of milk 
per day. 

Only about 37 percent of the 
electrified farms had pressure water 
systems when this study was made. 
Yet, an water system in- 
creases production not only of milk 
but of eggs and meat as well. It 
helps crops to grow better. 


electric 


It gives 
the farmer protection against fires 


80 


and makes the farm family’s life 
more comfortable. 

A few than 
quarter of the electrified farms had 


years ago less one 
small electric motors and only about 


And 


California 


5 percent had a large 
field 
farms discovered 53 uses for electric 
Motor sizes 
hp. to 80 


motor. 
yet a survey of 
motors on larms. 


ranged from less than 


hp. 

Filling a 110-ton silo by hand 
used to require a crew of 11 men 
working two full days. A 5 hp. 


general duty motor can do the job 
in five days with two men and cost 
only about $3.30 for power. 

One of the time-consuming daily 
chores that must be done every day 
on the farm is milking. The aver 
age number of cows that each farm 
laborer can milk by hand is 8. Elec- 
tric milking machines will handle 20 
cows while the farm hand is milk- 
ing 8—and at the same time in- 
crease the milk production. 

Electric milk coolers cost less to 
operate than purchasing ice. The 
electric milk has been re- 
ported to have saved $27.10 per 
month for the farmer. They keep 


Cc voler 


bacteria count lower, and help main 
tain higher quality milk. 

Klectric separators skim 350 to 
SOO pounds of milk an hour for the 
dairy while the 


automatically 


farmer turn of a 
adjusts the but- 
terfat content of the milk. The lat 
ter 1s important to the farmers 
because dairy profits depend on high 
quality milk. <A 


milk 


butterfat content. 


dial 


premium rate 1s 


received for with a_ higher 


electric churns, hot water from 
heater 
and electric refrigeration all aid the 


farmer to 


an automatic electric water 


realize the greatest re- 
turn for his work. Electrical dairy 
equipment helps him to do the jobs 
quicker and easier and costs him 
less than old-fashioned methods. 
Unlike their city cousins, farmers 
cannot rush down to a nearby re- 
pairman every time something goes 
The 
mainte- 
Specialized welders 
for farm use complete with instruc- 
tions are a recent addition to a long 
list of portable and stationary elec- 
tric tools which permit the farmer 
to make quick repairs and build new 


wrong with his equipment. 


farmer has to be his own 


nance torce. 
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LA EC NC ANE LINE te 


= aOR, Be A 


ELECTRICITY introduces a brand new way of life for rural people. 


Modern lighting and appliances, 
specially designed machinery mean comforts, 


powered equipment and 
conveniences and an easier life for farm families. 


rm equipment Battery chargers 
have proved invaluable 
farmer in 
tractors in 
tion 


Chere are al least two dozen uses 
for fan and upiment 





m the tarm 

liscovered every fey \s 
with almost juIpmen 
on the farm the savings in time and 
abor plus the increased production 
nore than pay for the original cost 
of the equipment 
unple, have been known 
nilk tlow between 
pounds per cov 

aving propet 

MarnNs, 

Lighting and radio tainment 
ire only the beginning of the many 
omtorts and = cony that 
electricity makes | 
tarm home Wasl 


ooking, bathing 


laily tasks can 
drudgery to pleasure - 
proper electrical appliances 


11 are put 
o work. 


When the rural salesman starts 


adding up the savings accounted for 


THESE Ohio farm girls find it a pleasure to prepare a meal in all-electric kitchen 
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DRYING hay by blowing air through :t 
produces a better quality hay at lower 
cost, increases storage capacity and re- 
duces the danger of loss of crops in the 
field. Top photo: Constructing ducts on 
which hay is stored and through which air 
is forced. Center photo: Typical motor 
and blower assembly. Bottom photo: Hay 
strewn on the wooden ducts. 


by the farmer’s use of elecirical 
equipment he finds that the amount 
snowballs rapidly. Savings of $20 
here and $15 there through the uss 
of electrically-driven machines and 
tools mounts up until the total 
savings in operating the farm elec 
trically is almost unbelievable 
Most electrical equipment will pay 
for itself in two years of operation 


on the average farm. 
Doing the Job Right 


looking over the history of farm 
mechanization during the past few 
years it is evident that the electrical 
utility companies and REA-financed 
cooperatives have been doing an ex 
cellent job of accomplishing the first 
step in helping farms gain greate1 


harve sts of foods. profits and 


com 
forts 

Ilectrical manutacturers have 
made rapid strides in developing 
electrical equipment and appliances 
especially for farm use. What the 
wholesaler and retailer will do re 
mains to be seen 

(Once electrified, a farm needs 
much electrical equipment. To do 
the best job for the farmer this 
equipment must be carefully se 
lected, correctly installed and ade 
quately serviced. Adequate wiring 
if necessary, for example, to permit 
electrical appliances to perform with 
efficiency. 

Vhe wholesalers, contractors and 
dealers entrusted with the task of 
selling, servicing and installing 
electrical equipment in the farm 
areas must be well informed and 
expertly trained. The wholesalet 
who intends to do the job right (and 
build bigger profits for himself) is 
to urge dealers to analvze 
+] 


going 
rural territories, to learn Core 
quirements of the farm customers, 


to understand the farmers’ needs 


and problems and be familiar with 
the farm wiring system 
[wo vears ago a popular maga 


zine told its readers that “electricity 
as been taken to the farm Dut it 


1 
| 
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isn't beginning to do the things 1t 
an and should do for the farmer.” 
The article continued. “No doubt 
this failure to realize electrictiy s 
farm potential comes in pari trom 
the farmers conservative unw:llin 
ness to change old ways. <A fuller 
explanation must note that the job 
of getting poles set and wires string 
at the beginning left little time o1 
energy for education of the new 
farm users. But surely the vendor 
of electrical supplies and equipment 
has missed a great merchandising 
opportunity.” 

()n another occasion, a rural elec 
trification expert said: “While the 
average annual farm bill for elec 
tricity in 1942 was $48.07 east of 
the 100th meridian, where little on 
no irrigation 1s involved, there are¢ 


] 
] 
l 


records available where many farms 
are paving $300 to $500 yearly for 
electricity and making it pay Phis 
iverage annual farm revenue is piti 
fully small when we survey the pos 
sibilities of labor saving and 
increased production by the appli 
cation of electricity to performing 
many farm jobs. 

“Why then has this market not 
heen develoy ed further by the elec 
trical industry? It is evident that, 
yy and large, selling technique by 
the many various factors in the in 
dustry has not been all that it should 
be.” 

Actually all efforts by the elec 
trical industry have been directed 
toward getting the vast number of 
unserved farms equipped with ele 
tricity. The utilities and coopera 
tive organizations have concentrated 
m running highlines into rural 
areas. Wholesalers have concen 
trated on delivering wiring and en 
trance equipment while manutactun 
rs have been busy developing sp 
ial equipment for the farm once 
the essential power is there. The 
record number of farms now having 
electricity would seem to indicate 
that the electrical industry is doing 
in excellent job. However, the job 
s not ended. Now, when so many 
tarms have the power and need for 
equipment, is the time for the whole 
salers, contractors and dealers to 
make their marks. Now is the time 


1 
} 


to sell the farmer the equipment he 


needs to gain bigger and_ better 


Ss 


arvests at less cost. 


All photos courtes 


y of REA 








ELECTRICITY in the farm home means farm wife can enjoy modern appliances. 





TEXAS farm wife enjoys all conveniences of city housewife in her electrified home. 
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CHECK THE DETAILS! 


You’ll See Why We Say T&B’s 
Tite-Bite Is The Best Engineered 
Connector On The Market Today 


“DOUBLE” BITE GRIPS 
CABLE CONVOLUTIONS 



















| ( Mains 
\ . 
SMOOTHLY 
THE ANGLE MAKES ROUNDED 
IT STAY TIGHT THROAT 


—- 


ANTI-SHORT BUSHI 
VISIBLE THROUGH 
\5 EVERY OPENING 


STRONG STEEL BODY \ 
LOCK NUT BITES FIRMLY 


MAKES GOOD GROUND 





Another T & B exclusive . . . another ex- 
ample of how T & B designs a superior fit- 
ting to meet the specific requirements of 
any given job! A unique clip set an angle 
actually grips harder under strain without 
harming convolutions of the armor. The set 
screw never touches the cable. Practically 
vibration-proof (that’s why machine tool 
builders like it!) . . . full salvage value... 
all-steel construction means accurate ma- 
chining and exceptional strength. Once an 
electrician installs Tite-Bite we think he'll 
never use anything else! 





IT'S U L APPROVED 

FOR 14-2 ARMORED CABLE 
AND LARGER, AND %”’ 
FLEXIBLE CONDUIT 





th THE THOMAS & BETTS CO. 
4 0 INCORPORATED 
Mo of nniversary ELIZABETH 1, NEW JERSEY 





T&B PRODUCTS SOLD ONLY THROUGH THE T&B ELECTRICAL WHOLESALER 
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FIRE HAZARD develops when building owner cuts circuit 





WHEN building is inadequately wired people are likely to try 


and taps in extension. Sufficient outlets eliminate such practices. make-shift arrangements like this one. Westinghouse photos. 


Preaching Adequate Wiring Gospel 


Builds More Sales To Contractors 








FIRES are mounting in electrically obsolete homes. Adequate wiring can stop them. 
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In the present rush of 
new-house wiring it is well 
to spend some time on 
promoting the need for 
adequate wiring in those 
many millions of electri- 
‘ally obsolete homes, 


stores, garages, etc. 


Iki. is needlessly destroying 
K many lives, many homes and 
thousands of dollars of equip- 
ment and buildings each vear be 
cause the electrical industry is do 
ing a sadly inadequate job of selling 
adequate wiring for existing houses 
Older houses throughout America 
are not being sold the rewiring jobs 
necessary to protect them against 
electrical fires. 
Backed by national programs and 
with the full cooperation of national 
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1. Careless Use of Matches and Smoking 


What Causes Destructive Fires ? 


Here Are Some of the Answers 


The big majority of fires in the records of the National Board of Fire Underwriters 


over a five-year period occur in residences or places where people live—home fires. 


Approximately three out of four fires, of known causes, start from four main groups 
of known causes that involve either carelessness, inattention, or plain accidents. 
Experts believe that nine out of ten of these fires are preventable by good housekeep- 
ing and cautious habits. 


Over a ten-year period, involving nearly 3!/2 million claims or cases, the Actuarial 


Bureau of the National Board finds ascertainable causes as follows: 


2. DEFECTIVE ELECTRIC WIRING AND APPLIANCES, OR MISUSE 
OF MAN’S GREAT SERVANT, ELECTRICITY 


3. Causes arising from lack of care, inattention and careless- 
ness in use of cooking and heating stoves, etc 


(Foregoing includes the following divisions: Chimneys and flues, 
6.96°/,; stoves, furnaces, boilers and pipes, 6.26%; sparks on roofs, 
6.23°%; and hot ashes and coals—open fires, 4.20%.) 


4. Carelessness with kerosene lamps, candles, open lights of 
all kinds; kerosene stoves, and misuse of gasoline and other 
inflammable liquids for cleaning and other dangerous pur- 


Percent 














I ik eke aha Wits hes en awe awe a ee ae 11.49 
Other causes of fire are: 
Fire originating off premises, i. e., fire that does not start in a 
man's property, but from other sources beyond his control 7.74 
Lightning 6.79 
Ignition of hot grease, etc 3.01 
Spontaneous combustion 1.77 
Gas 1.42 
Sparks from combustion .98 
Rubbish and litter 87 
Miscellaneous ms 
Explosions 76 
Friction, sparks from machinery .73 
Fireworks, balloons, etc .30 
100.00 
SOURCE: National Board of Fire Underwriters. 
irganizatior e electrica ppl e not being told how to use ele pawl by the National Board of Fire 
alesmen are right on the job when ricity properly nor are they being ( nderwriters. 
it comes to selling adequate wiring shown how adequate wiring can In 1945 fires caused by faulty 


10O buildet erecting new home S and 


to industria plant executives But 
what are the salesmen doing for 
owners of oldet houses those built 
hefore 1939 

‘ire loss statistics show that olde 


tvpe dwellings throughout the coun 
try need adequate 


Wherever 


given as the cause of electrical fires, 


rewiring 
inadequate wiring is 
the great ignorance on the part of 
the home owners in using electricity 


has been partially to blame. People 
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liminate much of the threat of ele« 


a 
rical hires 


‘| he sad truth 1s tl at fire $ caused 


TIISUSE ot electricity, 


worn-out 


antiquated wiring and 


wiring are increasing steadily and 


about 


1 


1 


its Just time the electrica 


ndustry went to work on revising 


1 


the figures downward. 


‘or instance, fires caused by 
faulty electrical wiring in 1944 rep 
percent of all claims 


filed and 5.13 percent of all losses 


resented 5.8 


inadequate 


electrical wiring represented 6.1 per- 
cent of all claims filed and 5.56 per 
the total loss. 

In 1946, the total figures of fire 
losses showed 9.17 percent of the 


hres of 


cent ot 


known causes were of an 
electrical origin. 

\lthough the compilation of the 
final figures for fire losses in 1947 
is not yet completed, it appears that 
fires of electrical origins amounted 
$63 billion and in the 
absence of concerted! action they 


to about 
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PROPER and improper wiring. Old conduit affords nesting place for swallows. New 
straight-laid conduit provides switch and convenience outlet. Westinghouse photo 


lana lin BN A i Si 





ANY damage to this bulb or the cord 
wrapped around a nail might start a fre 








will undoubtedly represent a mount 


the total 


figures for some years to come. 


ing percentage of fire loss 

The rising loss of life and prop- 
erty is indeed something with which 
each and every member of the elec- 
trical industry must concern him- 
self. Hardly a piece of electrical 
sold 
book of 


instructions for care and operation. 


motor driven equipment is 


today without a sheet or 
On the other hand, few consumers 
buying a rewiring job are told how 
to make sure that they are getting 
the right kind of a job, nor how 
to use their Wiring correctly. Few 
are told how many appliances can 
be placed on a single line or how a 
number of heavy wattage items can- 
not be used on the same outlet ef 
fectively or how to know the load 
is too heavy if an outlet plug gets 
hot when loaded with too many 
items at the same time. 

The products in the 
hands of the salesman today are de 
signed to be the 
best quality 
Competition, 


electrical 


satest, strongest 


and items possible 


code requirements, 
testing laboratories and the Under 
writers’ Taboratories have decreed 
that manufacturers’ 


industrial 


engineers and 


designers work unceas 
ingly to turn out new products fea- 
turing longeri life, better service but 
particularly more and more safety 


Why 


creasing ? 


then are electrical fires in 
They are increasing be- 


cause the new products are not be that demands action by 


elect 1¢ al 


selling job 
ing sold to replace worn out equy the wholesaler and his 


ment and because home owners are salesmen. 


not being told how to use electri In fact, the problem commands 
power and care for electrical equip- the attention of every member of 
ment. the electrical industry interested in 


social and economic weltare ot 
his 


a program requiring cooperation 


Reducing the number of fires — the 
caused by electricity is basically not — the 
a problem of better design but is 
rather, better selling. It’s a selling 
job in which the 
industry must participate. It is a 


if 


country and his industry 
ind leadership to fulfill a pubhe ob 


entire electrical ligation. 


lhe great shortage of housing 


co 
we 


4s oe 





[4 =m Fg 4 





MISUSE of electricity is cause for many home fires. Overloading circuits, failing to 
up-end irons and not replacing frayed cords are some of the bad practices. 
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FARM HOME connected to outbuildings was destroyed by fire caused by worn-out, 
inadequate wiring. A rewiring job which would have eliminated the farmer’s make- 


shift connections probably could have prevented a needless loss. 


that exists in the United States 
today makes it imperative that eacl 
individual do his best to preserve 
and protect properties and_ re 
sources. 

Fortunately the electrical industry 
has the organization and plan for 
action to do the job in fighting fire 
losses due to electrical causes, in 
that the various branches of the elec 
sponsored the Na 
\dequate Wiring 
“To promote the instal'ation of suf 
fullest 


trical industry 
tional Bureau, 
ficient wiring to allow the 
enjoyment of electrical living in the 
f America.” 


Since the 


homes ¢ 
problem ot electrical 


hres 1s not an engineering one but 


~ 


rather one ot selling replacement ot 
inadequate wiring in older homes 
and educating the home owner in 


how to use his wiring properly, th 
achievement of the adequate wiring 


purypy. se would 


bureau's decreas 
considerably the number of fires 
caused by electricit\ 

Without question, the most pet 
suasive arguments for adequate wir 
ing, often overlooked by the ele 
trical wholesaler’s salesman, is its 
safety factor. The home that. is 
adequately wired will not have too 
manv “load pullers” on one line or 


long extension cords run under rugs 


~ 
1 


or be guilty of similar dangerous 
electrical practices. 

Salesmen should take an active 
part in the support of a local group 
that can cooperate with the Na 
tional Adequate Wiring 
organization. Such a local group 


Jureau 


provides the organization necessary 
to do a successful job in clearing a 
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community of “electrical fire traps.” 
The wide-awake electrical supply 
salesman could very properly pro- 
mote a local three-fold program in 
selling adequate rewiring for old 
houses. 


His first move is, of course, to 
arouse the interest of local utilities 
and focus the attention of his con- 
tractor customers and building en- 
gineers on the  business-building 
potentials represented in the serious 
fire hazard in old buildings and 
homes in which the wiring should 
be replaced because it is worn out 
or insufficient to carry the load re- 
quired by modern electrical con- 
veniences. 

Second, the salesman should en- 
courage his customers, his friends 
and all whom he contacts to correct 
bad electrical habits which cause so 
many fires in homes. The salesman 
should teach better usage of elec- 
trical equipment to prevent fires. 

Third, the salesman should par- 
ticipate actively in all fire prevention 
programs, adequate wiring cam- 
paigns and community activities di- 
rected toward eliminating flaming 
holocausts. 

In order to impress on his cus 
tomers the need for eliminating fire 

1 


causes wherever possible. the elec 


I 


* 
ie 


% 
Xe 


x 





WHETHER it be straw, paper, rags or other inflammable material, a spark from this 
extension cord and plug or the electric grinder might set the workshop on fire. 
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trical supply salesman should know 
the facts regarding fires in the 
United States. 
The Fire 
says that a fir 


LU. S. every 5 


Protection Institute 
breaks out in the 
that one- 
third of a million homes are dam- 
aged or burned down each year; 
that approximately 11,000 people 
lose their lives in fires each year; 


™ 
, 
3 seconds: 


exceeded 
yne-half billion dollars in 1947. The 
Institute further advises that 90 
percent of all fires are preventable. 


that property damages 


Here are more statistics that the 
salesman can use in urging his cus- 
tomers to tell home owners to guard 
electrical fires by having 
their homes rewired adequately. 
‘ire daily attacks 1,000 homes, 130 
stores, 100 factories, 8 schools, 7 


iwainst 


churches and 3 hospitals. The fire 
loss in the U. S. is the highest in 
the world averaging $4 per capita. 

\ few years ago we built some 
500,000 houses in this country and 
burned down or damaged approxi- 
mately 400,000. The great housing 





program which is underway in the 
nation today makes it even more 
important that the electrical industry 
stop the destruction of homes by 
fire wherever possible. 

The National Board of Fire 
Underwriters reports that one out 
of ten fires of known causes is of 
electrical origin. To pull down such 
a deplorable ratio every American 
home must have wiring that is safe 
and adequate. There must be suffi- 
cient outlets and the wiring must be 
heavy enough to carry the electric 
load required to operate that modern 
home. 

Tell your contractor-customers to 
put the following questions to home 
owners. Are there enough ov'tlets 
in your home to avoid long portable 
cords and overloading of circuits? 
Are there any fuses bridged or re- 
placed by fuses of larger amperage? 
Do your electric appliances and 
cords bear the label of the Under- 
writers’ Laboratories? Are there 
any electric wires hung over nails 
or run under rugs? Do vou employ 


SUBSTITUTING fuse of larger capacity or bridging fuse permits increased current 
to flow. Sometimes the wires may heat until white hot and start a fire. 
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a skilled electrician to repair or ex- 
tend wiring? 

Most home owners simply do rot 
know how to use properly the great 
servant electricity. If the value of 
property lost through fires in the 
U. S. in 1946 was used to pay for 
electricity it would buy enough 
power to supply all electric railway 
and trolley lines in the nation for 
ten years. 

Here is a list of recommen‘lations 
which should be in the “sales kit” of 
every salesman selling adequate re 
wiring for existing homes. 

The first recommendation 1s, of 
course, rewiring the 
quately. Adequate wiring can pro 


home ade 


vide adequate safety for all types 
of dwellings. 

Home owners should be urged 
to take certain precautionary meas- 
ures for the prevention of electrical 
fires in their homes. Check up on 
electrical hazards, 
veloped by increasing use of elec 


possibly de 


trical appliances with old wiring. 
Fuses usually should be 15 amperes. 
When 
dangerous substitutes ; 
rect fuse. Bridging a burned-out 


fuses blow out, don’t use 
use the cor 


electric fuse or substituting one of 
larger amperage removes _ the 
“safety factor” of the electrical sys 
tem, permitting any overload of cut 
rent to flow uninterrupted. The wire 
in the line may heat until it 1s 
white hot and produce a fire 

Repair or replace frayed exten- 
sion cords 

Have all new or repair work done 
by a competent electrician. 


Simple Precautions Unknown 


The salesman may feel that these 
precautions are common knowledge 
with every home owner today and 
hardly need repeating. The sales 
man may feel that it is a waste of 
time to point out to the home owner 
that bad electrical practices exist 1n 
his home. The fact remains, and 
the statistics prove, that few home 
owners know or heed these simple 
precautions with electricity in ther 
homes. 

Not only can the electrical supply 
salesman sell adequate rewiring to 
prevent electrical fires, he can do a 
great service in cutting down fire 
losses from other causes by selling 
fire prevention equipment, and along 
with that he will build business for 
himself and his customers. 
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AN IMPORTANT COMMERCIAL USAGE of sound insulation is in the store. 


1) automatic washers are installed uses an acoustical ceiling to help maintain 





This self-service laundry where 


quietness. Westinghouse photo. 





HKOOW LNG demand for bet nodern residential and commercial 
te ( insulation in_ the construction Chis, unfortunately, 
ome at commerce has has resulted in the additional trans 

sprung from the desire and the ne nussion otf sound, both between 

cessity to keep noise levels as low as rooms and from the outside 

possible and thus c ibute to more Therefore, today in low-cost row 

comfortable living and working con houses and low-rental apartments, 

ditions 

his increasing demand should be 

of more that passing interest to the 

salesman of the electrical wholesale 

for tagging right along wi ound 

insulation are two verv” profitabl 

and allied items: rewiring and _ re 


Naturally the subiect of 


bound to 


lighting 
insulation 1s 


up the subject of 


sound 
the other two for 





when it 1s installed is the ideal tin 


to undertake the work of rewiring 
and relighting 

The fact is that the two. 

{ wether like “bread anid Wm” vitl 

the Yam” fo th sale nat | hie 

form of plus sales of electrical suy 
‘ 4 

piles and whting equipment pmro 


vided he is willing to nose aroun 
and cig out those places vhere 


sound insulation is being = alae 
vears there 


Over the 





past tew 
tendency. for 
the face of 


make 


has been a decided 


PERFORATED 
ELS in 
blanket to 
Johns-Manville photo. 


ACOUSTICAL 
are backed 
trap annoving 


PAN- 


reasons of economy in 
this room with rock 


high building costs, to walls wool 


and floors as thin as practicable in 
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sounds. 


as well as in bette types of residen 


tial construction and in store and 


office buildings much attention 1s 


being given to preventing the trans 


~ 


sounds to insure privacy 


mission of 


between rooms, the eliminating of 


distracting outside noises and re 
ducing of noises created within the 
room itself. 


Not tO be 


growing trend is the 


overlooked in_ this 


fact that olde 
homes and commercial buildings are 
for 
sulation (and rewiring and relight 


as good prospects sound in 


ing) as the newer ones. ()wners in 


modernizing these places are pron 


to consider sound insulation as a 


“must” and walls and are 


ceilings 
certain to receive a very critical eve 
in setting up their modernizing pro 
erams. 


Outside notses have greatly in 


creased during the past few vears 
and are making themselves felt to a 
far greater degree in the home 


Heavier traffic conditions, especially 
with regard to busses and trucks: 
and the use of much more electrical 
and mechanical equipment in the 
home itself all have contributed con 
siderably to raising noise levels 
Thus in 
suburban sections these levels have 


many urban and 
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When Sound Insulation Is Planned 
The MUST Is: Rewiring-Relighting 


In casting about for new fields to conquer (and sell) 





the salesman should not overlook the possibilities 


offered for rewiring and relighting by those places 


where sound insulation is being installed 








increased to a point of annoyance 
that makes necessary the considera 
tion of insulation to 
more comfortable living conditions 


in the home. 


sound secure 


What has been said of the home 
is equally as true of the office. Here 
excessively high levels of noise dis 
tract the attention of the 
and 


office 


worker decrease efficiency of 


operation. Therefore these levels 
must be reduced and kept low in 
order to achieve maximum worker 
efficiency. 

The modernly equipped office em 
ploying, as it does, much mechanical 
equipment such as typewriters and 
electrical equipment including com 
machines, adding machines, 
billing machines, etc 


puting 
must resort to 
sound insulation as the only means 
of decreasing the noise levels in the 
working areas. 

To be contended with also 
office is the problen 
noises so prevalent in th n 
vested areas where most office build 
ings are located. 


\nother 


sound imsulation is in the 


important commercial 


Usage ot 


store — either large or small —where 


an atmosphere of quietness can do 


much to build up the buying mood 
of the prospective customet 

This is particularly true in the 
the small 
in the specialty 


larger store 


CaAis¢ Ol specla t\ SHoODp oO} 


department of the 
where abnormal levels 
of noise can distract to an annoying 
degree the attention of the customer 
merchandise 


from the being shown. 


Just as important as_ correct 


lighting is in building up proper 
buying atmosphere so is the use of 
sound insulation important in help 
ing to create an atmosphere of 


throughout the = store 


Here the salesman may work in 


quietness 


reverse and it may be entirely pos 
sible, and even advisable, for him to 
recommend the use of sound in 
sulation in the store as a part of his 
relighting recommendation in order 
to give the 


store owner a com 
pletely satisfactory lighting instal 
lation that will not be subject to 


later change. 
the home, the 
then are wltere 


These three places 
othice and the store 
the salesman can look for additional 
sales as a result of the installation 
of sound insulation 


When 
installed, is the opportune time for 


sound insulation is to be 


the salesman to step in with his re 
Wiring and relighting recommenda 


tions for it is then that the location 
of the outlets for lighting fixtures, 
wall outlets, 
etc. must, of necessity, be changed. 

Working closely with his electri- 


switches, convenience 


cal contractors and the building sup- 
will 
gor 1 leads for the 


ply houses in his_ territory 


uncover many 
salesman. 
leads, 


closely 


however, must be 
and 


order to be of any value to the sales 


These 


followed quickly in 


man By the time the lead is se 


cured the chances are great that the 


sound insulation installation will 


either be started or about ready to 
he made which leaves him only a 
very narrow margin of time in 


which to do an effective selling 1ob 


on rewiring and relighting 








ACOUSTICAL CEILING in this office absorbs disturbing noises caused by type- 
writers, computing machines, billing machines, and others. Guth photo, 
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LIGHTING gets a top rating in this modern hotel as a sure means to greater guest comfort and convenience. Photos by G.E. 


Sell Hotels in Your District 
This Type of Modern Lighting 





Replacing obsolete light- 
ing in hotels with Planned 
Lighting can lead to big 
business for the salesman 
cable, 


in fixtures, wire. 


switches and the other 
electrical supplies needed 
to complete an installation 


of this type 
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HAT hotel 


be greatly 


hospitality can 
improved by the 
simple expedient of devoting 
more time and attention to light 
ing detail is borne out by the ex- 


cellently planned installation in 


the new Terrace Plaza Hotel, 
Cincinnati 
The lighting for this unique 


hotel, considered to be one of the 
most progressive buildings con- 
structed in the last decade, is ap 
plied in dramatic and_ highly 
practical ways to set moods and 
create interest in the lobby, roof 


terrace, restaurants, corridors, 
guest rooms and suites. 
Perhaps all salesmen are not 


so fortunate as to have an oppor- 


tunity in their territories to work 
on a lighting installation like this, 
but the great that 
right in these selfsame territories 


chances are 


are hotels that easily can be sold 
the lighting and 
tricks incorporated into the Ter 


some of ideas 
-ace Plaza for vreater vue : 
race aza tor greater guest com 
fort and convenience 


Lighting Can Be Novel and Useful 


In the bed rooms of the hotel 
lighting designed to 
blend with the soft pastel colors 
of the 


Warn, 


has been 


and to 
restful but 


rooms create a 


gay atmos- 
phere. 

Above the bed couches located 
in a specially manufactured in- 
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ELECTRICALLY 


direct wall trough are mounted 
two 96” slimline lamps. At both 
ends of this fixture are two 75- 
watt spotlights focused at the 
head of each bed to provide light 
for reading and furnish dramatic 
lighting in the room. 

In the 
the second, a 


bathrooms, modern to 


large mirror. is 


lighted by fluorescent lamps 
mounted vertically in glass 


fixtures on each side and giving 
adequate light to shave and make- 
up. 
Soft white fluorescent 
are used, for the 


lamps 
color from these 
is complimentary to complexion 
and is equally effective for foods 


and room interiors since it brings 


OPERATED BED COUCHES 
flick of a switch; indirect wall trough with spotlights provides reading light. 


slide into room at a 


out the natural beauty of colors 
in fabrics and furnishings. 

In the hallway 
bed room the soft white lamp is 


adjoining the 


used again. Two of these lamps, 


64” in length, are located in a 
glass recessed ceiling panel. 


They furnish complimentary light 
for the full length mirror of the 
nearby wardrobe and additional 
light for the room itself 

For reading while seated neat 
the full-length window one 150 
watt floodlight has been located 


in the window sill. This light is 
adjustable and may be easily 
focused to the reader's require 
ments. 

Still another unique use. of 





RECESSED FLUORESCENT LIGHTING is 


guest room and a special fixture automatically turns on as the desk is opened. 


November, 


installed at the entrance of each 
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IN THE BATHROOM soft white fluorescent 


lamps are used in glass fixtures. 


fluorescent lighting in the bed 
room is in the desk cabinet. he 
cover of this piece of furniture 
pulls down and a 20-watt, T-12 


Huorescent lamp turns on provid 
ing light for writing. 

tricks have 
tried out 


Lighting galore 


been with brilliant suc 
cess outside the hotel as well as 
The 
dining terrace 
winter) at the 


inside. outdoor summer 
a skating rink in 
Sth floor 


lighted in an 


lobby 
level is unusual 
manner. 

Beams trom 30 projectors lo 
the parapet at the 
19th floor level are projected into 


a mirror set at 


cated behind 


the edge of the 
parapet and as the long mirror is 


mechanically brought into posi 
tion, light flows down 150 feet 
onto the terrace \utomatically 


( olored 
light 
making it possible to change the 


controlled frames bring 


screens into the beams ot 


atmosphere of the terrace at will. 
The Market Is Ready Now 


In a survey designed to dis 


cover the degree of obsolescence 


of existing lighting installations 


as compared with the higher 


standards of lighting stemming 


from the development of fluor 


escent lighting, 1t was found that 


illumination in hotels was ap 
proximately 95 percent obsolete. 

lor existing hotel buildings 
alone, then, a tremendous need 
for improved lighting exists 


\dded to this the planned light 
hotels should 
have and the 


ing that new have 


and must salesman 
has a lighting sales opportunity 


all set up and waiting 
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Whenever your LIGHTING PLAN calls for one or 
more of these eleven popularly employed lighting 
units, RLM labeled equipment insures you of 
units made to conform to important standards 
relating to lighting equipment efficiency, ease 
of maintenance and long life. They cover... 
(1) Materials (2) Reflection Factor (3) Construction 
(4) Photometric Performance (5) Accepted Criteria 
(6) Auxiliary Control Equipment Standards (7) Con- 
formance to National Electrical Code. 






























































No lighting unit can bear this RLM LABEL unless contin- “ 

vous compliance to RLM specifications has been deter- ed 

mined by the Electrical Testing Laboratories. For a S 
COMPLIMENTARY COPY of COMPLETE RLM SPECIFICATIONS 
for ELEVEN INDUSTRIAL LIGHTING UNITS, write any of 

the manufacturers listed below or address your request _ 

to RLM STANDARDS INSTITUTE, Suite 817, 326 W. 

Madison Sureet, Chicago 6, III. ' 

INCANDESCENT UNITS* ie FLUORESCENT UMITS* : 
aba @2an25e 
we] ES | Same See | een | | rae | eae] ea a 

lamps | Lomps | Lamps | “Lamps 
x Appleton Electric Company as. 
x x x 7 Benjomin Electric Mfg. Co. x x x x x 
x Bright Light Reflector Co. x £ x 
Day Brite Lighting, Inc. x x x x x 
x Jones Metal Products Co. (Abolite) 
x The Miller Compeny x x x 7 x x 
Mitchell Manufacturing Co. x x x x 
x Overbagh & Ayres Mfg. Co. 
x a x x Quedrangle Mfg. Company 
x x x x Smoot-Holmen Company ee x x x x 
Syivania Elec. Products, Inc. x x 
x x x x Westinghouse Electric Corp. x x x Ke x x 
x “lp x X | Wheeler Reflector Company x x x x x 









































*Based upon Report for the Fourth Quarter of 1947 and supplementary 
reports by Electrical Testing Laboratories, Inc., the independent testing 
agency of the Institute. 


A eae cepa a ee Ce ee a a ; 
* Electrical Testing Laboratories, Inc., 2 East End Ave., af ‘ oTA N A i 5 IN q 7 
New York 21, N. Y.—an independent testing organization, bt * «= 


** Shec. #22 covers a new 2-40 W fluorescent longitu unit. 





serving American industry for 50 years and responsible for the Ae lathe hehehehe hte: 
inspection and certification of lighting units to RLM Specifica- 
tions. Fourth Quarter Report above shows manufacturers who 
can supply lighting units made in accordance with RLM Spect- 
fications as indicated by (X). 


3 Bae ns 


ifen alleie ci ett (om callecio dance tantina &auiomenh Manufacturers | 
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Every salesman, regardless of where 
his territory is located, must know that 
his sales are affected to a greater or 
lesser degree by trends and events 
that have their origin far away but 
that exert an irresistible influence 
along the entire broad front of busi- 
ness, regardless of location. 


This symposium on current market- 








ing trends, shifting markets, and the 
outlook for future business was pre- 
sented by a group of editors of 
McGraw-Hill business magazines at 
the Twentieth Boston Conference on 
Distribution, held at the Hotel Statler 
Boston, October 25 and 26, 1948. 
Because the authors not only have 


covered important specific fields of 


American business but have presented 
also interesting analyses of the whole 
American marketing picture and the 
future outlook for general business, we 
feel certain that every salesman will 
find this special feature of great in- 
terest and highly profitable reading 


The EDITOR 








The New American 
Market Pattern 


By Kenneth Kramer 
Executive Editor 
Business Week 


AY we are in one of the 
most exciting periods in Amet 
history We 


came through a war which did not 


ican business 
sap our strength. If anything, the 
war added to our strength We 
came out of the war into a situa 
tion which is far from normal. We 
found ourselves in one of the big 
vest, if not the bige« st. sellers’ 
markets in history 


Demand tor practically every 


thing tar exceeded available supply 
Demand still 


is greater than supply in many lines 


when the war ended 


of business. 

colored 
trouble 
But try to get an automobile of any 


eet a white o1 


> 


You can 
shirt today without any 
immediate delivery and 
You can't 


even get any solace out of the old 


olor for 
see what luck you have. 


saving of Henry Ford: “Give them 
any color, just so long as ti 1s 
black.” 

In these davs when almost any 


thing that can be made will be 


] 


bought without being sold, the life 


avel should be 


of a marketing man or a sales man 
heavenly. But 
aim t necessarily so 

Most marketing men that | kiew 
1 hear about are spending plenty ot 
trme laying plans and getting plans 
in motion which will enable them 
to score bulls’ eyes when the shoot 
Mg for markets becomes a real 
national sport once again 
asking themselves 


they keep 


What do we know about ir mat 


t 


cete s 


[hey are finding out part of the 


answer by practical experienc 


Chey are finding out things abou 
their market simply by observing 
what happens today to the distribu 
tion of 


their products with little 
sales or merchandising incenti\es 
\ manufacturer who has_ bee 
1 


feeding his product into tl 


stream for 


ie dis 
tribution three years 


since \-] 


some of the soft spots are on the 


Day has learned where 


marketing map. He also knows by 
this time where some of the strong 


ones are. Some of the strong cones 
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and some of the weak ones are ol 
“a 
and well known to him. Some are 
, 
new and hard to figure 
lhe post-Wal operatol 1S also 
ettrne ] iS1¢ 11 ormatiol bout the 
Anges Ill Size and characte ol thre 
inarket from a number of sources 
J 
rom government statisiics and re 
ports: from huis trade association: 
mn) business and trad publica 
‘ ’ , , , 
WOnsS:; Trom specialized Marke rc 
search agencies: and from his own 
arketing studies 
Since the war the lLnited State 


as had a big export 


boom. We had 
a greater balance of trade last year 
than ever before in history. With 
the Marshall Plan now in effect, an 
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automatic market is supplied for 
5-billion dollars’ worth of Ameri- 
can goods and services a year. 

Sut that market 1s peanuts com- 
pared to the market here at home. 
Here is the great American Market. 
Here is the New American Market. 
Here is the market without equal in 
the world. 

W hat 


it? Those are 


How big a market is it? 


kind of a market is 
questions that are asked every day 
and new answers are being supplied 
every day. 

First of all, let us look at a few 
19297? ‘Those 


statistics. Remembet 


are the days we usually talk about 
when we want to conjure up a pic- 


ture of times. In 


deliriously good 
1929, we had a national population 
of 121 million people. In 1929, we 
had a national income of $82 billion 
gut, by 1947, eighteen years later, 


we have 22 


million more people 
added to our population and $100 
billion added to our national income 
Retail sales have more than doubled 
Per capita income has _ almost 
doubled. 

loday we are as close as we have 
ever been to full employment in this 
country. In fact, I would say that 
today we are at a practical full em- 
ployment level. For we have unem- 
ployment today down to the point of 
the practically irreducible minimum 

Much of the gain in income and 
and came 1939, 
when World War II got underway 
in Europe. So, the last eight years 
are the most important years. Our 
national population went up about 
$ percent in those years. That was 
at a faster than in the 
1929 to But that 
puny compared to others. National 


income went up 130 percent 


sales 10bs since 


rate 
1939 


years 
gain was 
Per 
capita income went up 116 percent. 
Employment went up 22 percent. 
Factory jobs went up 46 percent, 
and factory payrolls went up 172 
And unemployment 
down 75 percent. 


percent. went 
Enough of big statistics. As valua- 
they little 
statistics almost as interesting and 


ble as are, there are 
there are trends in the market that 
are possibly more important. 

Let me enumerate and talk briefly 
about a few of the major trends: 

First, gaining 
country life. Over the long history 
of the United States, that has been 
true more often than not. But it is 
a trend that easily itself 


city life is over 


reverses 
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It certainly did that during the 30’s 
after the big depression got under 
way. Then, the slogan was “back 
to the farm.” As an example of how 
the trend is running now, the state 
of Texas in 1946 for the first time 
in its history had a larger urban 
than a rural population. It is an ac- 
celerated trend today. 

Second, and this follows from the 
first, city populations are running 
ahead of farm populations because 
of the rise in factory jobs. With in- 
dustries running at 
higher than ever before, they need 
more workers. And, when the slack 
in the city labor force is taken up, 


peak levels, 


it is expanded on the whole by 
drawing in people trom rural areas. 

Third, and this also follows from 
the first, city populations are run- 
ning ahead of farm populations be- 


cause there is less need for workers 


on the farms. We are going through 
a farm revolution in this country. 


increase in trac- 
1940, 23 
United 
become tractorized. By 
1946, 41 per cent of all farms in the 


It is because of the 
torization of farming. By 


percent of all farms in the 


States had 


United States had tractors on them. 
\t this point, [ should mention that 
this mechanization is not at all uni- 
form through the nation. It is much 
farther along in the corn and wheat 
belts. The trend has a much greater 
distance to travel in other parts of 
the country. 

The fourth trend 
what contradicts the first. But 


ma jot some- 
that 
is only because of a difference in 
definitions of rural and urban areas 
This trend is industrial decentraliza 
tion. this trend, 
United 


losing their relative industrial im 


Because of older 


regions of the States are 
portance. Newer regions are gain 
ing in relative industrial importance. 
lhe two main regions moving up on 
the plus side are the Far West and 
the South, particularly the South- 
east. But an equally important thing 
to consider is the trend within this 
trend. It is a trend toward establish- 
ment of new industrial plants in 
smaller cities rather than in large 
months Business 
leek checked with six major com 


ones. Some ago, 
panies in six major types of manu 
facturing industry on new plant 
locations. Out of a total of 83 new 
branch plants built or building by 
the six companies, only 23 were in 
cities with over 100,000 population. 


Out of the 83 plants, 60 were in 
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cities with less than 100,000 popu- 
lation. 

The fifth 
field of wages. It 


major trend is in the 
is the catching up 
of wages in soft goods lines witl 
those in hard goods lines. Heavy 
goods industries have traditionally 
paid higher wages than nondurable 
goods. In 1939, hourly wages in 
automotive plants were 93c. And 
they were 39c in cotton textile mills 
In 1948, average hourly 


$1.61. 


wages in 
automotive plants are And 
they are $1.07 in cotton mills. So, 
the heavy goods centers formerly 
classed as high wage areas are los 
ing their relative importance as mat 
kets to soft goods centers formerly 
classed as low wage areas. Part of 
this extraordinary gain in wages 1n 
to the na 
tional minimum wage law. Part of 
due to 


soft goods lines is due 


this extraordinary gain is 
the competition for the services of 
factory workers. 

The sixth major trend | want to 
mention is the relationship of sal 
aried employees and wage earners 
The white 
ground steadily to the men in over 


collar class is losing 


alls. It is a basic redistribution of 
income. 
The seventh major trend is the 


increased share of national income 
taken by 


farmers have outdistanced those in 


farmers. Earnings of 
other kinds of employment. And the 
high price for farm products today 
is not the whole explanation for it 
of course, to under 
money, 


It sounds easy, 
stand that 
barrels of it, when wheat is selling 


farmers make 
above $2 a bushel and hogs are 25c 
a pound on the hoof. But the farm 
revolution I mentioned earlier is 
one guarantee that the farmer is not 
likely to be the poor cousin in the 
\merican family even when prices 
go down. Farmers who are tractor 
ized and who have up-to-date farm- 
ing knowledge claim they will still 
be able to make money if wheat goes 
down to 60c¢ a bushel and hogs are 
down to 8c a pound. Another guar- 
antee to a high level of income on 
the farm is the government attitude 
toward 
port 


agriculture. The price sup 
programs which have been in 
effect the past few years are not go- 
ing to be ditched any time soon. 

\ll these trends fit into an overall 
pattern. They help to form the com- 
position of the New American Mar- 
ket. It boils down to this: 

The New Market 


American 
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comes closer than ever to being a 
real national market. It is not so 
much a conglomeration of widely 
different regional markets. It is not 
so much a group of widely varying 
income levels. It is larger. It is 


broader. It is more homogeneous. 
It is richer. 

We all think we know a lot about 
this market. The ones who study it 
closest however are the very ones 
who most often feel they still know 


The Outlook for the 
Textile Industries 


By C. W. Bendigo 
Editor 
Textile World 


N ORDER to understand the 
textile industry, one must bear 
in mind that it is composed of 
clothing, fur 
nishings, and industrials. Most per- 


three general parts: 


sons fail to realize that clothing 
represents less than half the volume 
of textile pre duced: 
industrial 


furnishings and 
textiles taken together 
are more important in volume to 
the primary textile industry than is 
clothing. The industry is compli- 
cated by a wide diversity of prod- 
ucts, which range from yarn, cord- 
age, and thread to woven, knit, and 
felted materials in thousands of 
forms and finishes. 


One of the newer aspects in the 


-_ / 





production and merchandising of 
textiles is a clearer recognition of 
the importance of industrial fabrics. 
The biggest industrial users of tex- 
tiles are the rubber companies which 
apply them principally for use in 
tires. However, millions of pounds 
are used in other rubber goods, such 
as in covering and reinforcing hose, 
reinforcing rubber belts, backing 
waterproof coatings and coverings. 

There is a significant change in 
this large field in that synthetic 
fibers are now replacing cotton. This 
vear, 25 percent of the synthetic 
fibers produced will be used in the 
industrial field. This is only slightly 
less than the average percentage of 


SY 


nd 


<:, 
| 


PROPER LIGHTING and ventilation are two factors that help to produce textile in 
the United States at a lower cost than in any other country. Westinghouse photo. 
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too little about it. They are the ones 
who know that intelligent answers 
to marketing questions are going to 
be more important than ever in the 
future if the greatness of the New 
\merican Market is to be preserved 





C. W. Bendigo 


all fibers used in this field. We must 
pay particular attention to synthetic 
fibers, because they are backed by 
a most aggressive production, pro 
motion, and merchandising pro- 
gram. I need only mention the one 
word Nylon to demonstrate what | 
mean. 

It is generally agreed that tex 
tiles made from synthetic fibers will 
be the last to feel the effects of 
Many 


mills are changing over to the run 


strong competition cotton 
ning of rayon and other synthetics, 
since for a given amount of effort 
ior production and merchandising 
they yield a greater return. Wool 
mills had the experience this year 
of seeing practically complete. sell- 
outs of spun-rayon fabrics pro 
duced on conventional or cotton 
tvpe machinery, while some all-wool 
fabrics remained unsold. 

The foregoing well illustrates the 
fact that one of the greatest needs 
in the textile industry has been for 
accurate information as to what 
customers want. Textile mills had 
heen mighty slow to promote their 
wares. | make that statement in the 
past tense since this year, for ex 
ample, in one of the best known 
general-circulation magazines textile 
advertising has increased 1,000 per- 
cent over what it was five years ago 
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Most of this advertising 1s on 


result of continuous integration 
within tl 


ie industry. Integration ts 


something which is not new, but it 
is a subject that seems to wave a 
Anyone who will ignore 
the emotional aspects of textile in 
tegration cannot fail to see that it 
as alwavs been a trend and will 


With competi 


tion returning, newly and_ broad! 


continue to be one 


tegrated organizations will be put 
| beli ve 


that, everything else being equal, an 


to the test of survival 
integrated company will be found to 
have the advantage. 

\nother new factor which most 
persons fail to take into considera 
tion is that textiles wre now being 
produced in the United States at a 
lower cost than in any other coun 
trv in the world. I say that mindful 
of the great difference in wages 
between the United States and othe: 
countries, even Japan. 

[ do not know how much longe1 


we will continue to be the world's 


lowest-cost producer in textiles; but 
based on what | saw in Europe this 
spring, | would say that we need 
not fear England or the Continent 
price-wise for quite a few years. 
IXxtremely high quality or extreme- 
ly unusual textiles probably can be 
produced to an advantage abroad, 
but such production represents only 
i fraction of 1 percent of the field 

[he international aspects of the 
dustry are of great importance to 
us now, particularly in regard to 
Japan and Germany. Their textile 
industries are being tied in very 
closely with ours. At one time it was 


decided that everything possible 
should be done so that production 
in Japan and Germany would not 
United 


thinking, however, 


compete with that of the 


states l_atest 


+ + +] 


seems to be that the textile industry 
these countries will be the back 


bone ot their recovery and that we 


should allow them to sell anywhere, 


Trends in the Food Industries 


By Frank K. Lawler 


Executive Editor 
Food Industries 


MIGNIFICANT trends are tak 


ing place in all phases of the 


over-all food operation In 
cluding production, processing 
wholesaling and retailing. While 


none of these is a sudden, une 


pected development, they are of such 
proportions as to have a strong in 


pact on the food business 
Everyone knows that on the 


whole this has been a bumper crop 


vear. But many may not realize that 


bumper cropping has become a habit 
We have had un 


usually large crops tor 


in this country 


quite a departure from historical 
experience. Before the war, we felt 
that good crops were an act of God, 
who made the weather and con 
trolled the ravages of insects and 
plant diseases. but a revolution in 
agricultural methods has been tak 
ing place. Recently 
bumper 


some of our 
crops have been pretty 
much a man-made job 


Farm mechanization has con 
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ibuted both to increased food pro 


luction and to tl 


e avoidance of crop 
When 


weather hinders a planting or har 


catastrophes unfavorable 
vesting operation, the farmers’ iron 
horses can turn out a lot of work in 
a little while and can give the farmet 
a two-or-three-shitt emergency op 
eration. 

Che destructive effects of drought 


and of plant diseases have been cur 


tailed greatly by development of r 
sistant varieties of plants. The ray 
ages of « rop insects have been large 
ly overcome by powerful new insect 


Weeds, too, 


have met their scientific master—1i1n 


icides such as DDI 


the new weed killers such as 2-4D. 


L’se of synthetic hormones has 


elped to increase | roduction and to 


o to prevent 


control harvesting time 
waste. Last, but very important, 
farmers are using terrific amounts 
of tertilizer to boost yields. 

Yes, a new day in agriculture has 


irrived, and it mav mean that we 
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any such textiles out of the United 


States will be the high cost of pro 
duction in both of these countries 
It would be unfortunate, however, 
if we rigged the exchange rate to 
permit, in effect, a subsidy on Ger- 
man or Japanese textiles to permit 
United 
opinion, only un 


them to compete in the 
States. In my 
realisti exchange rates will bring 
textiles from either of these coun 
tries into the United States during 
the vears immediately ahead 

| should like to conclude my r 
marks with an expression of con 
fidence in more intelligent distribu 
tion of textiles in the future than 
we have ever had in the past. Today 
we see only the beginning signs such 
as increased advertising and recog 
nition of the inportance of indus 


al fabrics. Couple these — twe 


aspects with some scientific survevs 
to determine exactly what 
markets are and 
customer wants and we shall soon 


] ++ 
e reaching a better era 





Frank K. Lawler 


+ 


Tact a long ral) 


ge food surplus situa 
tion in this country. 

ood processing, too, has taken 
a surprising spurt in recent years. 
It is surprising because it has out- 
stripped population growth. The 
Food Industries Index of processed 
food production currently stands at 
147, which is nearly half again as 
high as the 1939 level. Thirty-three 
percent of the average person’s in 
come 1s spent on food, compared to 
24 percent pre-war. People are eat 
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THE “FOOD-O-MAT,” a mechanical innovation contributing to efficient retailing, is 
said to save up to 40 percent of the customer's time. Smithcraft photo. 


ing 12 more finished food 
per capita than before the war. Add 
population 
about 10 percent post-war and you 
see why the stable old food industry 


percent 


to this a increase of 


1S booming. 

To keep prices down while paying 
dearly for raw materials, labor, and 
freight, 
efficient 


adopting 
than 


processors are 


more methods faster 
ever before. Materials handling is 
being more highly mechanized, 
from 
hatch to continuous, and packaging 
is being speeded. And for the peace 
of mind of distributors, it is worth 


noting that the averaged profit for 


processing is being converted 


food processors last year was only 
3.5 cents on the dollar. 

In the wholesale and retail phases 
of the food business, the trend like- 


wise is toward greater efficiency and 
Wholesalers are intro 
ducing more efficient materials han 


lower costs. 


dling and otherwise cutting costs so 


as to give independent retailers 
prices which are competitive with 
those of the chains. Alert whole- 


salers have come to realize that the 
more they help the independent re- 
tailer, the better their own business 
will be. There are many wholesalers 
who are delivering merchandise to 
retail stores at prices ranging from 
4 to 7 percent 
Progressive 


over car-lot costs. 


wholesalers also are 
supplying expert advice on store 
layout, display and advertising. 

In retailing, the trend to the effi 
cient self-service system continues. 
More than half the volume of food 


sold by independents last year was 


handled in self-service stores. More 
surprising, perhaps, is the growing 


tendency for retailers to imerease 
profits by selling non-food items. 
These include such products as lamp 
bulbs, proprietary drugs, beauty 
aids, facial tissues, paper napkins 
towels, films, garden 
deodorants 
kitchen 

and small 
This trend is not 
able, since people make about 200 
million 


and seeds, 


household and insecti 


cides, hardware, razo1 


blades electrical 


apph 
ances, unreason 
trips to food stores each 
“drug” will 
have to start looking to their laurels 

More retailers 
ice cream, candy, frozen foods and 


week. Perhaps stores 


selling 


also are 


fresh bakery products. 


Sale of prepackaged produce Is 
gaining because it increases impulse 
buying, saves labor throush = selt 
service, and reduces deterioration 


and shrinkage of the product. Pre 
packaged fresh cuts of meat are re 
ported to be sold in 250 to 300 stores 
in the country. Even tresh fish is 
heing prepackaged. 

\mong 


mechanical innovations 


contributing to efficient retailing 
must be mentioned the food-O-Mat, 
one hundred of which are in opera 
tion or in process of installation. 
Here the cans and packages are on 
When a 
takes the first package on the track, 

behind it slide 


the empty space. This gravity gro 


inclined tracks. customet 


others down to fill 
cer is said to save up to 40 percent 


of the customers’ time and_ half 
the store floor Space 

In conclusion, two other factors 
mentioned. National brands 
\nd 


chain stores have made a comeback 


ay be 


are enjoying a strong demand 


to their pre-war position, although 
independents still handle the bulk of 
the food business 


Today’s Electrical Appliance Market 


SALES TRENDS 


The electrical appliance business 
f 1948 will achieve a volume of 
close to $3,000,000,000. The pros- 
erity predicted for the business in 


November, 


By Laurence Wray 
Editor 


Electrical Merchandising 


the post-war years is living up to 
all its advance billings. Pre-war, the 
1941 had seen all-time 
records set, but postwar showed 
1946 topping 1941 by 34 percent; 
1947 topped 1941 by 161 percent 


year sales 
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and for 1948 the increase is esti 
mated at 175 percent above 1941. 
The last half of 1948, however, 
showed indications of the first lull 
in the post-war appliance-radio 
hoom. Except for washing ma 


99 








Laurence Wray 


chines, refrigerators, ranges and 
one or two small appliances, the 
rate of increase over the previous 


i 


vear 


This 


vacuum 


showed definite declines. 


included water heaters, 


cleaners, ironing machines, radios 


(except television), and a long list 


The 


for this decline may be summarized 


of small appliances reasons 


briefly as follows 
l. When 


virtually 


appliance production 
i 
the war 


enormous backlogs of demand 


ceased during 
years, 
were created. In an average pre 
instance, sales of re 
about 2,500,000 
units annually. Washers were sell 
ing at the 2,000,000 units 
which means that backlogs of from 
S.000 000 to 


war vear, for 


trigerators ran at 


rate of 


10,000,000 units were 


created. In the three post-war years, 


sales of those two devices actually 


have totaled “oughly 10,000 000 


units, so that in the case ot both re 


frigerators and washing machines 


he backlog is gone and the indus 
1 


try is down to hard competitive 
selling 
hs uccessive price mcreases for 


1 1 


the past two vears have stiffened 


consume resistance despite the 


comparatively active consumer de 
mand 


3. More 


, 
have 


rigid installment terms 


recently been reinstated which 


' ] . tende v to nut a hrake 
May ave a tendency tO put a Drake 


on volume sales 
+. The rise in the cost of living 


or both commodities and the price 


of consumer durable goods—auto 


mobiles, furniture, housing, etc. 


t 


plus the increased production and 
availability of these other consumer 
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durables, has cut into the amount of 
money available for appliances. 

5. While savings in the hands of 
consumers still represent an impres 
sive total, declines have taken place 
during the past three years. 

There are many favorable factors 
in the sales picture, however, which 
should tend t 
paratively 


keep volume com- 
the 
established for the pasl three years: 


as high as levels 


(a) Disposable personal income 
(personal income less direct taxes 
which was rated at about a $175,- 
000,000,000 level in 1947 should 
reach $185,000,000,.000 to $190,- 
000,000,000 in 1948 and 1949. Pre- 
war, the figure ran around $80,000, 
000.000. ‘This 


be discounted to some extent 


increase of course 
must 
by the increased cost of living. The 
BLS index is up 70 percent 
the 1939 the 
]y- 


hand, the increase in disposable per- 


over 
average (on other 


sonal 
1939 


income for 1947 as against 
was $105.000.000.000 or 150 
percent 


1 
(Db) Some 


6,000,000 new custom- 
ers have been added to the lines of 
power companies in the past three 
vears, a rate of growth exceeding 
even the records of the early 20's 
when house wiring was at its peak. 
In the past ten alone, 
12,000,000 new customers have been 
brought the electrical fold 

roughly one-third of the total num- 
ber of 


years over 
into 


wired homes in the country 





This rate ot increase should hold if 
home building maintains the mil 
lion-a-year clip established in °47 
and *48. 
(c) The obsolescence of appli 
ances in use has been vastly accel 
erated by war-time non-productior 
and the fact that current productio1 
has been going largely to new cus 
and _ little effort ha 
put on replacing old models 


tomers sales 
heen 
Nine 
more than 10 years old and so ar 
million 


million refrigerators in use at 


seven washing machines 


With 


showing 


present saturation figure 
owned )b 


some 27,000,000 families and was] 


refrigerators 


ers by some 25,000,000 the poten 
tials of the replacement market ar 
evident. A recent survey, howeve: 
showed that retail trade-in activit 
on refrigerators, for 
confined to less than 


instance, 1 
5 percent o 
the sales. While replacements, it 

true, account for a proportionate], 
higher 
that 
either being sold privately or given 
away, and thus they will continue t 


figure, the indications ar 


many obsolete appliances aré 


exist as a replacement potential. 
DISTRIBUTION TRENDS 

This vast post-war appliance ana 
radio boom is being shared by mors 
elements in the business. 

1. Pre-war appliance manufactur 
ers have increased their productior 
capacity and broadened their lines 


uy 


Si 


THERE HAS BEEN A GROWTH of approximately 60 percent in the number of 


dealers serving the appliance business; some 75,000 exist today. Guth photo. 
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2. Many established manufactur- 
ers in other fields have entered the 
ppliance business. Many manufac- 
urers born of war industries went 
nto appliance manufacturing post- 
var. 

3. There has been a growth of ap 
proximately 60 percent in the num- 
er of dealers serving the appliance 
business. Some 75,000 are in exist- 
ence today and while the mortality 
rate is growing, the available busi- 
ness is being divided into small 
shares. Much of this mortality, in- 
identally, is of the “hidden” variety 

partnerships, for instance, in 
which one partner is dropping out 
and another takes his place. Com- 
petitive conditions entail higher sell- 
ing costs. As these costs increase 
inventory loss, credit loss, trade-in 
oss) dealers will find it necessary 
to make an investment in the hiring 
and training of retail sales person 
nel, their net profit ratio will shrink 
proportionately and only the most 
efficient will survive. 

4. Post-war appliance distribu 
tion has tended more and more to 
the horizontal. Pre-war department 
hardware furniture 


stores, stores, 


stores and chain stores joined inde- 
pendent appliance and radio dealers 
at the retail level. In early days most 
of this business had been in the 
hands of utilities and 
primarily, 


contractors 
Post-war, however, has 
seen the invasion of the appliance 
retailing function by such diverse 
outlets as jewelery super- 
markets, plumbers, lumber dealers, 
drug stores, filling stations and tire 
chains. 


stores, 


5. The wholesale end of the busi 
ness has seen the continued rise of 
independent appliance and_ radio 
distributors to dominance in_ this 
field as contrasted with the pre 
depression pattern when old line 
wiring supply jobbers held most of 
that business. 

6. As many of the well established 
competitive elements reassert them 
number of 
these new ventures will probably g 
by the board. On the other hand, it 
would be reasonable to suppose that 


selves, a considerable 


x) 


due to the increased national in 
comes, and a vastly augmented mar 
ket the total number of wholesale 
and retail elements in the business 
will be permanently increased. 


The Business Outlook 


By Dexter M. Keezer 
Director 
Denvartment of Economics 
McGraw-Hill Publishing Company, Inc. 


S 1 understand it, my role in 
this symposium is to try to 
gauge the general course of 
usiness, as opposed to more de- 
tailed trends and possibilities with 
which my associates have been 
lealing 
In carrying out an assignment of 
this type it has been my observation 
that one might as well be hanged for 
1 sheep as a lamb. Hence, | shall 
1ot use the standard hedges in mak- 
shall not 
balance the situation on this hand, 
m the other hand, on both hands. 


Likewise, I shall not resort to the 


ing my observation. | 


lodge of making my estimates of 
what lies ahead on the assumption 


that other things are equal. Sine 


things never are equal that elimi 


nates an alluring exit by which to 


escape responsibility for having 


made a poor guess. 


have been known to use this exit 

| shall 
terms my expectation for business 
in general, I shall tell why they are 
what they are. And then (perhaps 
happily not in Boston) I shall await 
for events to make a seer or a sucker 
out of me. 

The only qualification which | 
stress is that made at the outset. | 
am talking about the general course 
of business, I am not talking about 


state in very clear-cut 
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\cademicians, 
with which this community abounds, 


THE PRODUCT TREND 

In addition to the backlog of con 
sumer demand for well recognized 
products, 
and replacement 
which 


manufactured pre-war, 


market potential 
pre duct Ss, 


there have been introduced new and 


exists for these 
dramatic devices which are bidding 
for sales volumes comparable to 
many of the established lines. 
These devices include television, 
which should score 850,000 units in 
sales in 1948: IF M-AM radio con 
dishwashers which reached 
the 100,000 unit mark in °47; food 
units 


soles : 


waste (garbage disposers ) 
100.000 
mark; home freezers on their wavy to 
the 500,000 unit mark; 
coverings which sold more than 
500,000 in °47 and will reach the 


million annual unit volume with the 


which also reached the 


electric bed 


vear; and the electric clothes dryer, 
which rounds out the complete home 
laundry ensemble, also at the 100, 
OOO unit sale mark. 

\ll these new devices will provide 
a new class of business, a new ap 
proach to old customers and a new 
profit source for distributors and 
retailers 1 


the appliance field 





Dexter M. Keezer 


thre course Ol any particular part of} 


it, or any. particular community 
Right now business in general con 
tinues to boom. But parts of it are 
sagging, and have been for some 
time. What is goin 
business in general is no indication 


of what is going to happen to any 


to happen to 


’ 
s 
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@ Those little starters in your fluorescent fixtures are very 


important to the satisfactory performance of your lighting. 


Certified Starters give you best lighting performance because they are made 
to exacting specifications. Then Electrical Testing Laboratories, Inc., an 

impartial judge, tests and checks them to assure they conform. 
If you want better performance, full lamp life, long starter life and 


lower maintenance costs, insist on Certified Starters —the ones 


with the Certified shield on the case and on each starter. 


@ Jo be sure you get Certified Starters, look for the 
Certified shield on the case and on each starter. 





Address inquiries to any of the following manufacturers of ——————————-—~— 


Certified Starters 


The Arrow-Hart & Hegeman Co., Hartford, Conn. _lronbound Operating Co., Newark 2,N. J. 


The Bryant Electric Co., Bridgeport, Conn. Kuthe Laboratories, Inc., Newark, N. J. 
Dura Electric Lamp Co., Newark, N. J. The Lloyd Products Co., Providence, R. I. 
General Electric Co., Bridgeport, Conn. Pass & Seymour Co., Syracuse, N. Y. 
Harvey Hubbell, Inc., Bridgeport., Conn. Sheldon Electric Co., Irvington, N. J. 


Instant Glow Starter Corporation, New York, N.Y. 


ELECTRICAL WHOLESALING—November, 1948 





48 








particular segment of business. 

I almost forgot to mention an- 
other major qualification which must 
apply at all times. If we go to war 
with Russia, all my 
about the future course of business 


observations 


will be irrelevant. In fact, in any 
broad sense of the term there will 
not be any business. The entire 
economy will be run as an almost 
wholly controlled subsidiary of mili- 
tary government. I personally do 
not expect war (or peace) with 
Russia in the next few years, but 
that is an ill-informed guess. 

[f we do not have war with Rus- 
sia, What I hope is my better in- 
formed guess is that business im gen 
eral will carry on at quite close to its 
present record-breaking level for the 
next six to nine months. Thereafter 
| anticipate that the going for busi 


ness will get somewhat bumpier, | 


would not be surprised if over brief 
periods ( periods of a few months) 
the general level of business, as 
measured by the Federal Reserve 
Production, 
might bounce down as much as ten 


Index of Industrial 
percent. But over the next few 
vears | do not expect to see any- 
thing that could be properly char 
acterized as a major recession. That 
would involve a drop of say 25 per 
cent in the index of industrial pro- 


duction \nd even less do | expect 


a depression 

One takes almost no chances in 
counting on business to carry on at 
close to its present level over the 


months ahead. The very momentum 


business has attained virtually as 
sures that. You can't have the tre 
mendous economic driving power 
provided by the employment of over 
sixty million people at high wages 
ind slide into a big business decline 
with a rush. If business were to 
start to fall apart at the seams this 
morning, which it is not doing, it 
would be a matter of months before 
vou would hear the thud. Such is 
uur momentum. 

The forecast that we won't have a 
recession, or a depression, in the 
next few vears is quite a different 
matter. In fact a good many care 
ful students of the business outlook 
expect a recession, or at least what 
is coming to be tagged as a “correc- 
tion” to manifest itself sometime in 
1949, A seems to be 

] 


a little recession, with the index of 


“correct mn” 


ndustrial production dropping pet 


haps 15 percent and taking a year 


or so to recover from the drop. 

Those who expect a recession can 
inake a persuasive case. Here are 
some of the things they emphasize. 
The steam is pretty well out of at 
least the first surge of post-war in- 
flation. Except for a few products, 
mostly made out of a lot of steel, 
the tremendous order back-logs for 
industrial products built up during 
the war have been largely elimi 
nated. Prices in general are level- 
ling off, and farm prices are start 
ing down. F is harder to make 
business sing when prices are not 
The drop in farm prices 
will probably result in some reduc- 


rising. 


Post-war 
programs of plant and equipment 
expansion are pretty well completed, 


tion in farm purchases. 


and higher interest rates are making 
further difficult. 
Thus there will be a cut in expendi 
tures for plant and equipment. Most 
of the people who were absolutely 


expansion more 


desperate for some kind of housing 
have got it, so there will be more 
choosiness in the housing market 
and some slowing up in the process 
If declines such as these should 
come together, it is possible to see 
them snowballing into a recession or 
at any rate a stern “correction.” It 
is even easier to do this if it is as 
sumed, as some do, that the Rus 
sians will suddenly become sweet 
and thus prompt us to cut back on 
our fourteen-billion dollar military 
budget. 
It is my guess, however, that some 
of these declines will not materialize, 
at least in very imposing propor 
tions. For example, I do not look 
for much of a drop in housing. Ex 
penditures for new plant and equip 
ment are so crucial to our national 
security and our prosperity that we 
at McGraw-Hill are making an ex 
tensive national survey of prospects 
in this field. The survey is not done, 
and will not be for some weeks. 
But from 
would be a mistake to look for a 


present indications, it 
large decline here. 

So far as the Russians are con 
cerned, I have already disavowed 
any pretensions as an expert. But 
| shall certainly be surprised if there 
are developments in that area which 
result in substantial cuts in military 
appropriations soon. On the con 
trary, so far as international rela 
tions are concerned, it looks to me 
us though we are going to spend 
many years man armed camp, full 
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of crises, alarms and general con- 
fusion. 

But, | am sure you will ask, will 
Don't 
political 
stability to assure good business ? 
My answer to that is No, definitely 
No. It is based partly on abstract 


that not be bad for business? 
we need tranquility and 


reasoning, partly on history. 

\s the leader of the free world 
we have a tremendous job of inter- 
national economic development to 
do. The European Recovery Pro- 
gram is just a small beginning. 
Soon it will be the Asiatic Recovery 
Program, then the South American 
Development Program. But won't 
these programs break us? They 
might, if we do not manage the 
basic resources involved wisely. But 
they will also provide the means, 
always ready and waiting, to main 
tain a high level of business activity. 

[s there any lustorical support 
for this view? Sure there is. Dur 
ing the 19th century Britain had the 
role of world leadership which has 
been passed along to us. She was 
investing and developing trade all 
over the world. She was fighting 
They 
were not atomic wars, to be sure 
But they 
keep thin 
all this, | 


relatively 


a war every now and then 


were quite sufficient to 
gs well churned up. With 
sritain enjoyed a high and 

steady measure of pros 
perity, 

We are inclined to think that all 
we are going to get out of our world 
leadership is an endless series ot 
headaches. And_ the 
far gives support for that position. 
But as we settle into the job we shall 


record thus 


see that alone with the headaches 
go tremendous opportunities both 
to sustain and increase our econom 
well-being. I think we are going to 
exploit the opportunities success 
fully 

Because of that expectation IT do 
not believe we are headed for a bust 
[ think we are entering upon a long 
period of prosperity. It will not be 
a comfortable period. It will not be 
a tranquil period. There will be 
many bumps for business. Billions 
will be put into armies and arma 
ments that it would be far pleasanter 
to see put into parks and slum cleat 
ance. But as in the days of the bad 
men on our western frontier, nature 
and human nature will combine to 
make an extremely interesting and 

il you manage to keep alive-—a 
generally prosperous life 
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ONCE a dull, unalluring business place—Now an up-to-date progressive store thanks to alert lighting salesmen and architects. 


Modern Lighting Is A Must 





7 HEREVER any store mod 
ernization is planned, there 

a relighting job is_ being 
created. And hundreds of plans 
that retail store owners had ready 
for their stores and were forced to 
hold in abevance during the war 


vears. are today being taken out ot 


the desk drawer, revamped and 

initiated as quickly as possible. The 

reason for this—competition 
Competition is forcing — retail 


stores to raise standards of lighting, 
hecause it is no longer a case of be 
ing able to sell anvthing you can get 
Today a single relighting job sold to 
a store on the main street forces all 
other merchants in the block to re- 
light or else lose out lose out 
where it counts—in sales volume. 
Numerous studies have been un 
dertaken and completed by the light- 
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ng industry to provide considerable 
mrormation to the Store ownet who 
contemplates modernizing his estab 


1 


lishment. Those careful studies have 


proved that the proper lighting of 


fers many advantages to the retailer 


\ modern store lighting installa 
tion is an “extra” salesman stimu 


lating impulse buying. Assuming 
that lighting specialists are going 
to utilize fully the benefits of 
planned lighting and that no mer 
hant is going to be encouraged to 
put up a few fluorescent fixtures 
any place 


flood of bright light, a modern light- 


just to produce a greater 


ing installation can attract custom 
ers into. the store Customers 
brought into the store are encour- 
aged to move about the floor, pass- 
ing from aisle to aisle, from one 


highlighted display area to anothet 

In making their way throughout 
the store, the customers are not 
viewing a wonderful 
play lhe 


lighting dis 
lighting installation is 
Its 10b 1S to 
help the sales personnel sell mer- 
chandise not lighting fixtures. Mod 


more or less hidden 


ern store lighting may employ any 


numbet 


if systems or combinations. 
lighting, 
indirect or totally indirect 


It can be direct semi- 
Iluores 
cent and incandescent lighting are 
often combined to do the job in 


store lighting installations. Con- 


cealed lighting units in_ coves, 
cornices and valances are used for 
general illumination. Entire ceiling 
be given over to lighting 


without detracting from the mer- 


areas may 


chandise on display. Spotlights, ef 
course, play a most important part 


ELECTRICAL WHOLESALING—November, 1948 








rr 


STORE interior has lighting designed to attract customers into the shop and urge them to walk around and look and buy. 





To Meet Modern Competition 











particular items or dis- 


} 


in making 
play areas stand out 


| 
| 


Thus modern 


ighting brings cu 
tomers into the store and _ forces 
them to circulate about the floor 


where they are exposed to cleverly 
lighted impulse sales items as well 
is attractive showcase goods 
Customers find it easier to shop 
in a well-lighted store. Sales clerks 
have discovered that lighting points 
out true values and textures to cus- 
tomers. Many sales have been lost 
because have failed to 
see the true value of an article. Sales 
clerks serve more customers at well- 


customers 


lighted counters. Shoppers can note 
the articles for sale more readily 
and decide on more 
quickly. Fewer errors are made by 
the clerks and by the customers at 
counters which are equipped with 


purchases 
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the latest in modern lighting fixtures 

The modern store lighting system 
creates an inviting atmosphere for 
the store. Customers enjoy shopping 
there. They spend more time in the 
store and return often. 


It has been proved that good 
lighting has definite advertising 
value for the store. People im- 


pressed with a modern store front, 
a clean, bright store interior where 
they can shop easily and quickly will 
comment on that business place to 
others. 

People shopping in well-lighted 
stores make f errors in their 
choice of merchandise. Few 
items are returned to the store be- 
cause “it looked quite different 
when I saw it in daylight.” A well- 
planned modern lighting installation 
provides a comfortable place to shop 


fewer 
first 


for customers and a comfortable 

place to work for sales clerks. 
Recently many thousands of store 

flocked New York 


City’s Grand Central Palace to learn 


owners into 
the latest trends in store moderniza 
was the Second 
Annual Store Modernization Show. 
Lighting, of course, was a most im- 
portant part of the program. The 
illustrations shown on these pages 
are 

stores 


tion. The occasion 


modernized 
awards for the 
architects at the Store Moderniza- 
tion Show. It is not necessary to 
point out the part that lighting has 
played in dull, 
dingy, uninviting shops to “some of 


photographs of 
which won 


converting these 
in town.”’ 
that 
lighting is a sales investment rather 
than an overhead expense. 


the most attractive stores 


Store owners have learned 






CAMERA CLICKS 


At the NEW WESCO 
at FRESNO 





















The Westinghouse Electric Supply 
Co.'s new building at Fresno, Calif., 
may be described as the last word 
in functional utility, beauty of interior 
finish and furnishing and in year- 


round, air-conditioned comfort. If 





this be not enough, the photographs 
MODERN APPROACH to the ideal in office design is exemplified by this general will tell the rest of the story. 


office, with executive offices in the rear, at the new home of Wesco's Fresno branch. 


The building has a frontage of 100 ft., 
and total floor space of 18,000 sq. ft. 
There is a railroad spur adjacent on 
which two cars can be spotted. J. B. 
Harvey is manager of this growing 
branch, which now requires an oper- 
ating staff of 21 people, including 


four outside salesmen. 








COMBINATION display and meeting 
room, shown in photo on left, was de- 
signed with lighting and acoustical 





excellence as an aim. 





GOOD LOOKS is but one feature of this city counter, which is easily accessible from the truck loading zone. 
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for better fluorescent lighting 









LO mm 


4% DEMAND 


@ When you demand and insist on Certified Ballasts in fluorescent lighting 


fixtures—you're protecting your own best interests—as well as the users’. 
Everyone benefits by using Certified Ballasts because they assure... 


Full lamp life Rated light output 
Quiet operation Dependable performance for fixture life 


Strict specifications control the building of every Certified Ballast—Electrical 
Y @& Testing Laboratories, Inc., an impartial judge, then checks and tests 


them. You're surer of satisfaction with Certified Ballasts. 





CERTIFIED 





( ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 


SPEC. NO. 6 
Beal |GH PF 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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NotesKromN AD W.A 


By Alfred Byers, Secretary 


National Electrical Wholesalers Association 





AREA MEETINGS WELL ATTENDED 

The present series of area meet- 
ings for N.E.W.A. members is 
proving very successful. Attend- 
ance at each meeting has been 
very good, especially in view of 
the fact that this year’s series 1s 
arranged for larger areas than 
was the case last year, which 
necessitates considerably more 
traveling by members 

Another point of significance 
has been the number of key ex 
ecutives of member companies 
who have attended the meetings. 
These key men have initiated 
some valuable discussion out of 
which much information about 
N.E.W.A. 
placed before them for their fu 
ture benefit 


activities has been 


Their questions and 
general remarks have made it ev1 
dent that thev are interested in 
the efforts of the Association to 
advance the welfare of the mem 
bers and the industry as a whole. 

Meetings have been conducted, 
September and October, 
Philadelphia, New 


York, Cincinnati, Syracuse and 


during 
in Boston, 


Baltimore. During November and 
December meetings are scheduled 
for St. Louis, Dallas, Chicago, 
Detroit, Charlotte and Atlanta 


IMPORTANT SUBJECTS ON AGENDA 

OF BOARD OF GOVERNORS’ MEETING 
The Board of Governors spent 

three days, late last month, at 

their regular fall meeting, at the 

Greenbrier at 


West 


newly 
\V hite 
Virginia 


re opened 
Sulphur Springs, 
At this writing it is too early to 


report fully on the important 
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matters on the Board’s agenda 
for this meeting. However, the 
three days were devoted to ex- 
haustive discussions of matters 
concerning public relations, inter- 
nal operating and management 
controls, employee relations, and 
committee activities 

\ complete report of the entire 
proceedings is being prepared for 
the full information of all N.E. 
\V.A. members. 


PACIFIC ZONE MEETS 

The reports of the meeting of 
N.E.W.A.’s Pacific Zone, held 
early last month, reflect the usual 
enthusiasms of the membership 
in that increasingly important sec- 
tion of the country. 

Patterned along the lines of the 
N.E.W.A. Convention at Buffalo, 
last May, the program included 
“panel” discussions. These proved 
to be a highlight of great interest 
and value in coping with actual 
operating problems. 

The three-day meeting attend- 
ance was very good and the pro- 
gram, although full of working 
periods, left plenty of time for 
friendly visits among members 
and guests and sociability and 
diversions of various popular 
tvpes. No one from N.E.W.A. 
headquarters was present—and 
that was headquarters’ loss, as we 





know from experience. 


WE ATTEND LAKE MICHIGAN CLUB’S 
FIRST POST-WAR MEETING 


Before the war the Lake Mich 
igan Club was a famous institu- 
tion of this industry. During the 


recent world conflict it was an in- 
operative group. Last month the 
Lake Michiganders began again 
to promote their fame and their 
interests by staging the first post- 
war meeting. French Lick 
Springs was the place and it was 
beautiful. 

N.E.W.A.’s managing director 
was a guest, and quite by sur- 
prise, heard himself called on for 
a few remarks. Although com- 
pletely unprepared, so far as a 
speech was concerned, Mr. Pyle’s 
“ad-libbing” was right to the 
queen’s taste. The popular editor 
of this journal, O. Fred. Rost, 
also did his usual good job of 
speech-making and quoted facts 
and figures more like a. statisti- 
cian than a writing editor-pub- 
lisher. 

Yes, your reporter was present 
too—just along for the ride, so to 
speak. It was a _ grand ride 
though! 

In fact the whole affair was just 
like a N.E.W.A. Convention. 
Members from many parts of the 
Midwest were there. A number 
of well known manufacturers, al- 
ways seen at N.E.W.A. Conven- 
tions, were also prominent among 
those present. Their informative 
talks, regarding their particular 
part of the industry, contributed 
substantially to the current ben- 
efit of all who heard them. 

Past N.E.W.A. President Fred 
Kiseman did a splendid job of pre- 
siding at this first session with 
A. J. McGivern managing the de 
tails of the whole occasion. An 
other prominent N.E.W.A.’er, 
D. R. “Dinny” Cohen of Glasco 
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Electric Company, St. Louis, was 
elected president to succeed Mr. 
Eiseman. Like Mr. Eiseman, Mr. 
Cohen also is a prodigious worker 
and will, unquestionably, 
real stalwart in that 
and important post. 
The Lake Michigan 


be a 
hone rable 


Club 


is 
well under way again and we 
were very pleased to be at the 
“launching.” 
WHAT'RE N.E.W.A. MEMBERS 
TALKING ABOUT? 

One of the most valuable re- 
sults of our attending area meet- 
ings and similar gatherings of 
electrical wholesalers is the op- 


portunity afforded to visit with 
many N.E.W.A. members in their 
own localities and talk shop. 
Worthwhile information and 
helpful suggestions always come 
out of such visits. 


This fall, these visits again 
have contributed much to our 
understanding of members’ prob- 
lems and how N.E.W.A. may 
offer assistance toward solving 
them. Among the subjects most 
frequently mentioned have been 
these— 


1. The need for greater sales- 
mindedness on the part of whole- 
salers’ selling organizations. (The 
N.E.W.A. Sales Boosters and the 
E.E.I.-N.E.W.A. Basic Sales Train- 
ing Course apply here. ) 

2. The difficulty of attracting 
eficient personnel and of making 
constructive adjustments to existing 
organizations. (N.E.W.A.'s Hiring 
and Improvement Manual goes a 
considerable way in 
these problems. ) 


working out 

3. What's the television prospect 
ud how does the service responsi- 
bility affect the distributor? (N.E. 
W.A.’s Television Manual gives the 
service answer ; the Newsletter pro- 
vides dependable information, 
available, on station development ; 
ind the Operating Cost Committee 
is working on data to indicate the 
experience to date in the handling 


as 


of the various distributor func- 
tions ). 

4. Better warehousing — proce- 
lure. (N.E.W.A.’s Warehousing 
Committee’s report shows many 
ways to streamline this depart- 
ment. ) 

5. The situation regarding indi- 


cidual freight absorption as effected 
hy the recent Supreme Court deci- 








Fast and Easy Stripping 
Non-Tacky — Easy To Pull 
Uniform High Quality In Every Inch 





WW kl 


Collyer Wires and Cables are engineered and laboratory 
tested for economical, speedy installation. On the job they 
are easy working... always uniform...and provide a 
quick, clean strip. Outer jackets are smooth and non- 
tacky for fast, easy draw. Convenient packaging saves 
time and eliminates waste, both in the stock room 
and on the job. Yes! Collyer is the choice of cost- 
conscious contractors who know it pays to buy 
the best in wire and cable. 


SERVICE ENTRANCE CABLE Type 
SE, Style U, Unarmored, with concen- 
trically wound bare neutral. Light in 
weight, flexible and inconspicuous. 
SUPRENE TYPE RR UNDER- 
GROUND CABLE Equally effective 
for aerial, duct or direct burial instal- 
lation. Neoprene jacketed. Under- 
writer's approval for Underground 
Service entrance. 

CABLEX (Non-metallic Sheathed 
Cable) Fast working, small diameter. 
Smooth, non-tacky finish. Collyer Type 
T Resistol insulation. Sizes 14 to 4 
with 2, 3, or 4 conductors. 

RUBBER INSULATED BUILDING 
WIRE Available in all sizes and types 
to meet your needs—Type R, RH and 
RW, lead sheathed or braid covered 
for voltages to 5000 or higher. 
VARNISHED CAMBRIC INSULATED 
POWER CABLES (Type V) Built for 
heavy loading, resistant to oil, ozone 
and heat. Braided or lead covered, 


single or multi-conductor—voltages to 
15,000. 





\ 


Let us know 
your 
requirements 


INSULATED WIRE CO. 


245 ROOSEVELT AVENUE, PAWTUCKET, R. I. 
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1 sion in the Cement Case. ( The Exe hio 
utive (ommiuittee has been -discu srayb 
ELECTRICAL SPECIALTY ITEMS | sing this problem at length’ in ord Oth 
| to decide what N.E.W.A. may proj ‘lud 
FROM CANNON ELECTRIC 2 ee 
| the etfects of this action on the se i 
| vices of wholesaling. ) ame 
| There are a number of other sul —_ 


LISTED IN THE NEW C-47 




















CONDENSED CATALOG 











jects, of course, which come up du 


CABLE TERMINALS l NEW ing these visits. In most instance 
type “80” | LOCKING PUSHBUTTON some existing program of N.! We 
; | | W.A. furnishes the aid necessary 
Sectional CABLE 3 Pre 
TERMINALS 7 begin to meet the particular cond 
| | tion. Pr 
| It has been singular, and m imp 
| - . 
| Type HLS (Pushbutton only) | gratifying, to hear many membe 
os ; aw .,.. | say that they feel N.E.W.A. is cer wal 
Use of these qual | (Not shown in C-47 but described in | t: oe ——_ t arvent arable . ghti 
ity terminals makes | Bulletin HLS-1.) Reset type. For bed- aan} Srv sly wh a pro MEMS al Che 
it unnecessary to carry | _ sidecalling stations. Ideal for replace- that its value is being felt more an = 
an excessive stock of one-piece ter- | ment on systems equipped with old more as complicated problems aris: = 
minals of different sizes. Six pair end | type buttons. Small, light, with plas- ee : 
section, 5 pair center section and 5 | tic shell and metal end bell. Cord en- and Association programs ar clu 
pair end section, with or without trance provided with fatigue rubber carried on to meet them. roe 
solder lugs. Shown on Page 27, with grommet. ‘ 
prices. | a 
| CONDUIT FITTINGS 
FOOT RAIL ALARM | u 
none ' - 
l / e - 
| / , - 
‘ u yt 
~ 
( ( } ! roo 1% é 9 
| CNT-1U CF-1U-33 oj 
| Box Connector CF-2U-% RR ont , : 
| Reversible Type Conduit Connector R. MODETES, EENCTA! Shes HMANARCT OF 
| refrigeration division, Whiting Corp. 
| Both listed as approved by Under- } lect d das president Oo! the Internatior a a 
l writers Labs. Popular items. Moder- oe 1 | 
ately priced. Millions sold. \ssociation of Electrical Leagues ats 
| 1949 was J. Clark Chamberlain, secr« a 
| = — tary-manager of the Bureau of Radi ict 
| 4 / rag ae) ind | trica \ pphane es of San Dieg mm 
l { mes (@)) (Calif.) County. Mr. Chamberlain, wl lec 
* “ +e j = 1 | 1 as 
: ‘ is “ =i " - has been sales manag ior two Calitot 
For banks, post offices. Connected | ~~ holesal a | Kina . 
with visual warning signs or bells, | crt ~~ A. TEE SPS Ce ee 
alarm is sounded by raising toe un-_ | Thin Wall FS-3 succeeds S. Ik. Strunk as president ot g 
der rail. Ruggedly built for long life. _ | Camenstns Senn Gnd the IA.E.L., and will take office d 
(Shown on Page 26.) | Lecokanien’ tl 
‘ . + — ° "0 Gillie e . A 
| CR-1 for ':” EMT conduit. Fixture Vice president and treasurer, respec 
LAMP SOCKETS | stud is a time-saver; no bolts needed. ere eee ener 
l tively, t the association tor the comung if 
(Conduit Fitting Prices advanced since C-47 ear are \. H. Kessler, manager ot 
l Catalog published. Ask for CF-6 Bulletin. North Central Electrical Industries 
| Minneapolis; and H. P. Wilson, seers 
| tary-manager, Electrical Institute of the 
| For a Pri-Cities, Rock Island, I] Small 
copy of the manager of the business development de- 
7 C-47 partment of the National Electrical Man 
‘ ufacturers Association, New York, wil! 
| Condensed ' ' 
ntinue as secretary, 
| Catalog, 
(Front) eur) | ; CONDENSED CATALOG 
Bayonet type shallow mountinglamp | Address ; 
sockets, using automobile type lamp. iH Dept. K-362 eit n 


Single and double contact types 
(Shown on Page 27.) 


GAW WOW x 


Levelgmint Company 





ITRIG 





Si ‘CE 1915 


Cincinnati Electrical Assn. 
Elects Two Wholesalers 

bin ( INN A’} I electrical wholesal 
ers d&dwin R 
Westfall 


treasurer, 


J<nauft and Lawrence B 


“elected president and 


Were 


respeetively, of the Cincinnati 





3209 HUMBOLDT ST., LOS ANGELES 31, CALIF. Elect 1 Ae ; ¥ ‘eaaiaiien 

srectrica < tion at that organi: 
IN CANADA & BRITISH EMPIRE: WORLD EXPORT (excepting British Empire): 4 n’s recent annual meeting.’ Mr. Knauft ‘ 
CANNON ELECTRIC COMPANY, LTD. @  FRAZAR & HANSEN, 301 CLAY STREET * 5. president of the F. D. Lawrence Elec 
TORONTO 13, ONTARIO SAN FRANCISCO 11, CALIFORNIA® ee ae ane cE IN | 

= i» tric Co.. of this citv, and Mr. Westfall 1s 

t iittala t 
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hio Valley district manager tor tke 


THE AIR YOU BREATHE SHOULD BE AS PURE AS THE WATER YOU DRINK! 


iLG Car 


Graybar Flectric Co. 
Other officers elected by the association 
f ‘ } 
‘ | 
Knode Distributing Co., Ist vice presi- | 


lude Eugene P. Zackman, of — the 


it; Arthur Ratke, of the Cincinnati 
Air Conditioning Co., 2nd vice president; 
ind Walter R. Keagy, of the Cincinnati 
vas & Electric Co., secretary 


Westinghouse Stage Show 
Presents Lighting’s Story 


PITTSBURGH - The lighting and 
ump division of the Westinghouse Elec 
Corp. has produced a stage show 
that tells in novel fashion the story of 
ghting in the past, present and future 
he 90-minute show, called “Look to 


Light,” is plaved by a professional cast 


ludes 33 major cities 


Consisting of six acts which dramatize 
ghting methods in offices, stores 
ools and factories, on streets and play 


unds, and at airports, this presenta 

once more brings the story of illu 
minating science and engineering to the 
tblic by means of stage drama 


While revealing the latest marvel i 


VENTILATION 


n-made illumination, the show also 


picts many existing lighting deficiet 


and calls for corrective action 


} +} | 


ong the points made by the skits are 


1 , a . 
at the five foot-candle level 


mination in the average schoo!room to 
day hampers good scholarship; that pro 

uction is boosted, spoilage and injuries 

auated and morse improved when Sweeping across the nation is the big news about the new ILG 
idequate lighting is installed in a_ ta 

y; that crime and accident rates would Catalog No. 148 on Self-Cooled Motor Propeller Fans. Here, 

p if in areas where poor street light . . 

Timoumeclil li meee slela me ce) tM loli ti melelicMelolel i Mulele( tay) 
ne exists the atest lhehting | ent 
techniques were applied; and that developments in quiet, powerful, efficient exhaust fans. 

iviation is being made safer and more de : 

atin ty the develonment of telts Three comprehensive lines of propeller fans and accessories 

it penetrate fog, direct trathe and mark 


role Melic-te-lo MMe Maelile| MolMiP4 1 Melilomaellelaii se iiiiel) | -Miclm@lelgel— 


1 1: 
ianading TruNnWwayvs 


OTM eli Me diel miol mel) oliiaeliiou Memes cele MelileM elt tise) 
jobs. Also, electric ventilators for home kitchens, laundries, 
bath and.recreation rooms; built-in and portable night cool- 


Tie Miceli SMillclesedoL-Milleloligelioleemelile Me ulishiticlel Mics 


Line up with the leader in the propeller fan industry — phone 





or write for your free copy today! 





ILG ELECTRIC VENTILATING CO., 2822 North Crawford Avenue 
Chicago 41, !!I. Offices in more than 40 Principal Cities 


» cay f$ on your profit-making proposition 
eRe 5 , 











- Se copy of new Catalog No. 148 
Firm Nar a aie eee 7 bd 
‘ENE nate Individ? a 
SCENE from Westingheorse stage pre- 





sentation, “Leok to Ligh js demon- Street ___Zone 











strating to audiences hor ae impulse | | City Stete 

° ° ‘ 7 mained a — — 
to buy is increased by ‘ng proper ‘ 
overall lighting and <«, tive high- Pa. 





lighting, in turn, to special display. 
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Malleable Iron means a faster. 
Selling fitting every time! 


ASK THE CONTRACTOR! Better 
jobs done quicker mean more money 
to the electrician. That’s why GED- 
NEY Fittings sell faster — they are 
made of high grade malleable iron, 
have a smooth rust-proof finish, and 
are cleanly and accurately threaded. 
Furthermore, every GEDNEY Fitting 
is carefully inspected, then packaged 
in easy-to-spot cartons — No guess- 
work, no lost time. 







CONDUIT NIPPLES 


eee eeee ee & @ @ 


EMT SERVICE CAPS 


CONDUIT COUPLINGS 


EMT BODIES 





WATERTIGHT 
BOX CONNECTORS 


THREADED 
CONDUIT BODIES 


eeeeeeeeeveee 


ANGLE 
CONDUIT INSULETS 


eeeeeeeeeeeee 


EMT 
CONDUIT BODIES 


eeeeeeeeeeene 








CORD GRIPS & 
PVX CONNECTORS GROUND FITTINGS 


EMT 90° 
ELBOW CONNECTORS 


SQUEEZE CONNECTORS 


eeeeeeneeveeeneevneeveaee eee ee eee eee eeeaeaeeae een eee wee eee 


eeeeeeeveeveevev eo eevee e eevee eeeeeee eee eeeeeeeee eee eee 
*eeeeeeeeneneeeeeeeeneeeeeeeeneeeeeeeeeeeeeeeeeeeee 


“Beeeeeeeeeeeeee ee een eveeeeeeeeeeeeeeeeeeeeeeeeeee 


/ 


WRITE FOR THE 62-PAGE GEDNEY CATALOG! 


Every GEDNEY item clearly in- es, 
dexed with every size and type for ' 
your stock. A complete manual ex- 
pressly prepared to save hours of 

time in ordering Your copy will be 
mailed on request on your company 








a <= letterhead—send for it today. E 
GEDNEY ELECTRIC CO. d 
_ RKO BLDG., RADIO CITY, NEW YORK 20, N. Y. yi 

... FOUNDRY, FACTORY & SHIPRING POINT: TERRYVILLE, CONN. 4 
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| Graybar Names Purcell 


| saling and as a lighting engineer with a 
| public utility. 


| and advertising for branches in Rochester 





t~ Swinsdle fer ase with Esvimion Prat canduler 

2—Galvaniod or vsdamum pleted stendard stort or irc 
frongs qescrally wed 

3 New ssssgesse tis: hae 





+ Ree qurbings «ales s ‘ 
+ Appvd by Uairew ner: Laborstories 








sors meet eee 


LTE Wirchcamny dutedmter: for Abas Condac 
Newsst——Bigchow 3 


ne Tete Joe, Gere Sis seg a 

New Vor tor W-14 Austin St, Mewar’ 
ALTHOUGH R:S.V.P. goes unsaid 
this electrical wholesaler’s postca: 4 
advertising rigid aluminum condu 
the invitation contained therein fou 
a responsive audience, according to the 
sender, Parr Electric Co., Inc., 
Newark, N. J. The conduit promoti 
of which this postcard was a part, w: 
summed up by C. M. Parr, Jr., secr: 
tary of the firm, in the following 
words: “Very gratifying results have 
been attained.” 





Manager at Providence 
NEW YORK—T. A. Purcell recentyy 


was named manager at Providence, R. I, 
for the Graybar Electric Co., according 
to an announcement by W. H. MacCrel- 
lish, New England district manager. He 
replaces Elliott Lum, who is retiring on 
a service pension after having served as 
Providence manager for 17 years. 

Mr. Purcell joined Graybar 18 years 
ago as a salesman at Providence. Prior 
to that time he was employed by the 
Economy Electric Co., of Worcester 
Mass.; the U. S. Government; and _ the 


lewis Electric Supply Co., of Bostor 


Clinton Is Representative 
For Guth Co. in Texas 


The Edwin F. Guth Company recently 
announced the appointment of W. | 
Clinton of Houston, Texas, as its repr« 
sentative in the southern Texas territory 

Mr. Clinton has been actively engaged 
in the electrical industry for the past 20 


years. His experience includes work 1 


electrical contracting, electrical whol 


G.E. Supply, Buffalo, 
Appoints H. D. Baran 


BUFFALO—Harold D. Baran has 
been appointed district sales promotio! 
manager for the General Electric Sup- 
ply Corp. here, it was learned recently 
Mr. Baran’s duties include supervision 
of appliance and radio sales promotion 


and Niagara Falls, N. Y., and Erie, P1 
as well as fér G.E. Supply’s Buff: 


headquarters. 





e 


943 





Glolite Names Mountain 
As New Sales Manage 


£ ¥y 
CHICAGQ—Ray M. Mountain has been 
ippointed sales manager of The Glolite 


Corp., Christmas light outfit and specialties 

nanufacturer of this city, according to FOR MEN WHO WANT 
1 recent announceme by Harry Sund- 

heim, president Formerly sales ma 

iver Ol Jewel Products, I1 , and sig 

nalite Fuse Co. of Bloomfield, N. J.. M1 

Mountain has served in various sales 

capacities throughout the count for 


the past 12 years. He will reside in this 


city and operate from Glolite’s home 
mMce ere 
e Ever since the first communication and 
power lines were strung, Klein Pliers have 
Video Service School Held been the favorite tools of electrical workers. 
By Milwaukee Wholesaler - a ; 
- Today, Klein Pliers are made with the 
MILWAUKEE—The Lappin Electri ame exacting care that has woa these tool 
ers age pee) * Same exacting care that has won these tools 
Co., electrical wholesaling firn t this 
ty. conducted a two-day television ser- their reputation for high quality. 
1Cé¢ scl | whic vas itte \ if 


a a Ci ie . Klein Pliers are still preferred by skilled 
proximately 100 radio and television ser- b 













vice men and retailers from this state workers in every field as they have been 
and nearl ities in northert hi is, it “since 1857.” 
vas learned recently. 
Under the directior f Gordon Hall 
meyer, service department head ot Phe 
Lappin Electric Co., the sessions of the | 
two-day school started at 8:30 a. m. and 
ended about 5:30 p. m Not nl were 
the various television installation phases 
covered, but video repair ind replace- 
ment problems were also considered. 
With this television school as the lat- 
st addition, The Lappin Electric Co.’s | 
dealer education program nov numbers 
four courses. For several years now | No. 201. Original pattern No. 242. Klein Oblique Cut- 
the firn AS ducted courses devoted husky Klein Side Cutting Plier. ting Plier (heavy-duty pattern). 
to appliance and radio services in addi Square nose. Made in four A very useful tool that cuts 
tion to merchandising classes sizes—6, 7, 8, and 9 inches. close. Length, 6 inches. 











No. 203. Klein Long Nose 


No. 201 NE. The famous Plier. Long reach of jaws per- 
| “streamlined” Klein Side Cut- mits getting into difficult places. 
ting Plier. Made in four sizes Made in 6 and 7-inch sizes. 


—6, 7, 8, and 9 inches. 








The Klein Pocket Tool Guide, 
showing the Klein line and con- 
tainine useful tool information, 
will be mailed on request. 


FLUORESCENT LAMPS ini this 
Chicago motor coach are operated at 
frequencies up to eight times higher 








than in normal installations by use of 





Established 1857 


WETUIEE oom KLEEN com & Sons 


3200 BELMONT AVE CHICAGO 18 ILL. 


a new circuit developed by General 
Electric Co. illuminating engineers. 
The new principle of operating fluo- 
rescent lighting systems at high fre- 
quencies is expected to find other 
applications in commerce and industry. 
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ANNOUNCES NEW 


LOWER PRICE 
Paragon | POULTRY 





HOUSE TIME SWITCHES 


The greatest news in years! Paragon Electric Company announc- 
es sweeping price reductions on the nation’s leading line of 
Poultry House Time Switches. Improved production methods 
make possible these low prices for users yet give jobbers and 
dealers a worthwhile profit on every poultry switch sale. Com- 
pletely merchandised .. nationally advertised. Write Paragon 
today for the complete sales and profit-making story 


The “Plug-in” $1472 


Same as PS-30, but portable as easy to 
connect as a table lamp! With cord and plug 
to connect to any convenient 115V_ outlet 
Bright’ and ‘dim’ lights can be plugged into 
side receptacles. With Dimmer Circuit 


— The PS-30 $73.5 


NOW LIST 


WITH DIMMER 


Top-selling poultry switch in all farm areas! 
Provides morning and evening lighting for uni- 
form, year-round laying and work schedules. 
With Dimmer Circuit that lets hens roost safely 
before “‘light’s out Wall-mount model for BX 
connections 


=i 


mr 
= 


NOW LIST 


WITH DIMMER 


Wholesaler Opens In New 
Texas Industrial Section 
DALLAS ( dive oO} thre recent addi 
tions to the new Trinity Industrial De 
velopment District in this city is the 


General Industrial Supply Corporation 


wholesale electrical distributor. \ | 
Jackson eeneral manager, announced 
that the firm started operations in a new 
wilding at 1028 North Industrial Boule 
vard on September 10. The building pro 
vides 11.000) square feet of fireproof 
warehouse space 

\ big program was planned for open- 
ine da vith many aluabl pri es given 
away to those who registered 


Lightolier Names Berk 

















Paragon ELECTRIC COMPANY 


1630 


12th STREET, TWO RIVERS, WISCONSIN 





As New Vice President 


NEW YORK lheodore Berk was 


recently elected as a_ vice president and 


director of Lightolier, Inc., of this city. 
Starting with Lightolier 26 years ago as 

‘ 
} a Stock boy, Mr. Berk has 


through a number of posts en route to his 


progressed 


present position, including nine years as 
| ; 2 : ; 
} assistant merchandise manager and met 


' 
ropolitan sales manager for the lighting 


fixture division and the operating re- 
sponsibility of being merchandise man- 


iger for that division. 








Cords and 
Cord Sets 


Selected by 
leading manufacturers 
... why not by you! 


A full line of 
Flexible Cords for the 
Repair and Service 
Industry, obtain- 
able through jobbers 

and distributors 


Approved by 
Underwniters’ 
Laboratories 





CORNISH WIRE CO., tac. 
15 Park Row, New York 7, N.Y. 
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Dobkin Electrical Supply 
Adds Brownstein to Staff 
CHICAGO—The addition of Robert FULLMAN 

srownstein to the sales force of the Dob- | 

kin Electricel Supply Co., electrical 
wholesaling firm of this city, was an- Pp R oO D U Cc fj S 
mounced recently by David Dobkin, pres- 

ident. Mr. Brownstein is an “old hand” 
it the business, according to Mr. Dobki1 


_ ; woe FLOORBOXES ™ R WIRING SPECIALTIES 
frumbull Electric Names 9 


Three To Managerships 





PLAINVILLE, CONN.—The Trum- 


bull Electric Mig. Co,, of this city, re QUICKLY INSTALLED 


ntly announced the appointment 


George H. Sahler as manager of amok SMOOTH FUNCTIONING 


keting research, William A. Edwards as 


manager of switch, breaker and control “Latrobe” Floor Boxes and Wiring Specialties are swiftly and 
1 Yale 7 ( easily installed because they are kept simple. 

sales, ali alt laney as 1 ig I 

listribution systems sales They give smooth, trouble-free service because they are made 
Mis. Galler after servine meee of finest materials. 

tenant in the Navy during the War, 


oined the General Electric Co. as a mar- 
ket analyst at Schenectady, where he 
was employed until his recent appoint 
ment. With Trumbull since 1924, Mr 


I’;dwards formerly was sales manager of 





the firm’s Southwest district. Previously, 

Mr. Chaney was Trumbull’s resident e1 

gineer, working with General Electric at 

Schenectady. No. 252-R Two Gang Box 
With 206-207 Nozzle 

Adjustabie—with No. 208 Receptacle in one sec oe 

tion. One Cover Plate has '.” Flush Brass Plug No. 470 “Latrobe 

other has 2” Flush Brass Plug 





Pipe or Conduit Hanger 
Made of highest grade malleable iron and cad 
mium plated, the No. 470 is unexcelled for hang 
ing ' 4,” and |” pipe or conduit to steel beams 
mp te thick Larger hangers for larger pipe 





—e_ 













No. 280 Nozzle with 


No. 200 Cover Plate No. 110 “‘Latrobe” 
10 Amp. 250 Volt Receptacle in Brass Housing - 
mounted on '2” brass pipe extension 3 long Watertight Box 


Simple and compact in design the No. 110 Non 
Adjustable Watertight Floor Box is quick to in 
stall and gives trouble-free service 208 Recep 


ae tacle Cover Plate is 3'2” diam 


longer extension available if desired 


= 





20 AMP. 


Sold Only Through 











| Wholesalers 
| 
U.L. 
Approved 
N 284 N ' th No. 150 Box— 
Prompt e. some wit No. 207 Nozzle 
p | No. 200 Cover Plate An adjustable, watertight box for installation in 
y hi Neat. compact-fitting and extremely durable, this concrete or wood finished concrete floors Fur 
Duplex Receptacle Nozzle does fine job with either nished with 4'4 Cover Plate 242 and large 
S ipment or ,” brass pipe extension Adjusting Ring 2! 








FULTON ELECTRIC | 
& MFG. COMPANY | MANNE UML Cant om ate 


38 NO 2nd AVENUE 
a. Vee ae LATROBE . . . PENNSYLVANIA 
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KNIFE- 
BLADE 
250 VOLTS 


600 VOLTS 
70 to 600 AMPS. 





FERRULE 
250 VOLTS 
600 VOLTS 
3 te 60 AMPS. 


To Handle In Renewing Link 


WARE HI-LAG FUSE Construc- 
tion establishes a top standard for 
rugged simplicity. There are only 
3 PARTS to handle to replace 
blown link:—the Fibre Case— 
the Knife-Blade Assembly —the 
Closure Ring. Only 1 wrench 
needed to loosen nuts and slip out 
blown link. Assembly can be in- 
serted either end in Case. 


Other exclusive WARE HI- 
LAG features which add to their 
cool operation — low resistance — 
dependability and long life service 
are: Large Double Contact Areas 
between Link and Blades — Steel 
Arched Lock Washers — Heavy 
Double Fibre Bridge—Gas Vents 
— Lateral Expansion Links. 


Start using WARE HI-LAG 
Fuses today! Make them standard 
equipment for greatest satisfaction 
and economy. Investigate Now! 


APPROVED BY UNDERWRITERS LABORATORIES 


Write for Fuse Booklet No. 4420 giving all 






WYPATD I 
WA'RIE: Eiothers 4450 W.LAKE $T.-- CHICAGO 24 ILL 


features, sizes and details. 











EAST AND WEST get together at th: 
formal opening of the new Westing 
house Electric Supply Co. warehouse 
and office building at Spokane, Wash. 
From New York came the Wesco 
president and his wife, Mr. and Mrs 
D. M. Salsbury (left), and from Seattle 
came Wesco’s North Pacific district 
manager and his wife, Mr. and Mrs 
W. M. Jewell (right). 





McGraw Electric Company 
Names Six Representatives 


ELGIN, ILL.—The appointment of 
sales representatives by the Toastma 
Products Division of the McGraw EI 


ter 
I 


tric Company was announced recently; 








ELECTRICAL WHOLESALING 


Master of them ALL— 
DE-REELER 





Amazingly low priced unit. Eliminates loss of 
time—accidents and the need for excess man 
power, Saves space, money and time. DeReeler 
handles every type of reeled type products 
There is a need for the DeReeler in industry 
Following are some of the buyers—Coil Wind- 
ing-Transformer and Switch Board Manufac- 
turers—Repair Shops and Construction Con 
tractors handling reeled type wire, rope and 
belting. 


Handles Fully Loaded Various Size Reels 


Model No. A Model No. B 
FROM FROM 

12” Dia. x 6” Width 

To 28” Dia. x 11” Width 


17” Dia. x 82” Width 


To 32” Dia. x 19” Width 
Model No. C Model No. D* 
FROM FR 


OM 
34” Dia. x 22” Width 50” Dia. x 38” Width 
To 48” Dia. x 32” Width To 96” Dia. x 71” Width 


rt el for telephone—utility—or reels 
f ¢ ) it or over 


Some exclusive territories available— 
write today for yours. 


ASSOCIATED AIRCRAFT 
AND AUTOMOTIVE ENTERPRISES 


6215 South Damen Avenue Chicago 36, Illinois 
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lumin 
work 

adjust 
shade 

a req 
tan be 
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125 we 
A. 
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Shade— 
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wrew 
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Dura 
orati 
—mi 
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Wid 
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wrens 
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by W. E. O’Brien, sales man- | 


ager. 
[The six sales representatives named | 


general 





ARE BUILDING 


BUSINESS 
FOR US.... 


d their territories are as _ follows: 


hw. 58 


hard V. Jobst, Texas and Oklahoma; 


A 


vland H. Caugherty, Chicago; John 

Donoghue, New York; Joseph E. 
elson, New York State and northern 
Pennsylvania; William P. Moore, Den- 

and John E. Mullen, St. Louis 


New Wholesaling House 
Opens In Schenectady 





J SCHENECTADY—The Dorp Electric 
se Supply Corp., a new electrical wholesal 
n ng firm in this city, recently started 
0 perations in a newly remodeled store at 
- 1602 Van Vranken Ave. 

The new store is owned by the Glens 
Falls Electrical Supply Co., whose chief 
fhcers are M. M. Yaffee and E. S. 
Peart. 

Stanley Owens, formerly associated 
vith the Langdon and Hughes Electrical 

of Utica, is manager of the new 
nv rm 
5 Mr. Owens will be assisted vy Oscar 
'€S Clouder, who was with the General 

‘lectric Co. in Bridgeport for 24 years, 
und Walter Rabbe former] vith the 
Schenectady Hardware Co John Kol 


vill be stock clerk. 


A a Pana PPL LLP PPP 
nee Se ee ae 


1 FLUORESCENTS for 
; CHRISTMAS... | 














CLAMP- ON TYPE | 


Desk Table-Bench 
15 ATT 
Design m.. i good 
llumination for close 
work Swivel joint 
adjustment permits 
shade to be tilted } 
& required — shade 
tan be raised or low- 
ed. Wired for 110- 


125 
af / —. 60 cycle, 





(74 sign lighting types include 


fifteen different sizes and shapes 
ranging from six inch round for 40 watt 
lamps to eighteen inch rectangular for 
1500 watt lamps. All are finished in 
permanent porcelain enamel—green out- 






































“ “een 15 side with a lustrous white inside reflect- 
ler Shade—tlength 20 idth 734”, P : ss : : > 
~ a. Clamp—sturdy” cast oe NET | ing surface. Fittings are thoroughly 
ry is Geled chased eke cuca trim ~~. rustproof. Reflectors are removable and 
~ interchangeable. on all 
ve three types of socket- 
fittings, which include . 
fi : type “H” for attaching ‘or that extra efficient 
S ; sign lighting job sell 
to horizontal pipe — Quad Sign Reflectors — 
- - type “V” for suspend- Round Angle, Spade and 
ath é No. 1240W ing reflectors on verti- Rectangular types. Each 
PIN- up TYPE 8 WATT cal pipe and type “p” is easy to wire and to at- 
‘th ; , tach reflector. 
itt Durable chip resistive baked white enamel—Dec- for mounting direct to 
orative plastic panel—pin-up hangers at either end 
—may be hung horizontal or vertical. Makes a good outlet box. 
bed lamp, handy lamp. night light, or wall bracket. 
ter Re volt, 60 cycle, A.C 
ength—14;," 
Width—I'/."* $9.25 
Depth—2" NET 
All prices NET F. O. B. St. Louls—less tubes * * 
|} FLUORESCENT Fabricators | 
- 1825 Chouteau Ave. St. Louis 3, Mo. 325S8.PEORIA ST. CHICAGO7, ILL 
DADRA PAPO 





Pada add 
aaa a ae a oe a ae a oe ot ad ad ald od od lt ll Oo alll ml LY 
— - a 
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OVERALL DIAMETER, 13%” 
OVERALL HEIGHT, 4” 
SHIPPING WEIGHT, 912 LBS. 


tit 


The Salem 


32-WATT 


Circline == 
Fluorescent Lighting Fixture 





PHOTO CREDIT—Through an over- 


Complete with 32-watt G. E. Circline Fluorescent Lamp—ready to hang sight, no credit was given to the light- 
over outlet box. ing photograph that appeared on page 
Mounting equipment supplied sufficient for most installations 113 of the September issue of ELecrri- 
CHASSIS. 20-gauge bonderized metal, white baked enamel or chrome CAL WHOLESALING (above). This photo- 
plated finis] Glass conversion set also available graph was furnished by the Pittsburgh 
REFLECTOR.  Satin-finished, permanent, non corrosive aluminum, Reflector Co. 

with seven specially designed scallops to distribute the light widely 

and evenly } 

LAMP. Held rigidly in place by 3-point suspension 





NO LOST UPWARD LIGHT. Fixture fits flush to the ceiling. 


; : Lindsay and Morgan Co. 
OTHER SALEM PRODUCTS. Fluorescent Strip. Fluorescent Wall : 


MT 








Brackets. Fluorescent Bed Lamps. Fluorescent Desk Lamps. Fluor Acquires New Facilities 
escent Textile Inspection Units ; RAVANWANL EA ce 
~ _ " \lorgat A vl ole Ss ile ap yhian ( d ‘ 
Salem Manufacturing Company | i828 
Tel. 046 4 Jefferson Avenue, SALEM, Massachusetts oe ee ee 
MAKERS OF FLUORESCENT AND INCANDESCENT LIGHTING FIXTURES AND WIRING Devices || PCT ™tted the consolidation” of shipping 


DOOD DOD LILI DLAI APAP AP OAP LP LP APO AP AP OLP LP LP AP OAP AP LPL LO LOO AP LPP LO LL 


Solid 


, ANCHOR SUPPORT 


@ AUTOMATICALLY 50 TO 10,000 LBS. 
PAINE 


SWITCH “QFF'* Fectricauy anne 


3 ANCHORS 
@ RUST PROOF 
WITH A FAMOUS TO i K TIME SWITCH EASILY @ PRECISION THREADED 
INSTALLED @ SET FLUSH OR AT ANY 


SWITCH “ON” ¢ recutarty 





CONCRETE DESIRED DEPTH 
RAM GS AS STONE @ MACHINE SCREW 
: , - TILE SIZES 6-32 through 
Tork Clock Time Switches are world re- MARBLE 58-11 





nowned for their dependability and ac- | 
curacy. They require no regular atten- | 


\e y 
Cs 


tion, and are available in many electrical 





capacities for both indoor and outdoor 


























use. p | é' 

There’s a TORK CLOCK for every need. | Ladanvithe; coh Pa STEN 
, : f Hammer until lead Screw anchored ob- 

Economically priced rom $9 50 u- sets around cone ject as tight as pos- 

Send for free literature. ° sible 





Send for free catalog on all Paine Hanging 
and Fastening Devices. _ 


~ 


* PAINE « 
CLOCK CO., Inc. BM iias 1a aid <3 


1 GROVE ST, MOUNT VERNON, N. Y 





TORK 
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| 2979 CARROLL AVE., CHICAGO, ILLINOIS 

















eceiving and service departments, in ad- 
ition to parts inventory, in a floor area 


italing approximately 20,000 sq. ft., ac WIRIN G 


; . \ 
ding to Fred A. Ray, vice president | me 


Mm FIGURES. 







Mr. Ray, who reported that “tele 
ision isn’t scheduled here and we're not 
»nplaining—business is good,” also re- 
ealed that the company now has a mod- 
service department staffed by seven 
mployees under the direction of H. R 
\ruetter, formerly with General Elec 
tric’s Electronics Department 
In addition, it was learned that Lind 
say and Morgan, which operates in a 
150 mile radius of Savannah, recently in 


gurated a contest offering its 71 deal 





s the opportunity to win a free holiday 


trip to Havana, Cuba and returt 





ARTHUR E. NEWMAN 





» . rT e 
Arthur FE. Newman, 61, former sales 
ager of the Bridgeport wire and cable 
ction of the General Electric Company 
ed at his home in Bridgeport, Conn., 
n Octobe ] 
' Mi ~ sel who retired in October, 
rinse ainda’ thane." ear ee BALLA I F 4 
ervice with General Electric, was first 
mployed by that company as a clerk. 
\fter holding several positions in ser ; . ° . 
and sates, he was named manager We believe a fluorescent ballast should — besides operating a 
lamp — give the user the assurance that he is incorporating into 
his product the best ballast obtainable. He should feel that he’s 
getting quality materials assembled by experts and tested to rigid 
specifications before they go into his fixtures. 
T E Wheeler ballasts for slimline lamps meet the most exacting 
requirements. They’re designed to give added lamp life, with 
: a minimum of operating heat and noise. They're rated conserva- 
tively, built to uniform standards of dimension and carry the 
Wheeler guarantee without reservation. All Wheeler ballasts 
for slimline fluorescent lamps are approved by Underwriters’ 
Laboratories, Inc. 
D 
. AVAILABLE NOW: 
N Wheeler two-lamp ballasts to operate the 9618 
h slimline lamp at 200 and 300 milliamperes. 
- 


AVAILABLE SOON: 
Wheeler ballasts to operate one and two slimline 
lamps for the other sizes and ratings. 


Place your orders now. A Wheeler Ballast is good “insurance”’ 
for your slimline fluorescent application. 


THE — INSULATED WIRE CO. inc. 


DIVISION OF THE SPERRY CORPORATION 
1411 WASHINGTON AVENUE 
ae anise, \ BRIDGEPORT 4, CONNECTICUT 








MANY TYPES AND SIZES 





Write for 54-page 
Illustrated Catalog 


COPPER TUBE 
& PRODUCTS, Inc 









L ee POM. MAGNET WIRE - COILS - COMMUNICATIONS EQUIPMENT 
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Talk it over... | 
IN CONFIDENCE! | 


The privacy you get on 
a desert island is yours 
when you use a Couch pri- 
vate telephone system. Sys- 
tems range from two-sta- 
tion lines to manual — or | 
automatic — switchboard | 
installations. | 








Arthur E. Newman 


Whatever your inter-communicating problem, Couch equipment | of G.E.’s pole line hardware section 


will solve it with quick, dependable and economical service. Talk eS. ee 





it over in confidence with Couch equipment. | ager of conduit product sales. He sul 
sequently was given added responsibilit 
S inS ’ | tor Bridgeport wire and cable sales, and 
ee us In weet s in 1946 was appointed sales manager 
. | that section—the position he held at t 
Catalog or Write time of his retirement 
6 for illustrated ; : 
HORACE G. GOBLE 
Catalog. | Horace G. Goble, divisional _ sal 
nager in Michigan and Indiana f 
an Cleef Bros., Inc., of Chicago, died 
S. H. COUCH COMPANY a; 
” ° ? INC. etroit, Mic! \lr. Goble represent 
Van Cleet Bros r many ears in t 
411NORTH QU INC Y 71, MASS. lichigan-Indiana_ territory and had 
PRIVATE TELEPHONES for HOME and OFFICE . . . HOSPITAL SIGNALING SYSTEMS .. . mane trieads in the dheetrical. andes 
APARTMENT HOUSE TELEPHONES and MAILBOXES... FIRE ALARM SYSTEMS for INDUSTRIAL 1 i, fields 


PLANTS and PUBLIC BUILDINGS. uve ane an 








| e-Soade 
BAKELITE 


Wire Connectors 





Sizes for combinations 
| from two No. 18 to three No. 10 


a¥ 
8 16 
| 


vil Immediate delivery. 
| Local stocks for 
| ‘ fast delivery to 


wholesalers. 





Top quality—reasonably priced 


THE UNIVERSAL CLAY PRODUCTS CO. ‘a ERENCE te 


1549 EAST FIRST STREET we. eee @ eek Bae) | Hi-Scale Pp Corp. 
| 217 Centre St., New York 13, N.Y. 
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NEW! FEATHER WEIGHT 


4, NVA | SOLDERING IRON 










PATENT 
PENDING 





Now: An iron so light, so well balanced, its 
weight is scarcely noticeable. When customers call 
for an iron for long delicate work where fatigue 


Carroll D. Hepler 







CARROLL D. HEPLER works against quality, HEXACON FEATHER 
a a ee ee WEIGHT BANTAM is 
< roll Cpie4r rener: manager oO 
the General Electric Co.’s Construction the answer. The new BAN- 
Materials Department, died suddenly TAM is completely com- 
ee eee a : eoge HEXACON MODEL 30H. Weight fortable, more practical than 
yo Paging ota in prsead of 5% oz. (less cord). 40, or 60 Watts. a pencil iron and requires 
marketing for the Trumbull Electric Both %” and 4” tips furnished. no transformer. Write for 
Mig. Co. Mr. Hepler had been ap Ask for literature on complete line prices and discounts, today. 
winted head of the G.E.’s Construction : H 
: of screw tip, plug tip and hatchet 
Materials Department vhen it was ‘ » Pe 
formed last May Irons. 
A native of Seattle, Mr. Hepler was 
graduated from the University of Wash HEXACON ELECTRIC CO 
ington in 1925 His first business con ' 
nection was with the A. & G. Manufac 146 W. CLAY AVE., ROSELLE PARK, N. J. 
turing Co., of Seattle and over a 


four-year period he rose from apprentice 








eEV7_——"” 











COMPCO CIRCLINES| 
MOVE FAST! 





GET YOUR SHARE OF THE 
PROFITS WITH COMPCO 





Catalog Bulletins on 
Sherman Soldering Lugs 
available upon request 


They'll give you fast action because 





they're designed and built with an eye 
to buy-appeal. | 


No. 2€130 We put a lot of careful workmanship into the produc- 
tion of all Sherman Soldering Lugs. Dimensions are 
held to consistent accuracy. Lugs are kept free from 
burrs, corrosion, etc., and special attention is devoted 
to maintaining FLAT contact surfaces. All lugs 
individually inspected before shipment. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


_ Shctman 


ERING LUGS 


Made of heavy-gauge pressed steel. 
Stock them in these two popular colors 
and trims: Ivory with polished brass 
trim and white with polished aluminum 
trim. | 

| 


Co | 
| 
ee 


2251 St. Paul Ave., Chicago 47, Illinois 
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... from blueprint 
to sample in & days! 


a special connector never before 
developed. These rigid specifica- 


Connect two 2/0 flexible cables 
and one 2/0 flexible cable, end to 
end...carry 300 amperes at 12 
volts with negligible voltage drop 

. withstand extreme vibration 
without loosening .. . design con- 
nector so that a vapor-tight in- 
sulating support could be molded 
around connector body. 


FRANKEL engineering quickly 
solved this difficult problem. The 
connector shown above was ac- 
cepted after testing for voltag 


drop and vibration 
need special connectors? 


FRANKEL’S compact, integrated 
organization can quickly handle 
your toughest connector require- 
Complete facilities under 
one roof for 


* DESIGN and DEVELOPMENT 

* TOOL and PATTERN MAKING 

* MACHINING and STAMPING 

* FOUNDRY (casting in electrical 
bronze and special non-fer- 
rous alloys, such as: guar- 
anteed high conductivity 
copper, aluminum bronze, 
manganese bronze.) 


ments 
menis 


Send us your connector problems 
for development and your blue- 
prints for quotation. Prompt, con- 


fidential service assured 


CONNECTOR CO. 


27 VESTRY STREET * NEW YORK 13, N. Y. 





42 YEARS OF KNOW-HOW IN SOLDERLESS CONNECTORS 
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assembler to 
When the 
vas pur 


latter firm’s 


chased 


A. & 


assistant to the president 
:. Manufacturing Co 
Trumbull Electric in 
allie 
Seattle 
named 
Trumbull’s Pa 
1946 he 


ot 


vice president 


Mr 


| I 
he adquarte rs 


ye 


manager T 


plant Four 


SWITCH 


AND 


WALL 


PLATES 


was elected 
rlepicl Was 


president in 


I ecalllt 1C¢ 
€ the ® 
Packed in individ 
\( al 
his e and envelopes with t¢ 


necessary numb 
of plated screw 


in glassine ba 





FRANK H. STEWART 


Ny 


Frank H. 





Stewart 


tire d pre sident ol 


Chrome plated 
plates are pap 
covered to giv 


protection to the 


INTER. 
CHANGEABLE 
PLATES WITH 
HORIZONTAL 

OPENINGS 


aan lation is made 


surface until insta 





NOTHING TAKES THE PLACE OF STEEL 


HONER MFG. CO. 


412 South Green Street 
CHICAGO 7, ILL. 





BALLASTS 


---4 TO 40 WATTS... 








art Electric Co., an STANDARD LINE & 
n in Philadel : 
er Hospital, Cam PLUG-IN TYPES 
? } ion Ine SS 
ll ( onl 
il lesaling 
ome tate, aS a 
in al numismatol 
ithor of about 50 
souther New Jer 
is a former president 
County Historical S« 
red many times tor 
Dat o1St vriti the 
il al Re lu ary 
N \ ir € 
il Free 
Laue Ss mor on 
Ba ittlefield for “PLUG-IN” TYPE ILLUSTRATED ABOVE 
ructing the battlefield COMPETITIVE PRICES 
Revolutionary Wat PROMPT DELIVERIES 
UL APPROVED 
Y istor , . . 
cond State Quiet... Quality...long life... 
nine Operation For origiral equipment or replacements 
He discovered a pa use and recommend SYKES ballasts. 
it Haddonfield was Write for prices and catalog sheets. 
ew lersey ror several 
on aoe oe SYKES 
: A the ELECTRIC MANUFACTURING CO. 
Ady ecuol SCHILLER PARK, ILLINOIS 
ipnia st veral years 
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| ago, and it is now on display at Con- 

| gress Hall 
T oo FE “ aA A D 0 # Writing of Mr. Stewart back in 1920, 
when he was active as president of the 
74) Al Frank H. Stewart Electric Co., ELec- 
outa @ rRICAI W HOLESALING (then Jobber’s 
ELECTRIC Salesman ) said ‘Frank H. Stewart. is 
one of those jobbers who started during 


hard times 
cated to the 


when people were unedu- 


HEATERS 


THERMADOR leads 
the design and manufac- 
ture of portable electric 


New Jersey, on May 7, 1873. He 
country schools in Sharptown, 


Woodstown, N. J., and 


County, 
attended 
Halltown and 


1 | vee uses of electricity and un- 
P|) — convinced of its practicability. He 
r | started with little capital and nothing 

— & : 
: _— for assets but an ideal and a will to win 
te t. He did wi and aided in plac 
i) -_ out. e did win out and aided 1n pla 
‘| . ing the electrical wholesaling business 
. = high upon the list of the many indus 
. —— tries of this great country.” 
a Mr. Stewart was born on his father’s 
ol farm in Mannington Township, Salem 
| = 

2 

a 

* 


anything else 
immediate 


his success that 
and fan-type models. mS SUCCESS than 


There are no survivors 


. ce Te ; ‘di carers Ar Deane 
= ; : was graduated from Prickett’s Business 
= heaters for commercial | College in May, 1892 

Pm and residential use. Stock Desiaces associates of Mr. Stewart ae 
ad : . Tr that his business course training, coupiec 
— now with THERMADOR with an inherent understanding of basic 
2 portables , in radiant | principles, probably contributed more to 
= 

. 

- 


THERMADOR 
Long fella 


ihal-mrolal ham ololaze] ol(-Midelellelal mm al-telt-17 Meetings 
that gives full-bodied warmth; ex 


THIS AND THAT 





Electrical & Gas Association of New 
tremely practical, safe and eco York. Inc Luncheon meeting, (Grand 
aroluilael male Mulelah mat tiel-talilelmelate Ballroom, Hotel Astor, New York 
bocniiaial uses. Ideal for bath- | N. Y.. November 17 
spon, offices, stores, booths, etc. | National Farm Electrification Confer 
320 watts; 120 volts AC. | ence—Congress Hotel, Chicago, II 

LIST $1295 | November 17-19 | | 
PRICE American Fair Trade Counci \nnual 
(Incl. Govt. Tax) | meeting, Waldorf-Astoria Hotel, New 
York, N. 4 November 18 


National Electrical 
ciation—47th Annua 


Contractors Asso 
Meeting, 


Roney 


| HUVb eb eeee ee 


Plaza Hotel, Miami, Fla., November 30 
December 3 
Third International Lighting Exposi 
and Conferences Hotel stevens, 
| Chicago, Ill., week of March 28, 1949 





THERMADOR 
Heat-Fai | A 









Winter heater, summer fan! For 

years America’s leading electric 

aRskel ici aus iehi-Ma@l-Tela Mt -sailal al a 

popular seller. In 1320 or 1650 Specialists in 
eke SODERING 
TOBA: BRAZING 


WELDING 


LIST 
PRICE 


$1495 


(Incl Govt Tax) 









ra} A LLE! 
feeue 
Be -MAKES SOUERING EASY: _|f 


L. B. ALLEN CO., Inc. 


BRYN MAWR AVE. 





“Seven Leagues Ahead” 


THERMADOR 


ELECTRICAL MFG.CO., + LOS ANGELES 22. CALIF. 


6701 
CHICAGO 31, ILL. 
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DONT SAY 


~ STRIP” 


Right this way.folks! Step right 
up and meet Addie, the ** Adda- 


35 


Strip” girl. Look for her at lead- 
And remember 
**Adda- 


It’s the password that 


ing wholesalers. 


don’t say “‘strip’’, say 


Strip” 
saves you money in the long run 
.-. and the longer the run the 
bigger the saving. 18 inches or 
18 miles, Adda-Strip’s unique 
construction features and sup- 
erlative, precision-built quality 
add up to quick, inexpensive in- 
stallations. 










¢ 
, No. 8000 Adda-Strip. 18" to | *anpa sTRIP TM 
1 8 ft lengths Completely wired 1 REG U.S NO 
' and assembled including wire | 394/728 
‘ ‘ ! 
leads for splicing and feed. 
t $ } 
| : ' a 
' No. X8000 strip at lower prices. ; 


' Small end boxes, no 
! wire leads. 


U.S. PATENT 
NO. 2,434,781 


DISTRIBUTORS 
Hitch your wagon 
to this star. Put our 
Addie to work for 
you (available on 


Adda-Strip is the most 
t complete line, including 


single and double row for 


counter displays 
and envelope 
stuffers). Get your 
share of Adda- 
Strip profits. 
Write us 
for details. 


fluorescent or slimline and 


t vest pocket strip for con- 
' fined areas. Accessories 
, include reflectors, hing- 
'ed shields, 
and plastic shielding com- 


louver louver today 





' binations. 
‘ 


—, 


ee Nie) 4 Ree M le - Vil ice. a |icmeem 
1750 North Ashland Avenue 


Siler \cleiyy ma eS), [e))-) 
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You can't call this 


) CHICKEN FEED! 
7200 TRICO OILERS 


(Part Order) 


$1500 “x TRICO FUSES 


(One Order) 















These 2 samples from the order books of 
alert wholesalers’ salesmen are proof that 
supplying industry's needs with TRICO job- 
proved lubricators and electrical equipment 
can be profitable volume business. 


If you have been thinking of fuses, electrical acces- 
sories and lubricators as low volume, low profit items, 
try "TELLING" and "SELLING" TRICO. You'll be 
pleasantly surprised at the way your volume and 
profits jump. 





WRITE FOR THE COMPLETE TRICO PROFIT STORY 


<QIGO> 1*'<0 FUSE MFG. CO. 
’ = Milweukee Wisconsin 








NG), ; tio Set” 


Fixture Hangers 
FOR INSTANT ALIGNMENT 


At last you can get a Fixture Hanger that turns to any angle after being 
screwed to an outlet box. Although base and receptacle remain stationary, 
hanger arms may be turned to align with any preconceived lighting plan. 
Exclusive Friction Ring firmly holds fixture in selected position. Hanger 
screws on to 3'4"' or 4 outlet boxes, no other fastening necessary. Fur- 
nished complete with receptacle, two S’ chains, hooks and cord clips. Also 
available with bushed hole only, or with 3 wire solid ground receptacle 
All Friction-Set Hangers are approved by the Underwriters’ Laboratories 
K100 shown above, List Price $1.10 + Write for Bulletins K25, K26 and K27 


SIMPLET ELECTRIC COMPANY 


3600 WEST POTOMAC AVENUE, CHICAGO 51, ILLINOIS 
1200 CHARLTON STREET, NEW YORK 14, N.Y. 
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| ASSOCIATION NEWS 


BOSTON—“What Makes a Salesman 
Tick?” was the title of the speech 
made by Jack Lacy at one of a group 
of special 1948 sales campaign meet- 
ings, sponsored by the Electric Insti- 
tute of Boston. Mr. Lacy is well 
known in the industry for his many 
years of experience as a salesman and 
for his ability to train men to be- 
come better salesmen. Other out 
standing speeches heard at _ these 
meetings were made by the following 
| men: Gene Flack, president, National 
| Federation of Sales Executives, who 
spoke at the October 27, 1948, meet- 
ing; John Da Grosa, assistant football 
coach, Temple University, who spoke 
at the November 2 meeting; and at the 
November 8 meeting, the following 
prominent sales executives of the ap- 
pliance and radio industry spoke and 
conducted an appliance sales clinic: 
J. P. Maloney, The Eastern Co.; S. V. 
White, Frigidaire Sales Corp.; Jack 
Burke, J. H. Burke Co.; George J. 
Fitzgerald, Easy Washing Machine 
Corp; and C. M. Wilson, General 
Electric Appliances, Inc 


CHARLESTON A representative 
from the Thomas & Betts Company 
gave an interesting and_ instructive 
speech on the subject of connectors to 
the members of the Electric League of 
Charleston at their first Fall dinner 
meeting of the season. ... Sammy 
Roush of Anaconda Wire and Cable 
Company was the guest speaker at the 


October 12th joint meeting of the 
Charleston Electric League and the 
\merican Institute of Electrical Engi 
neers. 


CLEVELAND—To show the people 
of this area that preparing and pre- 
serving food electrically is the most 


U. S. Patent No. 1.933.555 


SOLDERLESS 
WIRE CONNECTORS 
FAST! EFFICIENT! ECONOMICAL ! 


STRIP ENDS! 


_—— 
i — 


SCREW IT! 
THAT'S ALL WITH SCRU-ITS! 
SOLAR ELECTRIC CORPORATION 


WARREN, PA 














modern and efficient method, the 
trical had 


one ex- 


Elec- 
Cleveland two 
Hall 


ranges, 


League of 
xhibits at 
hibit displayed 


Exhibition 
electri refrig- 
erators and food freezers and the other 
featured kitchens 


nine miniature 


DETROIT— 


\ssociation of 


Officials of the Electrical 


Detroit urged all 


iation members to participate in the 
Merit Award competition at next 
ear's Third International Lighting 
Exposition, sponsored by the Indus- 
trial and Commercial Lighting Equip- 
ment Section of NEMA 

INDIANAPOLIS—One of the major 


activities to take place during National 
Week in this 
“Voice of 


Radio area will be a na- 


tion-wide Democracy” 


broadcast script contest for High 
School students, sponsored by the 
Junior Chamber of Commerce, the 


3roadcasters, and the Electric League 


of Indianapolis. Another activity in 
connection with National Radio Week 
will be a large scale promotion of a 
Radio-In-E\ ery-Room. The Elec- 


tric Association reminded its members 


that the Basic Sales Training Course 
s open to both men and women of 
their organizations whose job it is 
to contact the public In fact, accord- 


association, several ladies 


taken the 


ing to the 


already course and 


nave 
ave profited greatly 


Che Southern Cali- 
and Electrical Ay 
Los Angeles 
adequate 


LOS ANGELES 
Radio 


(Association of 


fornia ypliance 
stressed 
wiring to 


that 


the importance of 


ts members by reminding them 


e association is the official certifying 
gency for all adequate wiring jobs 
ompleted in the Los Angeles area. 


attention Mr. 


“We want to call your 
Manufacturer, Distributor, and Retailer 
ind Electrical Contractor to where 


ou fit into the picture and what you 


in do in order to ‘cash in’ on the 
golden opportunity that sents it 
elf.” 

a Che electrica ( tf oO S 
going to do the wiring but he’s going 
to do just as much as the specifications 


all for, whether it be a ne building 


ra remodeled one 


“Now, when plans or spe ifications 
ire let out, if there hasn’t been in 
luded the necessary outlets, what are 


you going to do about those ap] lances 


(major and traffic) that you have o1 
your shelves and that you'd like to 
sell? SO TALK ADEQUATE WIR 
ING AT EVERY OPPORTUNITY 
HAVE YOUR EMPLOYES 


PREACH THE GOSPEL! IT’LL 


PAY DIVIDENDS!” 

















FOR EVERY 


SPECIFY 
AND USE Se; 


FAM 


STEEL 


EMT 


THIN WALL 
COUPLINGS AND CONNECTORS 

















FAM Congiing 


(Cutaway View) 





FAM Features 


1. Simple, fast installation 





2. No rings to cock or lose 
3. Precision machined taper fit 

4. Cuts surface for positive ground 
5. Raintight— UL Approved 


Write for Descriptive Literature 





Connector 


FisHER-ARMOUR Mec. Co. 


757 Waveland Avenue 
Chicago 13, Illinois 


Sonny LY ov! 





With the Famous 


500 
WATT 


0 


Prominent merchandisers across 
the country have proved the value of 
spotlighting displays with GoldE. This 
cooler handling high efficiency 500 
watt Bantam Super-Spot throws a 
clear powerful beam—easily adjust- 
able from even flood to concentrated 
spot. Has 414 inch Fresnel lens and 
Full 
mounting for ceiling, wall or floor. 
Weighs 


lamps 


pre-focus socket. universal 


Very rugged, long lasting 


only 8 Ibs. Uses long-life 
Liberal Discount Policy 


SEND FOR BULLETIN NO. 454 


Full Line of Attachments 
Available 


GoldE Raniibeaiitlndl Co. 
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1222-D W. Madison St., 























Chicago 7, U.S.A. 
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GB ZB B) MORE FACTS 
PROS | 
§ ON PRODUCT 





Sensational new *Plasti-klip 


Electric Motors—Information on ge 


4 e Ine eral purpose motors is contained in 
now on Miller String 89S | “Harty Guide for Quick Selection 


] 





electric Motors uublished by Allis 
Plasti-klip equipped lites have utility safety- Chalmers Mig. Co., Milwaukee 1, Wi Y 
seal protection, yet are colorful and attrac- te tt jor ron poner Hi ea 
tive. induction motors and application dat 
*PATENT PENDING pon tae Tersnncnliggeces. tic yiienak adi 


on svnchronous yvound roto! ind d 






Jobbers: 





. When writing ELECTRICAL WHOLESALING F} 
Glowing 
om 
1 a at ince ‘ 
with Sales Appeal Fan and _ Ventilating Equipment 
These electric Snowmen and | rags gies of modern-styled propell 
Santas are as brilliant decora- “seggnlons: ai \ a gy ating og | 
tions as they are profit builders. ul ener o. 14 > > N ry the I; n 
Demand is heavy—order while Venti mrt S 4] mn“ ' ; “tes “yp tie 
we still have some. Avi a cago l 1 Also inclu ed l 3 
the catalog is a special section devote in 






AL ' L LE ee md a | oN Wiention 2 ELECTRICAL WHOLESALING | 


ELECTRIC COMPANY anaes 








‘| WEST COAST fir 


|| Manufacturers repre. E 

sentative with well estab- fe 

y PORCELAIN lished following among ar 
aly —— | FNAMELED electrical wholesalers H 


desires additional line. 


CLIPPER Y Ks Yard lights | Office and warehousing R 
CEILING VENTILATOR | Ss) || facilities available in Los 








FOR Angeles. References fur- 
RURAL LIGHTING nished. A 
* Sold only through RA—6870, Electrical Wholesaling B 
Wholesalers 621 S. Hope Street tk 
* Manufacturers of | Los Angeles, California Ci 
Lighting Equipment 














2 S ways because — 


























1 Mounts in ceiling directly above stove — in- W A N T 2 D 
stantly catches heot, grease and odors as | 
they rise | 
2. Only an inconspicuous “dripless” ceiling grille MANUFACTURER’S 
is visible, yet unit easily installe No REPRESENTATIVE 
3. P rful squirrel-cage blower (not a fan!) ; 
cuuien teebenauian caren of air to do job 8972-8974-8976 } 
efficiently ‘ trewr | t ry . "wt t wii, 
4. Because of patented construction which iso- e No, 8972 has !2" porcelain enameled reflector . = 
posed | ——- en a e No. 8974 has 14"' porcelain enameled reflector a , 
5. Available everywhere. Stocked by dealers e No. 8976 has 16’ porcelain enameled reflector | é e , * complete Oe f 
coast to coast COMPLETELY WIRED AND ASSEMBLED Industria rommercial] m 1 Specialty 
Write for our Electrical Distribution plan. For REA Installations te ace rat ee eae od 4 
gre orl i | clearks and Circlelines. This is a fast- 
| 5721 S. Main St., Los Angeles 37, Calif. | I Vv J yUaLIt ne I Fluorescents 
| 
| Nome | . 
| Address : 
ELECTRICAL COMPANY RW7002 Electrical Wholesaling. 
900-910 W. Yan Buren St., Chicago 7, Ill. jt Se Reigns Bre. Cee 
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| Lighting Equipment—No. 48, the Fif- 
tieth Anniversary catalog, illustrates 


the line of fluorescent, slimline, and in 





BESTOS Me rvcntion”? ELECTRICAL WHOLESALING 


Lighting Fixtures—A supplement has 
been published by Lightolier, Inc., 346 
Claremont Ave., Jersey City 5, N. J., 
that brings t 

stvle-book up to date It describes 
and illustrates the new lighting fix 
tures that have been added to the Ad 

| 


ASBESTOS COVERED WIRE ‘0.0 jor es Sheu the, Deve 
THAT MEETS YOUR MOST 
EXACTING SPECIFICATIONS 





mADIDEs 


the company s present 








When writing ELECTRICAL WHOLESALING 


| HIGH GRADE 


mention 
Shipped According to Your Schedules. (T] RATED 
Water Heaters-—-A\ booklet entitled th 
Guide to Economical Water Heating” 
Increased manufacturing facili- ‘iscusses plenary digs Limes age SWITCHES 
° tages Of all types of water heaters, 1n 
ties have enabled us to go all out cluding furnace coils, pot stoves, 
: : eee ee . ' MODERATELY 
in the matter of service to our imdirect water heaters, gas, oil, ang 
- m electric water heaters The booklet PRICED 
customers .... "Shipped Ac-| costs 10 cents a copy. McGraw Elec 





















cording to Your Schedule” really | tric Company, 5201 West 65th Street, 
. wcago Od, a 

means Shipped Ahead of 

Schedule. 


Users of asbestos covered wire 
—either solid or stranded—will 


find that RADIBESTOS WIRE 


will meet their every requirement MANUFACTURERS’ 


for highest quality, neat appear- 
ance and durability. AGENT 


Designed For Rugged 
Endurance With 


*TORSIONALLY PRE- 
LOADED CONTACTS 


A new principle in switch design 


when cities ELECTRICAL WHOLESALING 








which means — long life — smooth 
action exceptional performance 
especially on Type C Lamp Loads) 


PLUS these important features: 


Sturdy, durable, totally enclosed 
all-bakelite bodies 


High manufacturing standards | COVENNG Michigan and 
and careful inspection safeguard North wenn Ohio = 
RADIBESTOS WIRE quality and | Position to take on addi- 


guarantee its uniformity. tional lines, preferably 


electrical supply items. 
Add RADIX SERVICE to RADI- 


@ Positive kick-off 


Easy to wire — large head binding 


BESTOS QUALITY and you have Address replies to aa located on com- 
the solution to _ asbestos RA6973 
covered wire prob Electrical Wholesaling Washer type, break-off, plaster 


ears 


330 West 42nd St., New York 18, N. Y. 











Approved by Underwriters 


Tell us your needs and let us Laboratories 


submit samples and quotations. ‘ 


HEINEMANN] 


CUTOUT MATERIALS 


Plug Fuse and 
Cartridge Fuse Cutouts 


Plug and Cartridge 
Fuse Entrance Switches 


Battery Switches 
Meter Test Blocks 


RADIX, STEM | HEINEMANN ELECTRIC CO. 


Conus: 152 Plum Street 


2800 EAST SS5TH STREET CLEVELAND, OHIO Trenton New Jersey i a 


For Residential Wiring 


The sample card For REA Wiring 


llustrated  con- 
tains nine differ- 
ent styles of RA- 
DIBESTOS WIRE. 
Write for one 
today. 








MEETS FEDERAL AND 
REA SPECIFICATIONS 


“Patented and patents applied for 


ON THE SPOOL 


PASS & SEYMOUR, INC. 
SYRACUSE 9, N. Y. 
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CANDYLBEME LAMPS 


are proved sales boosters 






Always in popular demand for use 
in candelabra, crystal, and polished 
fixtures, feature Candylbeme Lamps 


for quick sales, and steady profits on 


both bulbs and fixtures. For clear, 
undiffused illumination recommend 
Candylbeme, available with either 
standard or candelabra type bases. 


Keep your stock replenished—turnover 


is fast. Immediate delivery 


Nationally advertised. 





NORTH AMERICAN 
Electric L 


amit (4. 


1034 TYLER ST. 


ST. LOUIS 6, MO. 


LEGAL NOTICE 


STATEMENT OF THE OWNERSHIP, MANAGE- 
MENT, CIRCULATION, ETC., REQUIRED BY 
THE ACT OF CONGRESS OF AUGUST 24, 
1912, AS AMENDED BY THE ACTS OF 
MARCH 8, 1933, AND JULY 2, 1946 
Of Electrical Wholesaling, published monthly at 


Chicago, Ill, for October 1, 1948. 
State of New York / gz 
County of New York } 
Before me, a Notary Public in and for the State 


and county aforesuid, personally appeared J. A 
Gerardi, who, having been duly sworn according to 
law, deposes and says that he is the Secretary of 
the McGraw-Hill Publishing Company, Inc., pub 
lishers of Electrical Wholesaling, and that the* 
following is, to the best of his knowledge and 
belief, a true statement of the ownership, man 
agement (and if a daily, weekly, semiweekly or 
triweekly newspaper, the circulation), etc., of the 
aforesaid publication for the date shown in the 
above caption, required by the act of August 24, 
1912, as amended by the acts of March 3, 1933, 
and July 2, 1946 (section 537, Postal Laws and 
Regulations), printed on the reverse of this form, 
to wit: 

1. That the name and address of the publisher, 
editor, managing editor, and business manager is: 
Publisher, McGraw-Hill Publishing Company, Inc.; 
Editor, O. Fred Rost; Managing Editor, William 
C. Pirie; Business Manager, 0. Fred Rost, all of 
330 West 42nd St., New York 18, N. Y. 

2. That the owner is: McGraw-Hill Publishing 
Company, Inc., 330 West 42nd Street, New York 
18, N. Y¥ Stockholders holding 1% or more of 
stock: Curtis W. McGraw, Executor of the Will 
of James H. McGraw, 330 West 42nd Street, New 
York 18, N. Y¥.; James H. MeGraw, Jr., 330 West 


42nd Street, New York 18, N. Y.: James H. Me- 
Graw Jr., Curtis W MeGraw and Willard T 
Chevalier, Trustees for Harold W McGraw 
James H. McGraw, Jr., Donald ( MeGraw, Curtis 
W. MeGraw 30 West 42nd Street, New York 18, 
N. Y.; Edwin 8S. Wilsey and Curtis W. MeGraw 
Trustees for: James H. MeGraw, 3rd, Madison 
New Jersey; Curtis W. McGraw, 330 West 42nd 
Street, New York 18, N. \ Donald C. MeGraw 
330 West 42nd Street, New York 18, N. Y.: Mil 
dred W. McGraw, Maison, New Jersey; Grace W 
Mehren, 536 Arenas St LaJolla, Calif.: Jacob I 
Hain, 1 North 5th St., Reading, Pa 


> 


3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 percent 
or more of total amount of bonds, mortgages, or 


other securities are None 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and secur 
ity holders, if any, contain not only the list of 
stockholders and security holders as they appear 
upon the books of the company but also, in cases 
where the stockholder or security holder appears 
upon the books of the company as trustee or in 
any other fiduciary relation, the name of the per 
son or corporation for whom such trustee is act 
ing, is given; also that the said two paragraphs 


contain statements embracing afflant’s full knowl 
edge and belief as to the circumstances and con 
ditions under which stockholders and _ security 
holders who do not appear upon the books of the 
company as trustees, hold stock and securities in 
a capacity other than that of a bona fide owner: 
and this affant has no reason to believe that any 
other person, association, or corporation has any 
interest direct or indirect in the said stock, bonds 
or other securities than as so stated by him. 
J. A. GERARDI, Secretary 

McGRAW-HILL PUBLISHING COMPANY. INC 

Sworn to and subscribed before me this 24th day 
of September, 1948 
{SEAL} ELVA G 


; ; MASLIN 
(My commission expires March 30, 


1960.) 
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$s 
ns on commerc al and industrial installat on 
With rare exceptio 


Ordinary Fuses and Breakers 
Do Not Protect Except Against 
~ Short-Circuits --- but 


USETRON 


re 


Provide) Point 


Protection - 
wy Count ‘om: 


inst s -circuits. 
] Protect against short-cire 


aused 
Protect against needless blows © 
2 by harmless overloads. 


i cs blows caused 
> ainst needless b ‘ 
rotect against * Penne 
3 be excessive heating lesser re 
results in cooler operation. 


P i - anels 
rovide thermal protection nd p oe 
ainst damage m 
**teches against 
and switche ; da 
heating due to poor contact. 


i om 
Protect motors against burnout fr 
overloading. 


i to 
Protect motors against burnout due 
single phasing. | 7 
Give DOUBLE burnout _ 
large motors — without extra COS*- 


; simple 
Make protection of small motors simp 
and inexpensive. 


space and 
ai aste of space @! 
t against Ws . 
intr = permit use of proper Siz 
n 
switches and panels. 


; s and 
Protect coils, ——— 
solenoids against burnout. 


FUSETRO 


ee 


Give All-Purpose 
Protection 


— or 
4 lost motor c 
lle 5 shutdown —- or one oa satin 
oa me pee I T p anel — may cost you F TRON 
ie p 1O ‘ : y Ft ICE 2 
. destroyed switc I age yf a 
yo . placing every ordinary fuse V 
than repli: 
dual-element fuse. 


I ont risk s osses rot t yourselt k 

i es p ec - YY 

: uch 
~ t i Fl SI TRON dual-element fuse in 
insta in “ - 

t fuse ¢ ps VTA 84 85S t the © 
every set O use li ) tk rou h yu h > entire 
“tric | sy tem. 


BUSSMANN MFG. COMPAS 0. 
Iniversity at Jefferson, St. om 
. a <4 McGraw Electri¢ Company 


FUSE! YO sa trade ma k of the 
RON 8 a oc 
Bussmano Mig. 0+ div, of McGraw Electric C0. 
a . 


























Get this story 


over 


if you want to 


make fuse selling 


MORE PROFITABLE 


This statement may startle many users of 
elecricity, yet it is true. 


Ordinary fuses or breakers used on motor 
circuits 


oni 


and today how many circuits don’t 
have motors on them—cannot protect either 
the motor or the circuit wiring against over- 


loading. 


Such protective devices have relatively 


little time-lag, hence must be installed in | 
sizes large enough to hold motor starting 
currents. Clearly, such large sizes cannot 
protect against anything but short-circuits. 
FUSETRON dual-element fuses, how- 
ever, because they combine a fuse link ele- 
ment with a thermal cutout element five 


many kinds of protection heretofore not 
available. 


To close sales 


Call the facts of FUSETRON 10 Point 
Protection to the attention of fuse users. 
Show them how it will pay to replace 
every ordinary fuse with a FUSETRON 
fuse. 


On new installations, you have a still 
better story—space and money can be 


saved and better protection obtained with 
FUSETRON fuses—than with any ordi- 


nary fuses or breakers. 


If you want more selling ideas— 
Talk to the BUSS Fuseman in your 
territory. He is continually getting 
ideas from the factory to pass along to 
you—and he is always glad to work with 
you to help swing business your way. 


BUSSMANN 


MFG. CO., ST. LOUIS 


Division McGraw Electric Company 





